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STAN LEY HARDWARE 
Eighty-six Years of 
Consistent Quality 


THE STANLEY WORKS_ 
New Britain, Conn. 
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“Due to heavy demand Jrom 


Pactric Coast DEALERS we carry a | 
large stock of GREENFIELD Screw Prares” | 














Say BAKER, HAMILTON & PACIFIC Co. 
leading SAN FRANCISCO distributors 


| tila after month, from widely sepa- Greenfield screw plates, taps and dies. 

rated distributing centers, comes con- 
vincing proof of the large and growing demand “Our desire to give them extra good service is 
for Greenfield small tools. the reason for the large stock order sent you.” 


Distributors and dealers throughout the coun- Successful merchandising today centers on 


try who are looking for a complete line on the items which the trade wants. That 


which they can secure volume / is why so many distributors and 





without undue selling effort and dealers are concentrating on 

higher selling costs will be in- ime the Greenfield line of small 

terested in the following letter poo tools. 

from the Baker, Hamilton & ii 

Pacific Company: nce No obligation in asking a Green- 
nor SERS field salesman to call and dis- 

Ne | Sm cuss small tool sales with you. 

may interest you to know that Or, perhaps you'd like a copy 

dealers on the Pacific Coast : 

whom we have the privilege of of our new No. 29 catalog show- 

serving are thoroughly sold on Me ing the complete line. 














Canadian Plant: 
Greenfield Tap & Die Corp. 
of Canada, Ltd., 

Galt, Ontario 


New York: 15 Warren St. 


Chicago: 
611 W. Washington Blvd. 


Detroit: 228 Congress St., W. 





" GREENFIELD, "MASS., U. S. A. H.A. Dec. 5, 1929 





GH, published weekly by the IRON AGE PUBLISHING CO., 239 West 89th Street, New York, N. Y., U. S. A. Entered as second 
Sas cane eg bo” 1913, at the Post Office at New Terk, sader se Act of Merch 3. 1879. (Printed in U. S. A.) $3.00 per year. Single copies 
c. each. Vol. , No. 28. 
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FACTORY 
418 SOUTH FIRST sr 


READ WHAT; > **" Tenaga 
one electrical baie ins 
contractor coal 


ea 
re pleased to acknowledce receirt of t} 


" 
says about pits sent us on your No Charge invoice #9345, 11/16 


We have civen + 
cre eS Given these ts 
wand they report that the neen yh our outside construction 


, 





we are b 
now using and we are sorry that Superior’ to the ones that 


lee bits before 
Purchasing we did n 
Green construction tool — Complete sets that pa know of these 
ur 





o 
83 soon as the bits 
8 that ar, 
bits use, we then will take up rh use become unfit for Putas 
rat + ; e 


Thanking y Wwe are 
ou for the favor extended ve ar 
, "ey, 


Yours very truly 


WM.’ C. KRAUT} ; 
i C. KRAUTH KLECTRIC COMPANY 


President. 








Wim 


ORKERS in the electrical field are looking more and more to Greenlee to supply 
them with the proper bits to handle their boring work. They are buying Greenlee 
bits because they stand up under hard usage and will bore smooth holes faster than other 


+ 


types. 


Why not make your store headquarters for electrician’s tools? 
it, because electricians are highly paid workmen who are able to buy the tools they want. 


You can cultivate this trade by using the Greenlee name on tools as a sales leader. Elec- 
tricians know the Greenlee brand well, because Greenlee is advertising in electrical papers 
and by direct mail—telling them the story of Greenlee knockout punches, knockout cut- 


There is real money in 


ters, bits and chisels. 


Cash in on this trade—it’s logically yours. Let the Greenlee brand on tools help you. It 


will be a big stimulator in building up this business. 





If you haven’t a copy of our catalog 29, write for yours. There is one here waiting for 


you. 


GREENLEE IOOLS 


Greenlee Fool Co., Rockford, 7!!. 





Tools that 
Stay Sold- 
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Give 

yourself 

this Christmas 
present!—a pocket- 
book of extra profits 


MAKE an extra profit on Eveready Dry Batteries during the Holiday 
season. These batteries are extraordinarily suited for Christmas 
selling. Show your customers how Christmas can be improved with 
Eveready Dry Batteries—then start oiling up the cash register! 

Tell them that Eveready Dry Batteries will put Christmas cheer 
in overworked doorbells. They'll want their doorbells to ring when 
their friends make their Christmas calls! Eveready Dry Batteries 
are just the thing to run the kiddies’ toys as often and as long as 
they want—safe, shock-proof and portable. Where houses are not 
wired for electricity a string of small bulbs attached to three or four 
batteries will decorate a happy Christmas tree — without danger 
of fire. 

Many other Christmas ideas will occur to you. Order your Ever- 
eady Dry Batteries from your jobber today! 


NATIONAL CARBON COMPANY, INC. 
General Offices: New York, N. Y. 


New York Branches San Francisco 
Chicago Kansas City 





























UCC 


Unit of 
Union Carbide and 
Carbon Corporation 


AR 
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Tool users look for this distin- 
guishing mark of quality in pipe 
tools. 


ON the job—they make 


friends and bring more 
customers to your store. 





Armstrong Bros. Better Pipe Tools build business, for they constantly are making new friends—friends 
who become repeat customers. These are improved tools of finer stuff—accurately machined and finished. 
Though less cumbersome, they are stronger than ordinary pipe tools. They cut faster, take a firmer grip, 
and last longer. Workmen like their “feel”—their perfect balance. 


This is a profitable line for Hardware Dealers. Profitable on first sales—profit- 
able in the repeat business it builds. It is widely adyertised—is backed up by a 
Z company who have been making fine tools for over thirty-seven years, who fur- 
aunr sree cuaens nish effective dealer helps and have an established reputation. Push this line— 

it will pay you well, for these tools always give complete satisfaction and make 
fast friends and repeat customers. 


TH BACKED 
TEETH 





Aaaonc ween. ARMSTRONG BROS. TOOL COMPANY 


Solid Pipe Dies “The Tool Holder People” 
Chasers thet ore cast welded 31.4 North Francisco Avenue CHICAGO, U.S. A. 


NG 


ARMS?RONG ARMSTRONG BROS. 


Tool Holders Drop Forged Wrenches ; Stocks and Dies Pipe Cutters 
Lathe Dogs Ratchet Drills Write today for Chain Pipe Tongs Chain Vises 
“C” Clamps Chrome Vanadium Wrenches Catalog B-27 Pipe Wrenches Hinged Vises 
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Perfection 
Triumph 
Hercules 
Success 
Eagle 
Daisy 
Peerless 
Beauty 








Daniel Boone 





T. D. & W. Handles used in undercutting a giant Redwood in the California forests. 


TOUGH JOBS... 


DEMAND TOUGH HANDLES 


Whether it be in the redwood forests of 
California, the bituminous mines of Penn- 
sylvania, the pine woods of Maine or the 
swamps of Florida, T. D. & W. handles will 


Rens Tete Rae the satisfactorily handle every job. No matter 
above Trade Mark. i 
lich tls what size or style your customer may de- 
standard grades mand—you will find the answer in the T. D. 


& W. line where the quality never varies. 


The most economical distribution of 
Hickory handles is through the retailer sup- 
plied by the wholesaler, as proven by our 
experience of fifty years. 


Turner, Day & Woolworth Handle Co. 


INCORPORATED 





Louisville ~_ Established 1855 — Kentucky 
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Write now---today---for a 
miniature sample roll of 
U.S. POULTRY FENCE! 
A request on your firm 
letter-head will bring this 
free sample promptly. 


Makers Also of 


IMPERIAL Fence 
Gates---Steel Posts 


A Complete Line of 


Farm Fence 
Hog Fence 
Poultry Fence 
Lawn Fence 
Farm Gates 
YO Lawn Gates 
’ Steel Posts 
A Flower Border 
NA Trellis 
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The Master of a Ship 
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» Never Loses His Head 


in a Storm 


ANY a skipper has blown down out 

of Arctic seas—his rigging and 

gear frozen fast—his face and clothing 

caked in cutting, freezing salt spray— 

his heart in his mouth—and warmed 

== only by the determination that his ship 
and his crew must live. 


Determination keeps him afloat . . . He 
cannot lose his head . . . why, man, IT 
- TAKES GUTS TO BE A REAL SKIPPER. 
Out of the gale he will run into fog— 
heavy fog, perhaps. Destruction here 
is not so immediate—but he is pressed 
2° °~—— _ in with a blanket of doubt. The gale is 
down ... but more than ever he must be 
alert, ready. 


There’s a new course to be set . . . lines 
w®, to be reeved . . . sails to be mended and 
trimmed to catch every breeze that rises. 
There may be days of hard tack and salt 
beef before the cook’s galley can be 
bailed out and provisions salvaged . . . 
days in dripping clothing and nights in 





~ : 
> 


a soggy bunk .. . or days and nights at 
the pumps... But the ship is riding the 
swells, on toward sunshine and fair 
winds. 


THE 
BAROMETER 
IS RISING 





Take courage, all you skippers in the 
business world—THE BAROMETER IS 
RISING. Catch every breath of business 
that blows your way. Press on mer- 
chandising sail. Keep your eye sharp 
ahead. Your cargo may be heavy—but 
don’t jetson it—don’t sacrifice to the 
gods of shipwreck. There’s better 
weather ahead, and good trading along 
the neighboring coast. 


We’ve been sailing in the higher lIati- 
tudes a bit too much of late. Let’s run 
along the temperate coasts for a while— 
turn traders with a vengeance—keep our 
cargo of stock flowing from the hold— 
get our craft ship-shape and ready for a 
long sail to better markets in the near 
future. There’s always fair weather 
after every storm. 


Courage. Plant your feet firmly on your 
decks. Look ahead—why, bless me, 
there’s a hole in the fog already—and a 
strip of blue sky along the horizon. ALL 
HANDS ON DECK TO MAKE SAIL! 


GoW G fipecl. 


General Manager, 
‘“‘Hardware Age” 
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: “J ust ‘the Thing for Christmas” 


Coleman 


“Just the Line for Profit’ 


j HE genial Santa Claus below is beck- —_ youssell,at Christmas time and all the time. 
oning folks in your neighborhood A nation-wide group of more than thirty 
right into your store for Coleman Gifts. powerful stations broadcasts entertain- 
This attractive picture is reproduced ing and instructive Coleman radio 
from one of the advertisements in programs to your customers. 
the Coleman National Advertis- You can easily tie up with all this 
ing Campaign ... a campaign Coleman Advertising and make 


: 4 our store Coleman Gift Head- 
that is telling farm and y nssins. "Waal eat oe 


small town folks every- suggest ways and means of 
where that Coleman oing this. Write your 


Products are “Just nearest office or ask 
the Thing for your jobber to tell us 
Christmas” “i to send e* the 

x ial a Coleman Christ- 
Radio Adver- F ‘ nn teenth 
tising, too, ge ..-S Sales Plan. 


LAG “AG “AG AG “AS AG AG “Ag <AS —— 


aes “ 


° 





Coleman Inetant-Lite 
Self-Heating Iron 





and Lanterns — 
Instant-Lite and 
Quick-Lite Models. 


Col Air-O-Gas 
THE COLEMAN LAMP & STOVE COMPANY nese Peta 
The Coleman General Office: Wichita, Kansas, U.S.A. and Ranges 
De Luxe Model 5A Factories: Wichita, Chicago, Toronto 
Radiant Heater. Branches: he Chicago, Los Angeles FD? 


AG AG AC AP AC 
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FOR EVERY PURPOS 


Automatic Air 


AVolnbneis@eyainae)! 
Ono 


Air BoundorWater 
Logged Tanks 
. Eliminated 


To some, a lifetime of experience means success. 
To others, a lifetime of experience means failure. 
To Myers, a lifetime of experience means a life- 
time of satisfactory water service for those who 
depend on Myers Water Systems for their daily 
\.ater supply. 


First of all, a water system is a permanent im- 
provement for the home or farm. It must serve 
for years. Called into action many times each 
day, its performance may be a source of satisfac- 
tion or one of continuous complaint. It can be 
seen at a glance that Myers Water Systems are 
styled and built by experts of long experience to 
give the utmost in service. Design, construction, 
materials, improvements—all reflect a measure of 
high quality that assures lasting satisfaction for 
both the dealer and his customers. 


This is the reason so many dealers find it 
to be so advantageous to place their exclusive 
efforts behind Myers Water Systems. With 
styles and sizes for any requirement up to 
ten thousand gallons of water per hour, a 
wider and more profitable market unfolds 
itself than it is possible to serve with 
smaller lines—which naturally brings 
more business and profits. 


Write or wire. 


YERS & BRO.¢o. 


SHLAND, OHIO. 








PUMPS-WATER SYSTEMS -HAY TOOLS - 








E -WATER SYSTEMS-HAY TOOLS-DOOR HANGERS 

























er 


AT ao 


ae Ty RON BEC aM 


ee 


Ce 











HARDWARE AGE for DECEMBER 










































CThe BEST COOKS use 


Aluminum 


Restaurants 


Sanitariums 
| 


< 





: 
“3 Bo < = ne ARV H I cien 5 
are oe Te BE ah es AREA” nn 


Above all, aluminum is the master heat-conductor, far excel- 
ling all other materials of common kitchen use. No wonder 
that it does better cooking !—more even, thorough cooking; 
less nervously watchful cooking. 

Heat spreads like electricity in an aluminum vessel, speeding away from the 
bottom, up the sides and into the cover. There is less burning of food on the bottom; 
less wearisome stirring to do. For modern top-stove cooking without water there 
is nothing like aluminum. ... Aluminum’s good cooking qualities, and its economy, 
safety, and beauty, have made it the very first choice in the best-equipped homes, 
hotels, and hospitals. The best cooks use aluminum. 


ALUMINUM WARES ASSOCIATION 
Publicity Division, 844 Rush St., Chicago 





Please send booklet, ““The Precious Metal of the Kitchen,”’ to address written below: 


Such good cooking! 


Secccccccerccccccsssccsessscecesseseces Clip Here and Mail for Booklet ++++++ PTTTTTTITITITT TTT 


ADVERTISING 
to help you sell 


ALUMINUM 


This is the fourth consecutive year 
of the Aluminum Wares Associa- 
tion’s national advertising cam- 
paign. The left side of this page 
shows one of the current advertise- 
ments of the new series. 


This convincing, attractive adver- 
tising appears regularly in an ex- 
tensive list of America’s most 
influential magazines. A glance at 
the names of the publications will 
show you that a large percentage of 
your best customers are getting the 
Association’s message. 


National Publications Circulation 
Good Housekeeping............ 1,741,640 
Ladies’ Home Journal......... 2,555,996 
Country Gentleman ........... 1,638,353 
MCISMENS: 5S cess aoe eae ease se 2,500,000 
Christian Herdid) ......%....... 225,000 
Journal of Home Economics... 8,735 
American Cookery ...........- 50,133 
Practical Home Economics..... 6,000 
URED ie ss ecto ie Sick basuslegs 73,527 
Journal of the American Medi- 
cal Association ........see0- 94,398 
Modern Hospital .............. 6,757 
| eee re sy 8,900,539 


This is powerful advertising. It 
will total approximately FIFTY 
MILLION separate advertisements 
during the Association’s fourth ad- 
vertising year. The expense of 
this sales-building work is being 
shared by the manufacturers who 
belong to the Aluminum Wares 
Association. 


These manufacturers are co-op- 
erating with each other to expand 
the aluminum ware sales of dealers. 
Your cooperation with them will 
make their efforts increasingly ef- 
fective. 


ALUMINUM WARES ASSOCIATION 
Publicity Division—844 Rush St., -Chicago 





Saas 


+ Hinge Saari 


SAHARA eek re eas 








j ass wine i 
} GOUD HOUSEKEEPING 


 preret: of merchants have told us there is selling magic in 
the Seal of Approval of Good Housekeeping Institute. Point 
to the Seal on a household appliance. Say the words: “This is test- 
ed and approved by Good Housekeeping Institute.” Presto! Sales 
resistance vanishes. The sale is closed. 


What makes this Seal a successful closing argument for these 
merchants is confidence—confidence on the part of the customers 
that the product with this Seal will do what is claimed for it. Intel- 
ligent women everywhere know this symbol of tested quality and 
the protection it gives their pocketbooks. 


The Seal of Approval of Good Housekeeping Institute is granted 
only to household appliances which have passed engineering and 
practical tests—tests so rigid fully 30% fail to qualify. Approved 
products are naturally of the type that sell well and, more impor- 
tant, make lasting friends for you. 


Thousands of merchants are following the plan outlined here to 
increase their sales and prestige. If you are carrying tested and ap- 
proved products you can profit with them. It costs nothing to turn 
confidence into sales. Just read the plan and return the coupon. 


GOOD HOUSEKEEPING 


Trade Service 
57th Street at Eighth Avenue, New York City 





HERE IS THE FLAN 
over 5000 retailers have 
used this year 


1. Learn what tested and approved appliances 
you carry. We will send you a list of those 
currently advertised. 


2. Make a feature display of them. Let every 
passerby know you sell tested satisfaction. We 
will send you free posters (see illustration). 


. Tell your sales force what the Seal of Approval 
means. Instruct them to become familiar with 
all tested and approved products in stock and 
to make a talking point of the Seal, to tell 
customers: ‘‘This is tested and approved by 
Good Housekeeping Institute.’’ 


Ww 


. In your advertising of tested and approved 
products, always add the line: ‘Tested and 
approved by Good Housekeeping Institute.”’ 


5. Return the coupon and start turning confidence 
into sales. 


GOOD HOUSEKEEPING TRADE SERVICE 
57th Streetat 8th Avenue, New York, N.Y.#4-12-29 


Please send free window cards featuring Good 
Housekeeping’s Guaranty. Also complete list 
of Tested and Approved Devices. 


Name of Store........... 


City & State... = Pe aces ae ciate eae 


Specify no. of windows you will use............ 








A 
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To-DAY 


BASSICK CASTERS 
BEST FOR 
YOTECTION 
E0mpcete LINE 


«, . . selling costs on my 
line of Bassicks? 

“Why, there aren’t any ; 
costs, practically speaking 


A 















THESE SEVEN ITEMS 
will take care of every de- 
mand for casters and fur- 
niture rests. It only costs a 
few dollars to stock them—yet 
they'll bring in steady prof- 
its month in and month out. 


“A salesman without a salary 
does all the selling for me” 


RETTY strong statement that. 

But the middle-west dealer who 
made it, meant what he said. A 
display tray like the one pictured 
above does do practically all the 
work that’s needed to keep his 
Bassick Casters and NoMars selling 
and selling and selling. 


It’s easy to understand. People like 
to see and handle the things they 
intend to buy. Lots of them need 
to be reminded of the table at 
home that ought to have casters 


. . . the sofa that’s digging holes in 


the carpet. A tray like this will do 
the work perfectly. Just put it out 
in plain sight—mark the prices— 
keep up the stock (you only need 
seven items to meet every floor- 
protection need).’ That’s all there 


is to it. 


Try it, if you haven’t already. Your 
jobber can fill your order. Or if you 
want to know more about the line 
you need, write your name and 
address in the margin below. We'll 
send the facts in a hurry. 


Mail your inquiry to Dept. HA-11. 


| 















r 








THE BASSICK COMPANY, Bridgeport, Conn. 


For 33 years leading manufacturers of casters 
and furni'ure rests 








Send me information about Floor-Protection Department to address written in margin below 


ay 
es, 
t 
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STATIONS 


From the RCA Farm Film by C. L. Venard, Peoria [1], 


RED BRAND first of all to 
Sign up on NBC Farm Network 





For two decades Keystone fence has been consistently advertised in 
Tell your farm journals and direct by mail. Now, RED BRAND dealers get the 
trade to additional sales-making support that comes through a weekly pro- 
7 U N E gram, every Saturday noon, over the nation-wide NBC Farm Network. 
Millions should hear these entertaining, educational RED BRAND 
I N programs while sitting at the dinner table. They follow immediately 
WLS Chicago after the broadcast program from Washington, D. C., giving a weekly | 
KSTP St. Paul summary of farm relief measures, crop estimates and general farm news. I 


piney ee RED BRAND dealers (and other dealers, too) ‘are urged to write for 


WOC Davenport window posters, mailing pieces, news- 
boinc ag nc paper announcements, etc., that will 
WSAI Cincinnati remind farm customers to tune in to 
WTMJ Milwaukee their favorite NBC Farm Network sta- 


WHAS Louisville * : 
WSM Nashville tion every Saturday noon at 12:45. 


WMC Memphis Through progressive publicity meth- 
WSB Atlanta Pp e Pp 

WAPI Birmingham ods such as this, RED BRAND dealers 
— ee Orleans find . increasingly easier a profitably 

ulsa $ 

WKY Oklahoma City pre —— ene ein rence aa 4 en Saturday noon 
KTHS Hot Springs volume Farm anning’ ’basis—instea 12:45 to 1:15 on any 
WFAA Dallas of merely selling fence for replacement NBC Farm Network Station 


WBAP Fort Worth and repairs. 


KPRC Houston 
KEYSTONE STEEL & WIRE CO., Peoria, Illinois | 


RED BRAND FENCE 


Galvannealed- Copper Bearing 
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Definitely in the Background 
and 
Practically Out of the Picture 


That is the status of the Chain Store and Mail Order House 
units in the town where the Hardware Dealer is meeting 
their attack with the proper weapons. 











During the past year hardware men located on the territories 
covered by our representatives found the most effec- 


tive of these weapons were our 100TH ANNIVER- 
[NOTWORTH 10#t $1* STORE ] 








SARY SPECIALS. That was our purpose in 
bringing them out—to make it possible for the 
independent retail hardware dealer to offer cer- 
tain lines of readily salable quality merchandise 
at obviously bargain prices and yet make a satis- 


factory profit. 








Our 100th Anniversary Specials 
































Naturally, merchandise of such quality could not be produced to sell at these prices 
without a sacrifice. Our profit, therefore, as well as the profit of the manufacturers, 


was cut to the bone. 
That we have aided our dealers in meeting competition is evidenced by the volume 
of these Anniversary Specials that were sold during 1929. 


What of 1930? As to that you may be sure The House of Worthington is preparing 
to serve your interests in the best possible manner. 


THE GEO. WORTHINGTON CO. 
1829 CLEVELAND 1929 





























HARDWARE AGE for DECEMBER 5, 1929 










Starrett Uni- 
versal Surface 
P Gage No. 257 



















Starrett 


THIS MAN WANTS 














No.530Steel Tape 
While we were taking his picture, this man said 
Starrett 
Every tool | got is a Starrett: nd I'm gettin mea 2 
y tool | got is a9 idee 9g cst Aluminum 

Starrett 440 next time the old eagle screams ' Line Level 

No. 108 
Men like this fellow, expert tool users, are your best te 
customers You can please them by carrying a lied Starrett Dividers 

: No. 92 

ol \ 
folaile)(-11-Ma lal -Moh MS] £0] ad-1 4 mmm Kolo) (mn Aol Vico] aT fold -YoTT-) bet p) 
profits by displaying your Starrett Tools so well that 
after they buy, they stay to plan new purchases for 





Starrett 
next pay day Micrometer 


No. 436 







THE 1c iedheiety: 22 Conk 
No 4 voli -S4mm Reteolissle) 4-14 
Unexcelled 


4 for Accuracy 






Starrett 
Transit 











Starrett 
Micrometer 


Caliper 












Starrett No. 132 Bench Level with Starrett Hacksaw 
Double Plumbs. Frame No. 153 


Sell Starre 





‘Ore re oN 
007 EE Aw iy ie 


ae 


Séis 


3478" * 
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Check Your Stock... NOW! 
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Brings Sales 


Be sure you are well stocked 

on all PYREX Ovenware items 
featured in the direct selling 
December advertisement, now 
appearing in the leading women’s 
publications. 

This full page advertisement pic- 
tures and describes the $5.15 Gift Set, 
the $4.40 Refrigerator Dish Set, the 
$1.25 Sectional Plate, all PYREX Tiles, 


a metal mounted casserole and pie plate. 


CORNING GLASS WORKS 


Pyrex Housewares Division 





2 
o 
a “90 
syn © oo “ee! 
Rae ow" 
> 





Tear out our December advertise- 
ment from Ladies’ Home Journal, 
Woman’s Home Companion, Good 


Corning, New York \ Housekeeping or McCall’s. Display 
it prominently, with the actual ware 
All these prices are higher in Canada and Wes? in your window — on your counter. . 


Trade-mark «+Pyrex’’ Reg. U. S. Pat. Off. 
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Ihe ultimate 
in precision 
and strength 


OLIVER © 


BOLTS 
NUTS | 
RIVETS | 


Quantity manufacture does not affect the quality and uni- i 

formity of Oliver Bolts, Nuts and Rivets. They are all made ; 

on modern precision machines that turn out millions of 

units exactly alike in size and dimension. There are no 

misfits—every unit whether it be a bolt, nut or rivet is 

ready for the job. 

Besides good workmanship you will find Oliver Bolts, ; 

Nuts and Rivets are made of good steel—that tough en- | 

during kind of steel that science and experience have | 
| 
| 
| 





Cee eae 





# 
¥ 


proved most satisfactory. 
Specify Oliver Bolts, Nuts and Rivets—it always pays. | 





OLIVER IRON AND STEEL CORP. 





fi 

PITTSBURGH, PENNA. ) 

| 

Sales Offices i 

50 Church St., Mortgage-Guarantee Bldg. 19th and Campbell Sts. iW 

New York, N. Y. Atlanta, Georgia Kansas City, Mo. | 

Guarantee Trust Bldg. 4116 Herschel Ave. 10 Mayflower Court, 205 Wacker Drive H 

Philadelphia, Pa. Dallas, Texas Brookline, Mass. Chicago, Ill i 
Fisher Building Chamber of Commerce Bldg. Endicott Building, Perry-Payne Bldg. 

Detroit, Mich. Cincinnati, Ohio St. Paul, Minn. Cleveland, Ohio ' 

Pacific Coast Agent: OSGOOD & HOWELL j 






Wells Fargo Building 1320-1321 Washington Building Pioneer Building 
San Francisco, Calif. Los Angeles, Calif. Seattle, Wash. 
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f bers advertising deals directly 
with the farmer’s problems. It 
points the way to greater profits 
through balanced one urges 
the farmer to consult the American 
Steel & Wire Company dealer on 
fencing problems; sends him to 
that dealer to learn why Zinc Insu- 
lated Fences and Steel Posts will 
save him both time in labor and 
money in their longer life as com- 
pared with any cheaper kind of 
materials. 

If you are not handling Zinc In- 
sulated Fencing or our Steel Fence 
Posts, write for full details. 


American 
Steel & Wire Company 


Subsidiary of United States Steel Corporation 
208 So. La Salle St., Chicago 
30 Church St., New York 
Sales Offices in All Principal Cities 
UNITED STATES STEEL PRODUCTS CO. 
San Francisco, Los Angeles, Portland, Seattle 





















o Zinc ‘ 
Insulated Fences 
Steel Fence Posts 




















HARDWARE AGE for DECEMBER 5, 1929 














THE AXE THAT BUILT A GREAT BUSINESS 
AND A WORLD-WIDE REPUTATION 








The Kelly Brand on an axe or 
other edged tool means REAL 
VALUE: DEPENDABLE 
SERVICE. 


AXES 
HAMMERS 
HATCHETS 
ADZES 
PICKS 
MATTOCKS 
GRUB HOES 
BROAD AXES 
BUSH HOOKS 
GRASS HOOKS 
SCYTHES 


PERFECT 
TEMPER 


Kean) 


The Best Known 
and Known as 


THE BEST 


Kelly Axe & Tool Co., Inc. 


CHARLESTON, W. VA., U. S. A. 
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JH—JACKSON 


An attractive decoration 
for the modern Ameri- 
can or Colonial home, 
authentic in design and 
smooth in operation. 
With either metal or 
glass knobs. Made in 
wrought bronze, wrought 
brass and wrought steel. 


BK—BARCELONA 


Another new design of 
rugged charm, combin- 
ing the popular hand- 
wrought appearance 
with the permanence of 
solid bronze. Appropri- 
ate for any building of 
the cottage style—Span- 
ish, English, American. 


CK—CATALONIA 
Made of solid white 


bronze, permanently 
rustless, with a hand- 
forged, wrought-iron ap- 
pearance that is lasting. 
The color will not 
change. It will not stain 
or discolor the wood- 
work. 


AL—LANSDOWNE 


Of great artistic merit, 
in the style of the Adam 
Brothers. Appeals to 
home builders of taste 
who select their home 
equipment for its greater 
beauty as well as for its 
greater utility. Made in 
wrought brass, bronze, 
or steel. 


CJ—JEFFERSON 
A chaste Colonial de- 


sign of graceful curves 
and simple lines. To 
harmonize with the pop- 
ular styles of Colonial 
decoration. A choice is 
offered of either metal 
or glass knobs. Made in 
wrought brass, bronze, 
or steel. 





MAKE SURE OF YOUR SHARE 


OF THE BUILDING DOLLAR 


As YOU KNOW, consumers are ignorant of the 
fine points of hardware. To get your share 
of the good profits being made from build- 
ing hardware, you must convince them of the 
greater desirability of solid brass and bronze, 
its greater beauty and its greater durability. 
Sales effort placed on quality, style and suit- 
ability can lift builders’ hardware from the 


price competition class. 


The designs shown are moderate in price 
and attractive, intended particularly for use 
in houses equipped from the dealer’s stock. 
All of these designs are especially suitable 
for doors of 152” thickness. With sectional 
sets, screws for the key plate and rose will 
not hold firmly on thin doors after the cut is 
made for the mortise. These patterns permit 
the screws to hold firmly in the thicker wood 


above and below the mortise. 


Sargent designs cover the building field 
and offer means to good, steady profits, from 
the small, simple home to the most elaborate 
building operation. Sargent & Company, 
New Haven, Connecticut; 94 Centre Street, 
New York City; 150 North Wacker Drive (at 
Randolph), Chicago, Illinois. 


SARGENT 


LOCKS AND HARDWARE 
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NET-WICK Poultry Fence Never Sags 


Our new combination of mesh and gauge wire is reinforced so 
securely that no rail support is needed either at top or bottom 
to prevent sagging. 


Both Horizontal and Perpendicular wires are of the same FULL 
GAUGE. The former has just enough wave to allow for con- 
traction and expansion. 


The wire is made from best Open Hearth Steel—every operation 
from raw material to finished product being controlled in our 
own plant. The twist is complete—cannot be opened by un- 
winding with pliers. 


Galvanized before or after weaving. Put up in bales of 150 lin. 
ft.a@” mesh, in No. 19 or No. 20 gauge, 1” mesh in No. 20 gauge 
wire, in six inch widths from 12” to 72”. Backed by 50 years of 


experience. 
Our Other Products Include: 
Hexagon Poultry Netting Cortland Black Enameled 
a Graywick 
Galvanized artaeis Cloth White Metal Finish 
and the following brands of Wickwire Premier 
Screen Wire Cloth: Wickwire Bronze 


Wickwire Copper 


Your Jobber will supply you. 
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Milk 


Separate 


aa 


Heat Water 


For Cleaning 


The Modern De Laval Way 


THE combination of the Alpha Vertical Dairy 

Power Plant, De Laval Magnetic Milker and 
De Laval Cream Separator gives dairymen a com- 
bination of advantages—saving in labor, economy 
of production, improvement in quantity and quality 
of product and general satisfaction—never before 
possible to obtain. 


The Alpha Vertical Dairy Power Plant fur- 
nishes reliable and economical power. Built like an 
automobile engine, it has a combination of 40 features 
never before available in a farm engine. In addition it 
heats water, at no extra expense, when and where it is 
most needed, for cleaning the milker and dairy utensils. 
With plenty of hot water available it is extremely easy to 
keep a milker clean and sanitary. 


The De Laval Magnetic Milker is without question 
the world’s best milker. In perfection and speed of milking, 
simplicity and economy of operation, it cannot be approached. 


And a De Laval Separator operated from the same 
power plant enables the separating to be done in the best 
way, in the shortest time and at the least expense. 


Dealers: There are thousands of farms that 
should be equipped in this way. Every man who 
is milking cows needs this equipment and has the 
money to pay for it. 


The De Laval Separator Company 


NEW YORK CHICAGO SAN FRANCISCO 
165 Broadway 600 Jackson Blvd. 61 Beale Street 





The New De Laval 
Magnetic Milker— 


The Greatest Success of the 
Year in the Entire Farm 
Equipment Field. 
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ww not have some of this well- 
known Christmas buying take 
place inside your store? Many items 
in your stock will make excellent gifts. 
Gifts all the more desirable because 
they’re practical and useful! For in- 
stance— Gold Seal Congoleum Rugs. 

In hundreds of hardware stores, 
these popular fast-selling rugs have 
proved themselves wonderful profit- 
makers. The bright patterns will 
make an irresistible appeal to your 
women customers. 


' On the floor is shown the “Windsor” 
Congoleum Rug No. 602—a design 
which has proved very popular for 

kitchen floors 


If you’ve never stocked Gold Seal 
Congoleum Rugs, this Christmas sea- 
son will be a good time to start. Put 
a few of them on display, with some 
such message as this: 





Why give useless knick-knacks? 
Here’s a worth-while present — 
beauty and utility combined in 
a Gold Seal Congoleum Rug. 





OVA 0000000000000 7 





Write at once to our nearest office 
for complete information. 


CONGOLEUM-NAIRN INC. 


New York Chicago Pittsburgh 
Philadelphia Boston San Francisco 


Detroit Kansas City New Orleans 
Minneapolis Dallas Atlanta 


aa Get your share of these 4 4 
PSE OO Xmas a Rae GAT 
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Quality First— 
Then Price 


EALERS should realize the econo- 

my of selling goods from the ~~ 
standpoint of quality rather than price. =. 
A product that is made well, then | 
fairly priced, is the most economical | 
to sell. Our Tubular and Clinch rivets 
are made and priced in this way. 
Dealers will find it decidedly to their 
advantage to carry a full stock of all 
sizes. There is a distinct satisfaction 
in offering your trade the highest 
quality product on the market. 





Pacific Coast Representative 
J. T. McDEVITT 
Postal Telegraph Building, 
San Francisco, California. 


Otpproved / 


———by the keenest 


buying brains in the country 








TUBULAR RIVET & STUD 
COMPANY 


BOSTON 














The largest 
factory in the 
world devoted 
lo the manu~ 
facture of 

Jubular and 
Chnch Rivets 
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« 
‘i VERY time a manufacturer it goes into one out of every two 
inserts a color page in The homes every Sunday. 

= American Weekly, it costs him Horn in, then, on the advertiser’s 
a $16,000. $16,000 and the extra sales it can 
ie This advertising just can’t help make in your territory. 

: creating sales—thousands or millions When he tells you that hisadvertising 
a of sales— for The American Weekly will appear in The American Weekly, 
é has a circulation of 6,000,000 copies, stock his goods, display them in your 


the largest on earth. In 185 cities, windows, and cash in on the results. 











e What is The American Weekly ? 


The American Weekly is the magazine distributed through seventeen great 
Sunday newspapers from seventeen principal American cities. It concentrates 
and dominates in 536 of America’s 812 towns and cities of 10,000 population 


a a NE 


and over. 





In each of 185 cities it reaches one out of every two families. 
In 132 more cities, it reaches 4O to 50%. 
In an additional 102 cities, it reaches 30 to gO%. 





In another 117 cities, it reaches 20 to 30%. 


—but that’s not all. Nearly 2,000,000 additional families in thousands of 
other communities regularly buy The American Weekly—making the un- 
precedented national total of 6,000,000 families who read The American Weekly. 


THEAMERICAN 
LEANER 


i Circulation 
Main Office: 9 East 40th Street, New York City 























a in the World 





Branch Offices: Wrictey Bupa., Cuicaco ... 5 WintHRrop Square, Boston ... 753 Bonnie Brae, Los ANGELES... 222 Monapnock 








Bipe., San Francisco... 12-231 GENERAL Morors Bupa., Detroit... 1138 Hanna Bupa., CLEVELAND... 101 Marietta St., ATLANTA 
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~~(CHICAGO)-— 
SPRING HINGES 
There is no other “Relax’”’ 


The “Relax” leads all 
spring pivot hinges for 
quality, quietness and 
length of satisfactory 
service. 

This hinge is espe- 
cially desirable for Hos- 
pitals, Churches and 
Schools. It has been 
used with complete sat- 
isfaction on many of 
them throughout the 
world. 

Hardware dealers will find “Relax” 
Spring Pivot Hinges popular among 
architects and contractors because of 
their proven quality and many desir- 
able features. 

Send for Catalogue H-42 

Chicago Spring Hinge Company, 


CHICAGO NEW YORK 
U.S. A. 








Relax Type 6001 
Spring Pivot-Hinge 











“Yes, Sir!......It’s 
a real Hammer’”’ 














A 
Popular 
$1.50 

f Seller 
FREE! fs S: 
An attractive © 
counter display “@ 
carton supplied 


free with every 
¥Y% doz. order. 








| ts the customer pick this ham- 
mer off the counter—let him 
actually get the “feel” of it—and a sale is made! 
Evansville standard bell face TESTED Hammers 
are a good bet when it comes right down to the acid test of 
pleasing a customer. We'd like to see you give it a chance on your 
counter. That’s all we ask! Thousands of hardware dealers are 
featuring this hammer—to their ultimate profit. We know that 
you can do the same. 


Evansville Hammers, Edge Tools, and Auto mony | stor | 
a 





Tools, are popular among expert tool users. Any hardware 
jobber can supply you, or write direct. 











EVANSVILLE 


IOOL WORKS. Inc. 


Tiviiti tires 





Lvansville 











Winter Fountain 


Oat Sprouter Thick Insulated Walls 


MOE’S LINE— 


A Big up-to-date line of Poultry Supplies. 

The market standard for quality and complete- 
ness. 

Everything for Chicks and Chickens :—feeders, 
drinking fountains, brooders, incubators, etc. All 
made right and sell readily—No shelf warmers! 
Thousands of Hardware dealers are selling 
“Moe’s Line” with profit and satisfaction. 

Make ‘“Moe’s Line”’—your line. It’s a fine line 
to handle. Write for New Catalog and Prices. 


HoEFT & COMPANY 


2305 Davis St. North Chicago, III. 








IMPROVED 


“S0-BOSS 


Cow-Hobbles 











Sor GreaterProfits 


The genuine So-Boss Cow Hobble and Tail Holder 
brings to you a new opportunity for profits. 
Every farmer and dairyman wants the SO-BOSS— 
he is a good prospect for a quick sale. Equally 
useful in hand or machine milking. 





Attractive counter display and other sales-making 
material now available. 


Ask your jobber or write us. 


Simonsen Iron Works 


Sioux Rapids, Iowa 
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You will be especially interested in the 
Fair’s unusual presentations of 283 ex- 
hibits of building and gas_ industries; 
524 exhibits of electrical equipment; 720 
exhibits of industrial machinery and ma- 
chine tools: 277 exhibits of iron and steel 
products; 171 exhibits of power and 
transmission machinery; 120 exhibits of 
transportation and conveying equipment; 
269 miscellaneous exhibits. 


10, 171 exhibits of every kind of 

merchandise — new, _ profit- 
able merchandise—await you at the great 
Leipzig, Germany, Trade Fair! 








Here you will see the fastest-selling prod- 
ucts of manufacturers from 21 different 
countries—the widest selection of choice 
merchandise in the world! 


Buyers—185,000 of them—from 44 differ- 
ent countries attended the Fair last year. 
They left with $500,000.000 worth of profit- 
able purchases—purchases that included 
toys, machinery, hardware, china, glassware. 
housefurnishings, textiles, notions and hun- 
dreds of other lines. 


You, too, will find the goods you want at 
this vast market place. You'll also find new 
ideas and new merchandising methods. 


Plan today to join the Fair’s ever increasing 
number of buyers this Spring from March 
2 to 8. Engineering Building Material and 
Equipment Fair, March 2 to 12. Just write 
the New York office for full information. 
We shall be very glad to tell you how inex- 
pensively you can make this trip to Leipzig 

both profitable and pleasurable. The 


A Leipzig Trade Fair, Inc., Dept. 
HA-12, 11 West 42nd St., N. Y. C. 


LEIPZIG TRADE FAIR 


FOR 700 YEARS—THE MARKET PLACE OF EUROPE 
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oni Jumbler 
Extrupep Meat PADLOCKS 


eS 





No. 2881 
Size 1%4x1™% Inch 





Webster defines Genuine as “REAL. ORIG- 
INAI. or TRUE stock.” And the CORBIN 
Pin Tumbler Extruded Metal Padlocks are 
just that. The first Pin Tumbler Extruded 
Metal Padlocks were made by CORBIN, and 
are still being made as only CORBIN can 
make them. The skill of CORBIN Craftsmen 
has produced padlocks for every purpose, for 
use under all conditions, and the success of 
these padlocks is well known throughout the 
world. 


——————— eee 


a a 


When making your purchase of a padlock, 
be sure and ask for a Genuine Pin Tumbler 
Extruded Metal Padlock. 


PROTECT YOUR PROPERTY WITH A 
CORBIN PADLOCK 


These Cast Bronze 
Padlocks are very 
artistically made 
‘from cast bronze 
metal, machined out 
to receive an all rust 
roof mechanism. 
he shackle is of 
wrought bronze, drop 
forged to create 
more strength, dura- 
bility and better ap- 
pearance. Made in 
ten sizes from %4 
inch to 3 inches. 


eo 





2970 Line 





Write today for circulars describing our line of Pad- 

locks, Automobile Locks, Cabinet Locks, Trunks, 

Suitcase Locks and Trimmings, Miscellaneous Hard- 

ware, Keys and Key Blanks, Apartment House Letter 
3oxes and Home Saving Banks. 


CORBIN CABINET LOCK CO. 


THe AMERICAN HARDWARE CORPORATION Successor 
NEW BRITAIN, CONN., U. S. A. 


NEW YORK CHICAGO PHILADELPHIA 
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if Sanitary and Heating Age 


Founded in 1874 as the Metal Worker, Plumber and Steam Fitter, SANI- 
TARY AND HEATING AGE was first in the field. It has seen the 
plumber, with his youthful helper and backyard shop, give way to the well- 
rated, progressive plumbing and heating establishment, having not only a 
well-equipped shop, but an attractive salesroom as well. 


So successfully is the plumbing and heating contractor functioning as a mer- 
chandiser that he has created a billion dollar industry. He acknowledges 
the invaluable aid of SANITARY AND HEATING AGE (The Merchan- 
dising Monthly) and regards it as an indispensable factor in the field. 


i 


a4 


Distribution and Warehousing é 


as 
a 
rie 


Beginning 28 years ago, Distribution and Warehousing has become the 
recognized spokesman of the Public Warehousing Industry. This billion 
dollar industry embodies Household Goods Storage, Merchandise Storage, 
Cold Storage, Shipping, Distribution and the Handling and Forwarding of 
Merchandise throughout the United States and Canada. 





Each month Distribution and Warehousing reaches every representative 
Warehouseman and Distributor in the United States and Canada. Because ae 
of its unusually high calibre editorial policy, it has long been accepted as an - 
rs authority in its field. Its wide popularity and intrinsic worth make it a 
natural “first choice” advertising medium. Its well filled advertising pages 
stand as a mark of its prestige, rank and established leadership. 
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THE SPECTATOR, a business paper of insurance, is 
published weekly in the interest of fire, life and casualty 
insurance company officials and agents throughout the 
United States, Canada and Europe. Containing current 
news of national and local importance and articles on 
business building methods in every line of insurance, 
THE SPECTATOR is recognized as the leading mul- 
tiple line insurance journal. 


THE SPECTATOR is published by The Spectator 
Company, which also publishes many hundred educa- 
tional insurance text books and annual statistical 
analyses of the trend of the different branches of the 
insurance business. This publishing service gives THE 
SPECTATOR research facilities and consequent pres- 
tige not enjoyed by any contemporary. 


239 West 39th Street 


OFFICERS: 


A. C. Pearson, Chairman 
F. J. Frank, Pres. 


Arnold L. Davis, Sec’y 


E The Spectator Toy World 


The dominant monthly business paper of the Western 
Empire with assured reader interest among the key toy 
buyers of the West. 


Récognition of TOY WORLD and the rich sales possi- 
bilities in the Western market is reflected in a positive 
manner by this publication’s advertising portfolio. A 
roll call of TOY WORLD'S advertisers presents a veri- 
table roster of the “Captains” in the American toy in- 
dustry. 


This dominance, recognition and marked preference of 
TOY WORLD is due to the completeness, integrity and 
vitality of its editorial service to Western toymen—a 
fundamental prerequisite for any first class business 
paper. 


United Business Publishers, Inc. 


New York City 


C. A. Musselman, Vice-Pres. 
F. C. Stevens, Treas. 
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Other U. B. P. Publications 


Metal Trades 

The Iron Age 
Hardware Trade 

Hardware Age 

Hardware Age Catalog 
Textile 

Dry Goods Economist 

National Dry Goods Reporter and 

Drygoodsman 

National Dry Goods Reporter Wholesale 
Shoes and Hosiery 

Boot and Shoe Recorder 

Hosiery Age 
Jewelry & Optical 

Jewelers Circular 

Optical Journal 

Jewelers Circular Buyers Directory 
Automotive 

Automotive Industries 

— Trade Journal and Motor 

ge 
Motor World Wholesale 
Commercial Car Journal and Opera- 
tion & Maintenance 

Automotive Industrial Red Book 

Chilton Catalog & Directory 

Chilton Aero Directory and Catalog 
Oil 

Oil Field Engineering 

Petroleum Register 

Allen’s Superintendents Hand Book 
Toys 

Toy World 
Plumbing & Heating 
Sanitary & Heating Age 
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Distribution & Warehousing Swi LEONE, Tealag il 
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The Spectator 
















United 


Business Publishers, Inc. 
New York City 














































E hear much 

about hand 
to mouth buying— 
more than about 
mouth to mouth 
selling—at once the 
cheapest and most 
expensive publicity 
for any product. 








It is a pleasure to 
heartool users trade 
ideas about Nich- 
olson Files—to hear 
them express satis- 
faction with these 
sharp cutting dur- 
able tools. 


The Nicholson File Company has 

(HOLS, always tried to make its trade mark 
“Se'% represent superlative file value. As 
U.S.A. a result, conversation which con- 

cerns Nicholson Files is generally 

“mouth to mouth” selling for files 

stamped with this company’s brand. 


NICHOLSON FILE Co. 


Providence, R.1., U.S.A. 


A FILE FOR EVERY PURPOSE 
le zt 
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* Sure Co be Cpprecta necated” 


When)we say “sure to be ap- 
preciated”’ we mean the kind of 
Christmas gift that father. mo- 
ther, son jor daughter really 
hopes to get. 

A fine gun. tor instance, or a 
beautiful fishing rod is the most 
prized possession of a sports- 
man— a gift that he would be 
most certain to appreciate. And 
for the man who really loves fine 
tools— the woman who appreci- 
ates the fine appointments of 
her kitchen— the boy or girl to 
whom a pair of ice or roller 
skates. a knife. a fishing rod, a 
flashlight or a gun means more 
than untold riches— Winchester 
presents the kind of gift that is 
sure to bring the. greatest 
pleasure. 

Your customers will ask for 
your suggestions in this matter. 
*‘What shall we give to father?” 
“What do you think my wife 
would like, or Johnny or sister 
Sue?”’ Cut out this list of Win- 
chester Christmas gift sugges- 
tions and keep it at hand to help 
you answer such questions. It 
will also help you make extra 
sales if you show this entire 
list to customers who otherwise 
might have but a single pur- 
chase in mind. 


‘Gx 





CHESTER 


TRADE MARK 


WINCHESTER 


GIFTS FOR MEN 
AND BOYS 


Repeating Shotguns 

Big Game Rifles 

.22 Caliber Rifles 

Winchester Shotshells 

Winchester Staynless Car- 
tridges 

Bamboo Fishing Rods 

Steel Fishing Rods 

Precision-built Reels 

Spoon Baits 

Flashlights 

The Headlight 

The Focusing Searchlight 

The Focusing Lantern 


Flashlight & Radio Bat- 
teries 

Ice Skates 

Roller Skates 

Carving Sets 

Pocket Knives 

Hunting Knives 

Knives adapted to trades 
and occupations 

Hammers 

Hatchets 

Screw Drivers 

Pliers 

Chisels 

Auger Bits 

Wrenches 


WINCHESTER 


GIFTS FOR WOMEN 
AND GIRLS 


Sewing Scissors 

Shears 

Stainless Steel Kitchen 
Knives 

Fruit Knives 

Slicers 

Carvers 

Exquisite Pocket Knives 

DeLuxe Flashlights 

Focusing Lantern 

Ice Skates 


Roller Skates 

Bamboo Fishing Rods 

Steel Fishing Rods 

Reels and Baits 

-410 Bore and other Shot- 
guns 

Sporting Rifles 

.22 Caliber Rifles 

Winchester Shotshells 

Winchester Staynless Car- 
tridges 


—all pleasure bringing or essential gifts 
—all members of the Winchester family 


of quality products. 


WINCHESTER REPEATING ARMS CO. 


New Haven, Conn., U. S. A. 


New York Office and Showroom 
312 Broadway 
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ATKINS 4 


gs SILVER 
STEEL SAWS | = 
FOR CHRISTMAS 
TRADE 


This saw is. the standard for excellence. Made 
from “Silver Steel”—Atkins exclusive formula; 
5 gauges taper ground; mirror polish; equip- 
ped with handle of solid rosewood and 
nickeled screws—Perfection Pattern—pre- 
vents wrist strain. 

The cutting efficiency of THE FOUR 
HUNDRED is unquestioned; its use 
among better carpenters is becom- 
ing universal; its design is abso- 4, 
lutely exclusive and distinctive; é 
furnished in Regular, or Nar- 
row Ship Pattern. 












Increase Holiday 
Sales and Profits 


Every first class hardware store should stock this 
and other Silver Steel Saws. Your customers are 

bound to obtain SERVICE in all of the ATKINS 
QUALITY SAWS you sell. 


For yourself you will receive that ‘‘customer friendship” and 

confidence that only Atkins Silver Steel Saws command. 
Atkins No. 401 is the same grade of saw except it is Straight 
Back; made in Regular Narrow Width and Ship Pattern. 


Write for literature. 
“Pointers,” “Saws in the Home” 


*How to Sell a Saw” 
Modern Manufacturing Methods Make Atkins Saws the Leaders 


E. C. ATKINS & COMPANY 

































ESTABLISHED 1857 The Silver Steel Saw People 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
Atlanta Minneapolis Portland 
Chicago New Orleans San Francisco 
Semple New York Seattle 
Paris, France Vancouver, B. C. 





ASK FOR ATKINS NEW CATALOG 
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IRST Museum Guard:“‘Why the ebullient 
agglomeration of homo sapiens so fren- 
ziedly storming the portals of yon Museum?” 


Second Ditto: ‘‘Victims of monomania, old 
dear. Afflicted with an inordinate passion to 
worship at the shrine of our latest 
acquisition.” 

First Guard: “And what prodigy of crafts- 
manship is capable of causing this ineluctable 
manifestation of hysteria?” 


Second Ditto: ‘‘A piece of McKinney 
Forged Iron Hardware, stupid! 
What else could possibly 
do it?” — And while the Museum Guard 
may be slightly exaggerating,’ there 
has been a wave of enthusiasm for 
McKinney Forged Iron Hardware. Architects 
appreciate its grace of line and rugged texture; 
builders praise its accuracy and simplicity of 
application; home builders desire it for its 
authenticity of shape and unrivaled beauty. A 
display of McKinney Forged Iron Hardware 
is a sure way to increased sales. McKinney 
Manufacturing Company, Pittsburgh, Pa. 


MCKINNEY HARDWARE 
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plays must therefore reveal quickly and clearly the fact that 

your store is headquarters for a wide range of useful articles 
suitable for Chrismas gifts. There must be a visible range of both price 
and merchandise. Interior displays must continue and complete those 
of your windows. 

Meanwhile your store and personnel must breathe the same spirit 
of Christmas that your advertising conveys. 

But this is likewise your busy season. Whatever assistance you re- 
ceive must be equally revealing; equally easy of access. 

And so—on the following pages, we present in tabloid form, a wide 
range of simple yet effective displays, featuring a great variety of mer- 
chandise which hardware merchants have found profitable. The photos 
come from stores which have constantly shown holiday profits. May 
they aid you to have a busy, profitable and happy Christmas Season. 
—Llew S. Soule. 


CU me shoppers are busy shoppers. Your holiday dis- 
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PORTING goods, espe- 

cially those for winter 
sports, are never neglected 
in the Christmas window 
displays arranged for the 
American Hardware Stores, 
Inc., Bridgeport, Conn. A 
wide variety of sporting 
goods is displayed in an 
appealing and well bal- 
anced manner. The use of 
a single large holly wreath 
completes an effective 

Christmas window 


+ 


T the left is pictured the 
method used by the 
American Hardware Stores, 
Inc., Bridgeport, Conn., for 
displaying juvenile vehicles 
during their busy Christmas 
season. This plan con- 
serves display space and en- 
ables related goods to be 
shown in conjunction, 
which makes an impressive 
showing of an_ extensive 
stock assortment 








RAMATIZING your Christmas 
displays as did the American 
Hardware Stores, Inc., Bridgeport, 
Conn., helps lift your store out of the 
ordinary class during the busy holiday 
season. An entrance to your toy de- 
partment such as this may be con- 
structed with crepe paper tacked to a 
light wood frame. This particular 
store concentrated its toy line on the 
second floor with this approach. The 
table at the foot of the stairs featured 
a few tool lines suitable as gifts when 
the picture was taken. In view of the 
fact that the same people will visit 
your toy department several times be- 
tween now and Christmas Day, a table 
display should be changed at least 
three or four times during the remain- 
der of the season. 























{FT wares, which 
are fast becom- 
ing a popular 

line in many _ hard- 
ware stores, predomi- 
nate the above win- 
dow display, which 
was used by Allabaugh 
& Son of Ridgewood, 
N. J. In the window 
illustrated at the right 
P. N. Harley of Way- 
cross, Georgia, features 
china ware, which has 
long been a remuner- 
ative adjunct to the 
house furnishing de- 
partment in progres- 
sive hardware stores. 
The window of mis- 
cellaneous gift mer- 
chandise illustrated be- 
low displays a wide 
range of appropriate 
gifts in_ effective 
fashion. It is the 
type that makes 
Christmas business 
lively for Hugh Saum 
of Edinburg, Virginia 
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at small expense, is quite an accomplishment. 

Furthermore it is very much worthwhile, par- 
ticularly when the hardware store has an extensive stock 
of toys and the event occurs early in December. In 
Quincy, IIl., the Tenk Hardware Company has a reputa- 
tion for sponsoring numerous events, which attract and 
hold the children’s attention. Making friends with the 
children is almost a tradition with this firm. The execu- 
tives of this company advocate cultivating the friend- 
ship of the kiddies for several reasons. They are 
naturally fond of children and are vitally interested in 
their welfare. They profit handsomely through the 
children’s favor now, and at the same time, they are 
paving the way to reap even greater benefits in the 
future, from the same children when they have grown 
up. 

Last Christmas Tenk’s advertised by means of per- 
sonal letters directed to 3500 youngsters, that Santa 
Claus would be in its toyland on Saturday, Dec. 1. 
The letters invited the children to be sure to visit Santa 
on the specified day. More than 5000 men, women and 
children responded to the invitations and paid their 
respects to dear old Santa on this particular day. As 
can well be imagined the affair made an enormous hit 
with the youngsters as well as with their parents. 


a TTRACTING 5000 persons to a hardware store, 


R. L. WITZLEBEN, store manager and E. N. 
Sandifer, advertising manager conducted a similar event 
year before last, which was so successful that more 
elaborate arrangements were made for Santa’s visit last 
Christmas. On Santa’s first visit, he arrived by train, but 
last year he came to Quincy in a unique conveyance—a 
special rig, drawn by two matched teams of Shetland 


42 


How 


_ Tenk’s 
_ SANTA CLAUS 


Attracted 
5000 


ponies. His mode. of transportation created additional 
interest in his arrival. 

The route which Santa was to follow on his trip to the 
store had been announced in advance. He started in 
an isolated spot, a few miles out of town, but when he 
reached the city limits his route followed the principal 
streets. Youngsters were lined up all along the thor- 
oughfares to greet his arrival and he received an en- 
thusiastic reception. By the time he reached the store, 
the crowd of children which gathered in front of Tenk’s 
was so large that traffic in the streets was blocked for 
two squares in each direction. 


Ubon entering the store, Santa proceeded to the toy 
department, where he greeted each youngster individu- 
ally. The fact that Santa knew many of the children 
well enough to address them by their given names 
added a great deal to the occasion for them. Many of 
the children did not realize that Santa, in reality, was 
one of Tenk’s regular salesmen, attired in a rented 
costume. Santa also presented souvenirs to every child. 
One souvenir was a toy balloon imprinted with Tenk’s 
advertisement. Another was a booklet entitled “Arca- 
dians,” issued by the Arcade Mfg. Co., which described 
in a manner which would appeal to children the inter- 
esting features of the toys in the Arcade line. 

The firm had little difficulty in obtaining a complete 
list of school children in Quincy. Each child on the list 
received a personal letter extending the invitation to visit 
Santa at Tenk’s. Every letter started off with an inti- 
mate salutation, such as “Dear Mary” or “Dear John,” 
which further increased their effectiveness. The letter 
reproduced elsewhere in connection with this article is 
an example of the form used. Samples of Tenk’s Xmas 
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sales letters which were directed to the adults are also 
illustrated. 

This affair was the greatest success of the holiday 
season. As the ponies and rig were secured from one 
of Tenk’s farmer friends, the expenses involved were 


low, enthusiasm was high and the results were very 
profitable. 


It is not often that a dealer can have his name on the 
lips of 5000 people in his community without a large ex- 
penditure for publicity. The Tenk Hardware Co. accom- 
plished this task successfully and profited from its results. 

Similar stunts sponsored by the firm for children at 
Other periods of the year have been just as successful 
and productive of both good will and good business. 
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HIS is the letter which the Tenk Hardware 
Co. sent to the school children of its city: 

“Dear Lela: You are cordially invited to 
visit our Toytown, a place of wonder and en- 
joyment—where Santa Claus has stored most 
of his Christmas Things for Girls and Boys of 
Quincy. 

“We have gotten the true Christmas spirit 
of hospitality and helpfulness and have ar- 
ranged a great display of articles including a 
large variety of Toys and Holiday gifts to help 
Mother and Dad do their Christmas shopping. 

“On Saturday, December 1, remember that 
date, Santa will be at Tenk’s in person. He 
will arrive by train about 10.30 Saturday morn- 
ing and will go to our store immediately. 

“Santa will have a present for everyone. 
Don’t fail to come and bring your friends on 
that day because he will want to see you.” 
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prospective cus- 


above, went to the school 
children of the city. .A 
Christmas circular was 
sent to a selected mailing 
list, suggesting various 
items of interest to each 
ss member of the family. 


EPRODUCED on this 

and on the opposite 

page are various items 

in the Tenk promotional 

\ campaign for Christmas 
\ business. 
| the upper corner of the 
facing page was sent to 


The letter in 


while the lettet 


































ERCHANDISE 
shown in these 
pictures provides for 


a wide assortment of 
taste and pocketbook. 
Regular merchandise 
and a few specials, 
some of them running 
to high units of sale, 
make Christmas cam- 
paigns profitable for 
Nicholas Hardware 
Co., Oak Park, IIl., 
now the Fair Store, 
J. J. Moreau & Sons, 
Manchester, N. H., 
and Sumner, Ltd., 
Moncton, Canada 





HE American Hardware Stores, Inc., of Bridgeport, Conn., believe in 

stressing the appropriateness of practical gifts of tools for the handy 

man about the house through both window and interior displays which 

feature gifts of useful tools. None of the practical is lost by the necessary 
holiday atmosphere of these displays. 
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A Few 
UNUSUAL 


GIFT 
TEMS 


_ WILL 
PAY 


VERY town has a class of gift 
buyers, who insist upon unusual items 
during the holiday season. Your selec- 

tion of a few fancy lines, even though your town 
only wants them at Christmas time, will give your store 
a status which attracts this very profitable kind of busi- 
ness. Those who can afford to do so, will appreciate 
an opportunity to present others with gifts which the 
recipients might not normally purchase, even though the 
desire to do so were very strong. At Christmas time 
even the most thrifty let down the bars, making it wise 
for your holiday assortment to include a well chosen 
stock of the higher priced specialties which in no sense 
need lessen your enthusiasm for the merchandising of 
your regular standard lines as gift merchandise. These 








items are different, yet are very useful and will be popu- 
lar as Christmas gifts. A holiday campaign offers your 
best opportunity to add such new items to your regular 
stocks, and provides a thorough introduction for such 

new lines of merchandise. 
In the complete hardware store Christmas Merchan- 
dising Plan, barriers of tradition must not be permitted 
in selecting these new and special 








articles. Determine your purchases 
rather on values and on the attrac- 
tiveness of such items. 

With the few higher priced num- 
bers include comparable values in 
medium priced goods, so that your 
stock provides the proper balance 
for both tastes and _ pocketbooks. 
Those with the limited holiday budg- 
et will appreciate an opportunity to 
purchase reasonably something a little 
different, something ornamental as 
well as useful. Advertising and dis- 
playing these unusual gift items 
spruce up your appeal and identify 
your store as the real local head- 
quarters for a complete job of Christ- 
mas gift shopping. 

A few suggestions for your guid- 
ance in selecting such special mer- 
chandise are shown on this page. 


























The Steisel Hardware Co., Glen Cove, Long Island, used this window array of unpainted furniture 


Hand Decorated 


Girt Vocue 


| Dias ae mer- article in its unfinished state 


chants who will make Will S im | and provide the necessary 
| Ul U ale, material to decorate it with, 


an effort to interest 
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the public in quick drying ’ thereby making a profit on 
enamels, for decorating per- Holiday both the article and the ma- 
sonally made Christmas gifts, terial. 
will be amply rewarded for [_ . | Several suitable articles 
their efforts, as the vogue for acquer a ss can be displayed in their un- 
personally made gifts is al- finished and finished form to 
ready fairly well established. demonstrate what can be ac- 
Many unique methods for decorating common place complished. This will often furnish the only required 
articles easily transform the ordinary object into an incentive for a purchase. Newspaper advertising should 
acceptable gift having rare charm. Women are espe- call attention to the idea and to your special display. 
cially enthusiastic over the idea and the vogue is rapidly Demonstrations can often be arranged before women’s 
becoming more popular. clubs, church organizations and manual training classes, 
Among the most popular articles used for this pur- which will create still further local interest in the 
pose are vases, lamps, shades, small tables, book ends, vogue. 
bread boards, chopping bowls, cutlery sets, switch plates, Small pieces of unpainted furniture, such as book 
flower pots, dressing table boxes, desk sets, waste racks, end tables, benches, sewing tables, magazine racks 
baskets, ash trays, candle sticks, serving trays, door and small chairs are especially appropriate for Christ- 
stops, fruit baskets, picture frames, smoking stands, mas gifts when attractively decorated. A window dis- 
canister sets and many other small household articles. play of unfinished furniture, similar to the one illus- 
The majority of the most popular articles are regularly trated in the accompanying photograph will aid in popu- 
carried in hardware stores. This fact should motivate larizing the idea. Such displays should be installed far 
the hardware merchant to promote the vogue in every enough in advance of Christmas to enable the store to 
possible manner. The hardware store can furnish the receive full benefits from the idea. 
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EAT and attractive 

displays, augmented 
by holiday decorations, 
which conveyed the spirit 
of Christmas, stimulated 
the Yuletide business of 
Montgomery & Craw- 
ford Company, Spartan- 
burg, S. C. Inviting win- 
dows encouraged cus- 
tomers to enter the store, 
while appealing displays 
within, made _ visitors 
reach for their pocket- 


books 
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G. KIRTLEY, au- 
KE. thor of the article 
on the opposite page is 
Traffic Manager of the 
Montgomery & Craw- 
ford Co., whose interior 
and window displays are 

shown on this page 
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Christmas Merchandising in the South 


By E. G. KIRTLEY 


page, showing the Household Department of 
Montgomery & Crawford, Spartanburg, S. C., 

Special attention is called to the lighting arrange- 
ment, also the large decorated fireplace in the rear of the 
store, and to the method of displaying goods on tables. 

Realizing that to display goods properly meant easy 
sales, our firm put samples of all goods on the tables and 
kept the reserve stock in the shelves, this method of dis- 
playing goods has resulted in increased sales. 

Especially good results were obtained from one- 
priced tables. In other words, every item on a table was 
sold at one price, i. e., 50 cents, 75 cents, $1.00 and so 
on. The dollar table was the one that attracted the most 
attention. This table sold items that had been con- 
sidered old stock and items that had been in stock since 
the previous season. We have had such wonderful 
success with this form of displaying our goods that we 
intend using it again next season. 

In order to create interest and get new customers in 
our store for the Christmas season, we sent out a spe- 
cial personal Christmas letter to all persons living in 
towns within a radius of Z5 miles, and those on rural 
routes having telephones, and within this radius. We 


\ *TER a busy day the photographs on the opposite 


secured new telephone books and addressed these letters 
to only those who were listed in the telephone directories. 








This window was shown by Emigh-Winchell 


In order to check up on this scheme, we kept an 
account of the pieces of mail returned and out of fifteen 
hundred direct sales letters only three came back unde- 
livered. 

We also wanted to .know if our letters actually ac- 
complished anything, so we emphasized the sale of elec- 
trical household appliances, toasters, waffle irons, etc. 
The result is that four or five times as much of this 
class of merchandise has been sold this year as com- 
pared with former years. We also emphasized quality 
and we find that the public when buying at this store 
wanted quality and in most cases were willing to pay 
for it. 

In addition to the personal appeal we connected this 
up with the proper window display and newspaper ad- 
vertising. The whole scheme has worked out fine and 
we are very much pleased with the results obtained by 
this direct mail advertising connected up with news- 
paper service. We have brought into our store many 
new customers and renewed some old friendships. The 
personal appeal seems to get under the skin, because 
several people remarked that they appreciated the fact 
that we were interested in having them trade with us. 

We try and make our store a friendly store, because 
if you don’t make money selling to your friends, you will 
not get rich waiting for your enemies to buy from you. 





Hardware Co., Sacramento, Cal. 















HIS picture could be taken in any American home on Christmas Eve or at 

least some evening prior to December 25. It’s the same picture every year and 
every year the foundation of the family Christmas celebration is centered about the 
Yule Tree. To the active hardware merchant this picture inspires attention to the 
merchandising of the many tree ornaments, tree stands, tree lights, tinsel, artificial 
snow, etc., that are sold annually from the present time until late Christmas Eve. 
This merchandise is all profitable, easily purchased and displayed. It requires 
practically no selling service, other than exchanging the goods properly wrapped 
for the customers’ money. Those who come to your store for tree accessories 
should find facilities for complete gift shopping. Christmas merchandising means 
an endless chain of sales to the same people if your store is properly prepared. 
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Points Which Will Help You to 


Increase Your Christmas Patronage 


NCREASED patronage from holiday shoppers would 
I be welcomed by most hardware merchants. This 

statement brings up the question: “How can I go 
about it?” Twelve practical and helpful methods are 
outlined herewith. It should be remembered that it is 
usually a combination of many small factors which 
assures the ultimate success of any sales promotional 


plan. Consequently, don’t neglect the little things that 


may seem inconsequential on first thought. Their aggre-_ 


gate contributions to the desired end, results in a 
stronger appeal to the purse-strings of holiday shoppers. 

By all means, make some definite plans for going after 
the Christmas business, whether you use the methods 
described in the following paragraphs or use your own 
initiative. Merchants in other lines, often with less 
desirable gift merchandise to offer make a “big thing” 
out of Christmas, so far as profits are concerned. 
Hardware merchants generally fall short of its possi- 
bilities, simply because they fail to make a wholehearted 
appeal for the business. With such a wide variety of 
suitable and useful articles to sell for gift purposes, they 
should take full advantage of a splendid opportunity, 
which comes but once a year. 


] Have a general “house-cleaning.” Make it a point 
e to keep the store windows even cleaner than usual. 
Wash the light bulbs and fixtures, so you receive all of 
the light you pay for. Keep your store at a comfortable 
shopping temperature. See that it is clean, orderly and 
well illuminated at all times. 


Use suitable Christmas decorations to convey the 

e holiday spirit within the store. Festoons of green 

and red crépe paper, holly wreaths, Christmas candles 

and trees are most often used for this purpose. Special 

decorations are worth while, if you want your store to 
present a different appearance. 


Create winter effects in displays and decorations. 
e This can be accomplished with imitation snow or 
cotton. Mica “snow” is particularly effective when used 


on dark colored velvets. 
4 Decorate display tables in gay holiday colors. If 
e adequate display space is at a premium, temporary 
platforms can be easily constructed, with legs to rest 
upon the tops of the regular fixtures. Or construct a 
special fixture of the skeleton type and built similar to a 
staircase, which, when covered with suitable cloth or 
crépe paper, will present an attractive appearance and 
provide an abundance of display space. 


Newspaper advertising should be increased and 
e care should be exercised that “your copy” conveys 


the Christmas atmosphere. Make it a point to emphasize 
that, “Gifts of Utility—Make A. Merry Xmas Last the 
Whole Year Through.” In every advertising medium 
you use suggest suitable gifts for every member of the 
family. 


Use special decorations on your store front. Strings 

e of colored lights, is one suggestion which will lend 

a festive appearance to your front. If possible, secure 

some publicity in your local newspaper, concerning some 
of the holiday features of your store. 


Remember that most Christmas expenditures are 

e “budgeted.” Therefore use price cards which will 

not leave the price of any article displayed in doubt. See 

that all show cards, signs, and_price tags have a decora- 
tion which reflects the Yuletide season. 


8 Make a genuine effort to reach every possible cus- 
e tomer with at least two direct mail solicitations, 


prior to Dec. 15. 

0) Advertise that you will accept deposits on Xmas 
e gifts and hold the articles for future delivery upon 

payment of the balance due. To further encourage early 

shopping, suggest in your ads that customers shop early 

while stocks are complete and while salespeople can 


devote undivided attention to their needs. 

10 Have attractive Christmas windows. A regular 
e Xmas tree, decorated with the usual trimmings, 

is one such window which is both effective and is easily 

installed. Show gifts on the tree and about it. Keep the 

tree lights Lurning day and night. If a more elaborate 


effect is desired a fireplace, with the customary stockings 
hanging from the mantelpiece is another suggestion. 


l ] As a special stunt, have Santa Claus in your 

e store at advertised periods during the holidays 
and provide him with souvenirs to distribute to the kid- 
dies. Some stores have old Kris Kringle arrive by air- 
plane or some other unique means of transportation, 
which further intrigues the children’s interest in the 
event. 


l Be prepared to wrap the gifts in holiday attire 

e and advertise this feature through show cards in 
the store and in the windows. Use holly decorated boxes, 
bright red and white tissue paper, tinsel string and 
Xmas seals for this purpose. Make a special effort 
to see that all packages are attractively and neatly 
wrapped. Provide a Christmas card gratis, with every 
purchase of gift merchandise. Advertise that you will 
attend to the mailing of gifts to be sent out of town. 
The customers of course, to pay the usual postage fee. 











Sweaters, flannel shirts and other sports apparel are 
featured in the window display of the Jennison 
Hardware Co.. Bay City, Mich., illustrated at the top 
of this page. The central photograph shows how 
winter sports equipment is displayed in the Canadian 
province of New Brunswick by the Sumner Co., Ltd. 
of Moncton, N. B. Golf bags and luggage have their 
suitability as Christmas gifts emphasized in the 
lower photograph from the Nicholas Hardware Com- 
pany, now the Fair Store of Oak Park, Ill. 
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OTORISTS unite in universal praise for the giver of an always welcome tire for the car. Most 
effective displays can be arranged for tires and tubes. Simplicity is often the keynote—a tire or 
two with a seasonal background. Such windows have been found very good for catching the casual 
interest and arousing buying thoughts. Novelty and staple auto accessories are also most acceptable 


“IFTS for the 

J family table 
were featured in 
this holiday display 
arranged by Beeson 
Hardware Co., 
High Point, N. C. 
The silverware, 
glassware and elec- 
trical appliances 
were tastefully ar- 
ranged on white 
crepe paper which 
accentuated their 
brilliance and high 
finish. The Santa 
Claus atop the 
chimney _ brought 
attention to the dis- 
play of merchan- 
dise. 
The chimney in the 
background can be 
easily constructed 
from light wood, 
covered with 
“brick” crepe 
paper. Cotton bat- 
ten with mica snow, 
was used effec- 

tively. 





gifts, welcomed by the car owner. 


aa 


a 
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Pocket knives, mani- 
cure sets, flashlights, 
thermos bottles and 
the many other inci- 
dentals of the com- 
plete cutlery depart- 
ment offer gift sug- 
gestions. Carlisle 
Hardware Co., Spring- 

field, Mass. . 


saat sill 


a 
seagsoie va 


John G. Hardy made this display for 

Honeyman Hardware Co., Portland, 

Ore. Artificial flowers, the Santa 

Claus scenic background and a typi- 

cal assortment of suitable gift items 

make it attractive to the holiday 
shopper. 


All of the many practical and at- 
tractive gift items shown here are 
regular stock dramatized for the 
holidays by Lind Hardware Co., Chi- 
cago, Ill. This is a typical hardware 
Christmas display, of the better type. 
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Building a Christmas Window Display 


An effective Christmas hardware window can _ be 
economically arranged by following the suggestion re- 
produced here. The illustration merely shows the skele- 
ton display so that the hardware merchant may choose 





os 


his items to suit his own locality and requirements. The 
floor is covered with white crepe paper to stimulate snow, 
and the Christmas trees are cut from compo board, being 
built with simple wood frames. Upon the trees are 


HIS diagram chart 

will enable the dis- 
play man to _ produce 
an appropriate Christmas 
background. The ruled 
lines, of course, are mere- 
ly for guidance in draw- 
ing, and should be 
erased before the color- 

ing is done. 
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sampled the various items of merchandise to be dis- 
played. There will then be plenty of room in the win- 
dow for arranging such other items as seem timely and 
appropriate. Care should be taken not to crowd this 
window however. 

The card at the back of the window is not difficult to 
produce if the display man will follow these directions: 

Take a sheet of heavy card or compo board as large 
as necessary for your window and mark it off in squares 
of the same number as those of the copy shown here- 
with, making the squares as many times larger as the 


whole card is larger than the copy. You will find that 
this method will permit you to produce a faithful copy 
of this design and when colored to suit your plan will 
be very satisfactory as a background. 

A suggested color scheme for this card would be 
orange for the border, blue for the lettering and, of 
course, red for Santa’s hat. The head of Santa should 
be outlined in black. 

This display plan will afford the hardware man a 
Christmas atmosphere for his window with the minimum 
of time and effort, besides being economical. Small 
items can be sampled on the wall board Xmas trees. 


Extra Deck for Display Table is Valuable 
Holiday Aid 


P { SHE Mohr-Jones Hardware Company, Racine, 
Wis., display a large portion of their holiday mer- 
chandise on novel extra decks, which rest upon the 

tops of each modern display table. Display space was 

at a premium in the store, as it usually is in every store, 
especially during the Christmas season. ‘To solve this 
problem, A. C. Rycezk, merchandise manager of the 
firm, devised the deck described in this article, which 
provided an excellent solution to the handicap of limited 
display space. 

In constructing the display decks, the first move was 
to make plain platform, using six 4 in. boards, 


shaped forms should be 24 in. wide, and each end of the 
“U” should be 16 in. in length. It is best to use a vise 
for bending the shapes into the prescribed form. The 
long portion of the ‘““U” forms, or the part between the 
two legs, is then hinged to the center of each batten. 
Hinges can be improvised for the purpose. Pieces of 
fairly heavy galvanized iron, about 4 inches square, can 
be made by bending the material so that it will fit around 
the round rod, and holes for screws can be punched on 
each side. Staples, driven over the bar, will also serve 
the purpose. It is important that the iron forms be so 





7 





about 6 in. longer than the table. These 
boards were of light, tongued and grooved 
lumber and were nailed together with a bat- 
ten underneath, at each end. As table sizes 
may vary, it might be well to say that the 
deck should be made the same width as the 


_f\ 





table it is to be used upon, and 6 in. longer 
in length. The distance between the center 
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of the two battens should be the same as the 
length of the table. 

The next step is to make two “U” shaped 
forms from 3 in. iron rod. Each of the “U” 











| A 


| 


——— 
. 














































































































58 HARDWARE AGE for DECEMBER 5, 1929 








hinged to the deck as to permit the rod to turn, which 
facilitates folding the decks for storage. 

After ascertaining the exact center of the rub rail, 
at the end the table, use a 7/16 bit, drilling a perpendicu- 
lar hole, an inch deep, 12 in. on each side of the center 
at each end. The legs of the “U” shaped forms can 
then be inserted into the holes, thus holding the deck in 
position. 

In order to keep the decks from collapsing braces were 
made of strap iron an inch wide and two feet long. At 
a point about 26 in. from the end, and on the rear edge 


LUncle Sam's 


Christmas 
Stamp 


Business 
A Record Breaker 


TAMPS, sufficient to belt the earth at the equator 
S with enough left over to more than form a bound- 

ary line around the United States, will be issued 
to postmasters throughout the country for the Christ- 
mas holiday trade. The total issues will approximate 
4,000,000,000, which if placed end to end, would cover 
63,131 miles and weigh about three hundred tons. 
- The coming Yuletide season gives promise of being a 
the coming Yuletide season gives promise of being a 
record breaker from the standpoint of mail matter 


Nilco’s Silver Anniversary Occurs Simultaneously with Light’s Golden Jubilee 


———————— 
f 


Few veterans of the electric light in- 
dustry more enthusiastically celebrated 
Light’s Golden Jubilee than did the 
Niclo Lamps Works of Emporium, Pa. 
The Golden Anniversary of Thomas 
Edison’s incandescent lamp is at once 
Niclo’s Silver Anniversay of lamp 
manufacture, as it is just twenty-five 
years since this company began the 
production of electric lamps. The 
photograph here shown is that of 
Sylvania Lodge, the magnificent club 
house of the company at Emporium. 

Nilco’s lamp business started in 
October, 1904. Today the company 
operates vast plants both at Emporium 
and at St. Mary’s, Pa. 


of the deck, a brace was attached with a screw. A “C” 
shaped notch filed in the under side of each brace near its 
end allowed the notch to hook over a screw partially 
driven in, at the back of the rear rub rail. 

The illustrations show how the bottom of the deck 
would appear if folded, an end view of the deck in posi- 
tion, and the rear side of the table and deck as it would 
appear when ready for use. 

In addition to their adaptability for holiday display 
purposes, they are very useful for special sales and other 
events when the normal display space is taxed. 
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" NAW 
handled. This statement is based on the heavy advance 
orders now being received from postmasters for post- 
age stamps to be used on holiday mailings. 

During the past thirty days the department has issued 
to postmasters 2,918,462,860 postage stamps, in addi- 
tion to 481,251,000 stamped envelopes and 261,886,250 
postal cards. 

The issues this year for holiday mailings indicate an 
increase of approximately 7 per cent over the same 
period last year. 
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ILVERWARE — 

beautiful in its 
simplicity — should 
never be crowded in- 
to a display. It is 
far better to show 
well a few pieces— 
as in the reproduc- 
tions at the top and 
bottom of this page 
—than display a 
complete line in a 
small and jumbled 
group. 


The glass oven-ware 
display at the left 
was shown in the win- 
dow of Clark Hard- 
ware Co., Jamestown, 
N. Y. Dealer helps 
contributed greatly 
to the effectiveness 
of this glassware 
window 























Christmas Display Ideas for 


HEN window display space is limited, 1t then play. In order to serve this purpose, the merchandise 
behooves the hardware merchant to use it in the shown in the windows, must be either desired or re- 
most productive and efficient manner. Selling quired by the public. The window must also present 
merchandise is the primary function of a window dis- an attractive appearance which will catch the eye of the 


HESE win- 

dows pre- 
sent a variety of 
merchandise in 
an attractive and 
appealing man- 
ner. While 
many lines are 
shown, every 
item is well dis- 
played and can 
easily be thor- 
oughly  scrutin- 


ized 











BStores with Few Show Windows 












passerby. Then, providing: the goods are priced in 
keeping with what the observer intends to spend or con- 
siders reasonable, the show window will usually motivate 
a sale. As display space of any description is generally 
at a premium in hardware stores during the holiday 
season, it is often difficult to show the desired quantity 
and variety in a productive fashion. 

Hardware merchants who have but one or two show 
windows available ordinarily favor showing a large 
assortment of small articles suitable as Christmas gifts, 
rather than a few large articles of higher unit value. 
It is reasonable to assume that such a window, display- 
ing a wide variety of merchandise will appeal to a 
larger number of people. Then too, if the window 
awakens enough interest to prompt prospects to enter 
the store, this is a worthwhile accomplishment in itself. 
Men, women and children of every age should all find 
some attraction in a hardware store window at Christ- 
mas time. Arranging an attractive display of small 
miscellaneous articles requires more than the usual care 
and effort. It is easy enough to place a large quantity 
0 fsmall articles in a window in a haphazard manner 
arranging a neat, orderly and attractive display is an- 
other matter. 

Expert window trimmers often spend a full day dress- 
ing the type of window illustrated by the three accom- 
panying photographs. Furthermore the results secured 
from such windows are well worth the efforts involved, 
as they really sell-merchandise. The three examples we 
have portrayed have proved their effectiveness and: for 
this reason other hardware merchants will not go far 
astray in installing similar windows. 





Cobb-Whyte & Laemmer Hardware Company, 309 
W. Madison Street, Chicago, furnish a splendid example 
of a Christmas window for a one window store. The 
window embodies practically all of the important fac- 
tors which contribute to effective displays. A wide 
variety of merchandise is shown in attractive fashion. 
Yuletide decorations predominate and every article bears 
a price card. A series of six graduated steps, similar to 
a staircare, made it possible to display nearly three times 
as much merchandise as could be shown otherwise. We 
were told that sales were brisk on every item shown in 
the window with the single exception of the carpenters 
bench shown in the upper center of the display. 

Earl W. Whiting, window trimmer and card writer 
for the Nagell Hardware Company, Inc., 619-25 Mar- 
quette Avenue, Minneapolis, trimmed the other two win- 
dows for the firm, who have but two show windows in 
their store. An extensive line of toys and games are 
shown in one window, while the other displays electrical 
appliances, cutlery, winter sporting goods and tools. In 
discussing the displays, Mr. Whiting said: “Both win- 
dows, which featured Christmas gift merchandise 
attracted a great deal of attention and study on the 
part of the passersby and prospective purchasers. The 
backgrounds were made with crépe paper. The shades 
used were red, white, gold bronze and silver bronze. 

Wreaths, Christmas lights, holiday poster designs, 
coupled with color designs in crépe paper and Christmas 
designed cards. made the windows. very attractive and 
in keeping with the season. We enjoyed an exception- 
ally good Christmas business and attribute a great deal 
of our success to the effective windows.” 


THE 


New ERA 


By SAUNDERS NORVELL 


T was my good fortune last week to attend the first 
Ohio Management Conference at Columbus, Ohio. 
This conference was sponsored by the Ohio Bank- 

ers Association, the Ohio Council of Retail Merchants 
and the Ohio Manufacturers’ Association, in conjunc- 
tion with the Metropolitan Life Insurance Company. 

There were nineteen members of the conference 
committee. Seven of these gentlemen were connected 
with banks or trust companies. Seven were manufac- 
turers or officials of manufacturers’ associations. The 
other five members of the conference committee simply 
have their names and the names of their companies 
entered on the program, but the business in which they 
are engaged is not stated. 

Therefore, of the seven speakers on the program, four 
were manufacturers, one was a banker, one was the 
head of a great line of chain stores and one was the 
vice-president of a life insurance company. 

This conference from beginning to end was very well 
managed. The addresses were well worth hearing. I 
listened to every address. Each speaker evidently spoke 
from his own personal experience and through the eye- 
glasses of his own business. 


Ix Wall Street, for the past two years, we have heard 
a great deal about the “new era” in the value of secu- 
rities. The protagonists of this new era scouted the 
idea that we would ever again have a great depression in 
security values. This was impossible, first of all be- 
cause of the Federal Reserve Bank; next, because of 
investment trusts; next, because the prosperity of the 
country was based on an entirely new thought and that 
thought was spending and not saving. It was pointed 
out to us by these advocates of the new era that if 
everybody spent all they earned, and nobody saved, then 
we would be assured of prosperity. In other words, 
that prosperity was based on high wages and still higher 
wages and of shorter business hours, so that those draw- 
ing higher wages would have plenty of time in which 
to spend their high wages. 

This was the picture that Wall Street men and econo- 
mists have laid before the public in magazine articles, 
in the daily papers and in addresses for more than two 
years past. Within two weeks all of this new era 
idea slumped and went to pieces. 
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—and what really hap- 
pened at the Ohio 


Management Conference 


The fellow who was living up to his income, who was 
spending every cent, who was buying stocks on a narrow 
margin, full of this new era idea, suddenly found him- 
self wiped out. In his spare moments no doubt he will 
now enjoy himself reading some of these articles in 
magazines about the advantages of free spending, and 
the change from old-fashioned ways to the new era! 


Severat of the addresses at the First Ohio Manage- 
ment Conference were considerably along the line of the 
new era idea in the manufacture and distribution of 
goods. I cannot discuss and analyze all the speeches 
that were made, but one prominent manufacturer out- 
lined his plan of distribution. In this plan the jobber 
was entirely eliminated because he had been weighed in 
the balance and found wanting. The jobber did not sell 
the goods. He was an unnecessary link and an expense. 
Therefore this manufacturer cut out the jobber and went 
direct to the retail trade. He did his level best to teach 
the retail dealer how to sell his goods, but he found the 
retailer could not or would not learn. 

Therefore the new era of business with him is to 
establish his own stores all over the country, selling his 
own line of goods direct to the consumer. The object 
of these stores, he was careful to explain, was not to 
take the business away from the retailer. The object 
was to show them how the goods could be sold, when 
the selling was done in the proper manner. At any time 
any retailer could convince him that he could sell his 
goods better and at a lower cost than this manufacturer 
could sell them himself in his own retail store, he would 
be glad to close up his store and turn his business over 
to the retailer, who could make this demonstration. 


"Tus manufacturer sells what might be called a spe- 
cialty. His competition comes mainly from other manu- 
facturers who make up a similar line of goods under a 
special brand for the mail order houses, and the mail 
order houses have built up a very large business direct 
with consumers on this important item. Other com- 
peting manufacturers have also made up this same line 
of goods under special brands for jobbers, and these 
jobbers are pushing these special brands. Therefore, 
looking to the new era, this manufacturer opens his own 
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stores and sells the consumer direct. The speech of this 
gentleman was interesting and well delivered, even if to 
me it was not entirely convincing. 

Then the chairman of the board of a great line of 
chain stores rose and delivered a very impressive ad- 
dress. He also, as I remember, referred to the new era, 
and stated that his idea was that the consumer should 
receive the very best service, and the best method to 
serve the consumer was a straight line drawn from the 
manufacturer to the chain store, and from the chain 
store to the consumer. This line, of course, eliminated 
the jobber and any other middle men. This gentleman, 
in addressing the manufacturers, held forth on the great 
advantage of selling direct to chain stores. He was 
good enough to state that he believed in the “live and let 
live policy” ; that his policy in buying for his great line 
of chains has always been a very fair one, and that he 
was never “hard” on the manufacturers, but, on the 
other hand, was very good to them. 

I am not quoting this chain store magnate exactly, 
but I am giving the gist of what he had to say. I am 
only writing from memory because I have not seen a 
copy of his address, but one of the things that he did 
say I think I can quote almost word for word. He 
gave the name of a certain manufacturer of a certain 
line and said, in his opinion, this manufacturer enjoyed 
an ideal business for the simple reason that he sold 85 
per cent of his product to one chain store. As a result 
of having this one customer this manufacturer had prac- 
tically no sales expense. Knowing the sales of this 
customer, he knew just what his sales would be every 
year. The chain store to whom he sold arranged their 
orders so he could keep his production even throughout 
the entire year. Therefore, there were no peaks or 
hollows in this manufacturer’s production. This was a 
good thing for labor, because the manufacturer was not 
forced to employ more labor at the peak or to discharge 
labor when business was dull. By having this one ac- 
count, and by selling only one account, this manufac- 
turer’s business was on an ideal and stable basis. 


Te EN he added that the other 15 per cent of this man- 
ufacturer’s products was sold to various other dealers, 
but on account of the added cost of selling this 15 per 
cent the goods reached the consumer at an added cost 
of about 30 per cent. In other words, the chain store 
by reason of mass buying and mass production and the 
low price they received from this manufacturer could 
undersell other retailers 30 per cent. 

I myself spoke late in the program. I am glad of that 
because I had an opportunity to hear all the other ad- 
dresses. What struck me was that at this First Ohio 
Management Conference, notwithstanding that this con- 
ference was sponsored by the Ohio State Council of 
Retail Merchants, not an independent retailer was on 
the program to speak. 

Another thing that struck me in studying this program 
was the fact that notwithstanding the very large sales of 
the jobbing interests in the State of Ohio, not an Ohio 
jobber was on the list of speakers and nothing was said 
of the great jobbing business in all lines in the State of 


Ohio. > 


I am saying these things not in a spirit of criticism 


but simply to suggest that at the next Management Con- 
ference of the State of Ohio that they select Ohio 
jobbers and independent Ohio retailers to speak on their 
program. 

While I had written my address a week or ten days 
before this conference, when my turn came to speak, 
feeling that the jobbers of Ohio and the independent 
retailers had not been given a hearing at this conference, 
I took it upon myself to speak as best I could in defense 
of the system of selling goods through the jobbers and 
the independent retailers to the consumers of the 
country. 

I took issue with the manufacturer who established his 
own retail stores, because he could not find any jobber 
or any retailer who was competent enough to distribute 
his lines. 

I took issue with the head of the chain store system 
in regard to his ideal that a manufacturer has a perfect 
business when he sells practically all of his goods to 
one chain store. I stated that as far as I was concerned 
and as long as I was a manufacturer I would feel that 
my own business was in a very precarious condition if 
I had only one customer, or at least one customer who 
bought 85 per cent of my products. I could not help 
but say that if this manufacturer happened to want to 
borrow money at any bank, and if this bank knew that 
he only had one customer that the bank, before making 
the loan or giving this manufacturer a line of credit, 
would naturally go to this customer and find out from 
him how long he intended to buy goods from this 
manufacturer. 

Just imagine the situation of a manufacturer who 
would be happy to sell 85 per cent of his product to one 
distributor. In order to do this he would practically 
give up all of his other accounts. He would be entirely 
in the hands of and at the mercy of this distributor. 
Personally, I would not care to own any stock in a man- 
ufacturing concern selling 85 per. cent of their product 
to one customer. In my opinion, such an arrangement 
would be contrary to all principles of business success, 
and such a mantfacturer, certainly would give up his 
independence, unless he owned a very large and con- 
trolling block of stock in the chain store he sold, which 
in this particular case I am sure was out of the ques- 
tion. 

After hearing these addresses on the part of bankers 
and manufacturers about the new era in merchan- 
dising, I could not help but paint a picture as I saw 
it of the town of Columbus, Ohio, under the ideal condi- 
tions as outlined by several of the speakers. Under 
these conditions there would, of course, be no jobbing 
houses, no independent retailers, no brokers and no 
traveling salesmen. All these inhabitants of the good 
city of Columbus, under the new era as outlined, would 
have to fold their tents and pass on to some other field 
of usefulness. No doubt when that time came for 
Columbus these same conditions would exist in other 
cities. Therefore there would be no place where they 


could make a living. There would be a Coxey’s army 
of jobbers, independent retailers, brokers and salesmen 
traveling over the country seeking some way to sustain 

their own lives and the lives of their families. 
Take the case of the Ohio bankers. 
(Continued on page 98) 
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ITS NOT QUITE 3 WEEKS TILL CHRISTMAS MORNING 
And what will the little ones find under the tree to make their hearts 
glad on that long looked for day ? 


SURELY IT WILL BE SUMETHING TO TAKE THEM INTO THE 
CLEAR. CRISP. HEAL FHY CANADIAN WINTER.- 


A DOUBLE RUNNER ~ 
or 
SELF STEERING SLED 


or perhaps just a 
FRAMER or COASTER 





BOBB, ACME 
or 
HOCKEY SKATES 
A Toboggan. 
A Pair of Skis 
A Pair of Snowshoes 








Christmas Holidays 
Offer Many. Oppor- 
tunities to Increase 
Sales Volume and 
Develop New Cus- 
tomers—Comments 
on Advertisements 


By GUY HUBBART 





HRISTMAS holiday buying 

begins now and continues until 

Dec. 24, but the effect of it 
lasts into February. This point 
should not be overlooked by hard- 
ware stores in small, medium or large 
cities, and especially by the smaller 
stores. For the smaller store, while 
it cannot use space the way larger 
ones do, can make its lesser space 
and more infrequent inserting do 
good work if attention is paid to little 
points. 

First, keep in mind that people 
buy about so much normally, that is, 
whether or not the store and its 
‘volume are advertised, but 
timely suggestions not only 
increase the number of pur- 
chasers per day or week, 
but the amount bought by 
individuals. Also the fea- 
turing of holiday goods— 
toys, gift merchandise and 








Or if You Wis 
A BICYCLE 
For When the 
Above All Things 
give Every Boy a io 
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Notice the three ads re- 
produced here. They are 
by the Sumner Co. Ltd., 
Moncton, N. B., Canada, 
and are good examples of 
use of space as to size 
and what to put in it as 
to items for holiday busi- 
ness. 

One ad is a half page 
of varied but timely offer- 
ings; one is two columns 
by 6 inches of toys; the 
third is three columns by 
11 inches, featuring sev- 
eral seasonal items. Cuts 
are plentifully used, copy 
is brief and captions are 
good. These ads suggest 
things to those trying to 
make out a gift list and 
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Hockey 
Pucks. 































LITTLE ONES 


For Christmas is Their Day 


Tot Bikes 
Accoplanes 
Automobiles 
Express Wagons 
Racer &* Coaster Wagons 
Scooters 
Velocipedes 
Bicycles 
Self Steering Steds 
Coasters and Framers 
Roller Skates 
Toboggans 
With and Without Runners 
Snow Shoes 
Northiand Skiis 
Bobb Skates 
Hockey and Racing Skates 
Skating Boots 
Skating Outfits, 
et Hockey 
Sticks. 








so on—stimulates sales on 
regular staple hardware 
lines. 

Even if newspaper facili- 
ties are none too good, per- 
haps only a weekly paper 
being available, do not over- 
look the fact that the fewer 
papers in a community the 
more regularly and interest- 
ingly they are read, both 
news and advertisements. 

For the store with one 
or two dailies to use the 
chance for extra business 
from advertising is worth 
doubling space and inser- 
tions at this time. For 
people read ads with addi- 
tional frequency, care and 
interest when the time for 
gift selecting comes around. 
(And it is here now.) They 
read to find good values al- 
ready in mind and for help- 





are worth study as guides. 
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ful suggestions. Stores 
ought to have as much faith 
as customers have in news- 
paper space, and most of 
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them do. Still, many go at it in a half-hearted way with 
no plan or method back of what advertising they do. 

Two methods and six timely practices in use of space 
are suggested here for guidance where guidance is 
wanted or needed. 

Space usage methods: (1) Where morning and eve- 
ning dailies are available run small ads in both on an 
average of twice weekly, using the same set of items in 
both on one day, then change the selection for the next 
set so readers see several attractive items in each ad; 
(2) Run small ads three times weekly featuring three to 
six leaders in one paper and on the best day, like Friday 
for Saturday, put in a large ad in which a list of 10 
to 30 items are grouped under headings “for. father,” 
“for mother,” “for brother” and so on so all the timely 
stocks get a showing. In the list ad use only brief copy, 
just enough to outline the item and its value as a gift. 

Six helpful practices to make ads more attractive, 
more readable and to give them greater pulling power. 

(1) Make out a list of stocks and items you intend 
to advertise between now and January 1, so as to have it 
on hand day by day. 

(2) Make some rough layouts out of brown paper, the 


size of ads, so you can work fast with the printer. Mark 
places for items and cuts, and paste store signature at 
bottom. Also mark dates on dummy ads to remind 
when to publish. 

(3) Take a long sheet of paper and write out ten or 
twelve catchy headlines and captions for divisions of the 
ad. Have them ready to refer to when the day to write 
ads comes up. 

(4) Collect suitable cuts and paste them on dummy 
ads so your layouts will look attractive. Keep in mind 
that a picture is worth 100 words so far as describing 
an item goes. 

(5) Figure out which days are your best business days 
and time ads to coincide so response will be good on 
advertised items. 

(6) Decide on how much space you can use for the 
holidays, and then divide it up by the number of times 
ads are to run. This will save waste and cost. 

These suggestions will lead to others for the indi- 
vidual store and will aid in better use of newspapers, 
circulars and direct mail. But do ii now is the motto. 
Do not wait until the other store beats you to it just 
when business is easiest to get. 
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Where Gifts are ee with hi spirit of Yoletime in mind. Whit, Green 

‘and Red forming an attractive background for even more attractive goods. 
Goods that like others you have bought from us since first we opened at The 
Bend over 73 Christmasses ago will bring. delight, sunshine, lasting beauty » 


"and satisfaction. 












OUR SPORTING GOODS DEPARTMENT 
Where many a Boy and Girl has a long cherished wish satisfied. 
SkATES, CCM and Starr separate or on Skating Boots. Extra 
Skating Boots, Skiis> Toboggans, 
Bicycles, Tricycles. Automobiles, 
Skooters. Snowshoes, Boxing Gloves, 
Punching Bags. Whitley Exercisers, 
Flashlights, Dumhelis, Indian Clubs, 
Guns. Rifles. Fisning Tackle ‘ 










Goods that we cannot mention 








SELECTIONS MADE IN OUR CHINA DEPARTMENT APPEAL 
From Our Tea and Dinner Sets to the Smallest Item, You Cah tie Sure of the Quality, Its Correctness and Price 


THERE ARE CHINA Cups and Saucers, Cake Plates, Tea Sets, Faancy Bon-Bons,' Mayonnaise Sets, 
Salad Sets, Spoon Trays, Sandwich Trays, Celery Sets, Small Bowls: 


MOORCRAFT, CHAMELION. SILVER LUSTER AND DIANA POTTERY 
In Bowls, Jugs. Vases. Candlesticks, Candy Jugs. Tea Pots. 


CUT GLABS Goblets, Sherbet, Wines, Finger Bows, "jugs. Tambleys, Comports, Nappies, Vases and 
anters. 





SILVER Tea Sets, Cocktail, Shakers, Water Jugs, Trays, Canditsticks, , 
Bakers, Casseroles. Entre Dishes, Sauce Boats, Meat Platters, Bread Trays, 
Baby Mugs and Plates. Salt and Peppers, Flower Baskets, Bon-Bon Dishes, 
COMMUNITY PLATE FLAT TABLE WARE, BRASS GOODS, ENG- 
LIGH PLAYING CARDS. BRIDGE NOVELTIES and 1,0C0 Items of Fapcy 


OUR HARDWARE DEPARTMENT 


Famous for Cutlery Giffs, Pocket Knives for. Men and Boys. 
Razors, Safety and Straight, Scissors, singly or in cases, Pencil 
Sharpeners, Carving Sets, Thermos Bottles 
and Kits, Table Silverware, Lather Brush- 

| ¢s, Raxor Strops, Self Steering Sleds, 
Coasters, Framers and Wagons—A large 
assortment Bird Cages, Bread Mixers, Mrs. 
Potts Sad trons, Too! Chests, Tools, Toy 
Brooms, Toy Carpet Sweepers, Coleman 
Gas Lamps and Lanterns, Floor Polishers, ; 
Old English Wax Polishing Sets, Hors: 

? Whips, Carving Sets. 

! 





























“Easy” Washing Machines, “Hoover” Suction Sweepers, Electric irons, Toasters, Heaters. Mair Dry- 
ers. Fans. Curling Tongs. Percolators. Grills. Hair Dressing Sets, Heating Pads Stoves 
A Beautiful Medicine Cabinets 
Display Towel Bars 
Framed Mirrors. 
Tumbler Holders, 


Soap Dishes 








Towel Bars. 


ae VISIT OUR SECOND FLOOR FOR ELECTRICAL GOODS. 











“THINGS FOR THE FIRE PLACE ARE HERE ALSO. 
Fireplace Sets, Fenders, Andirons, Screens, Basket Grates, Coal Vases, Sleigh 
Belts, Wringer, Oil and Gas Heaters, Clarks Foot Warmers, @as and Gembination Rang- 
es, Xmas Tree Lights, Xmas Tree Holders, Bissells Sweepers, Bissells Toy Sweepers, 











Glass Shelves 2 
Thermometers Gills 
English B toh 
us eveled 
" iba Large 
Plate Mirrors. and 
Small. 
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N. T. Jacobs, Vice-President, 
Ames Shovel & Tool Co. 


Norbert T. Jacobs has been elected vice- 
president in charge of sales for the Ames 
Shovel & Tool Co., North Easton, Mass. 
He has beén with the organization for sev- 
eral years, and until this promotion has 
been the manager of sales. 





N. T. JACOBS 


Mr. Jacobs has in past years been affili- 
ated with the Beaver Board Co. and the 
Detroit Steel Products Co., Detroit, Mich. 

The board of directors of the Ames or- 
ganization recently elected Hobart Ames 
a vice-president of the company, succeeding 
the late Oliver Ames. It is interesting to 
note that a member of the Ames family 
has been connected with the management 
of this concern since its establishment in 
1774, more than 155 years ago. 

Samuel S. Early has been added to the 
company’s directorate. 





E. P. Armknecht Has Named 
Trade Relations Committee 


Chairman Emil P. Armknecht of the 
trade relations committee of the National 
Federation of Implement Dealers’ Associa- 
tions has, by authority of the executive 
board of that body, appointed the follow- 
ing members of his committee : 

Stanley M. Sellers, Lebanon, Ohio; 
George P. Wagner, Jasper, Ind.; E. P. 
Lynch, Faribault, Minn.; Clayton Lehman, 
Newton, Kan. 

Recently reappointed by the board as 
chairman of this committee, Mr. Arm- 
knecht, who lives at Donnellson, Iowa, has 
headed it for fifteen years. 





O. E. Bare, Vice-President 
The Tritch Hardware Co., Dies 


Orlan E. Bare, vice-president, The Tritch 
Hardware Co., wholesale distributors in 
Denver, Colo., passed away following a 
sudden heart attack in his home in that 
city on Saturday, Nov. 23. 

Mr. Bare was born in Sardinia, Ohio, 
July 10, 1864. He attended local schools, 
and after being graduated from Ohio 
Northern College went into business in 
Washington Courthouse, Ohio, with his 
brother, Frank A. Bare, now president of 
Tritch Hardware Co. 





In 1918 O. E. Bare followed his brother 
to Colorado and joined the Tritch organ- 
ization. He is survived by his brother, 
his widow, five sons and three daughters. 





Ben McCulloch, Now Manager 
for Chas. Brown & Sons 


Ben McCulloch is now manager of the 
hardware department in the store of Chas. 
Brown & Sons, retail dealers at 871 Mar- 
ket Street, San Francisco, Cal. For the 
last seven years. Mr. McCulloch has been 
traveling for Holley-Mason Hardware Co., 
wholesale distributors in Spokane, Wash. 





C. L. Beecher, Sales Manager, 
Goodell-Pratt Company 


Charles L. Beecher has recently been ap- 
pointed sales manager for Goodell-Pratt 
Co., Greenfield, Mass. The new sales man- 





CHARLES L. BEECHER 


ager has a broad knowledge of merchan- 
dising, and his many years of experience 
in sales work qualifies him for his duties 
with the Goodell-Pratt organization. 





Knight & Wall Co. Entertain 
Florida West Coast Dealers 


Knight & Wall Co., hardware dealers 
of Tampa, Fla., recently entertained hard- 
ware dealers of the Florida west coast 
during their semi-annual meeting held in 
Florida. The company tendered the dealers 
a luncheon and a dinner, which were thor- 
oughly enjoyed by all. 

Perry G. Wall, of the Knight & Wall 
'Co., addressed one of the dealers’ sessions. 


J. E. Stone and C. F. Rockwell 
At President Hoover’s 
Conference 


In response to President Hoover’s invi- 
tation, extended through the Chamber of 
Commerce of the United States, the 
American Hardware Manufacturers’ Asso- 
ciation were represented at the Industrial 
Conference held in Washington, D. C., on 
Thursday, Dec. 5. 

J. E. Stone, vice-president, The Stanley 
‘Works, New Britain, Conn., president of 
the association, and Charles F. Rockwell, 
secretary, represented the hardware manu- 
facturers at this meeting. 





George S. Case, President, 
The Lamson & Sessions Co. 


George S. Case, treasurer and chairman 
of the executive committee of The Lamson 
& Sessions Co., Cleveland, Ohio, was ele- 
vated to the presidency of this well-known 
manufacturing organization at the Nov. 25 
meeting of the board of directors. 





GEORGE S. CASE 


Mr. Case succeeds J. G. Jennings, who 
has been president for several years. Mr. 
Jennings is now chairman of the board, 
a position formerly held by Frank C. Case, 
who has retired. 

This meeting and election of officers 
completed the merger of Lamson & Sessions 
with the Lake Erie Bolt & Nut Co., Cleve- 
land. Stockholders of the two companies 
have approved of the consolidation, which 
became effective Dec. 1. Four new direc- 
tors, who were on the board of the Lake 
Erie company, were added to the Lamson 
& Sessions directorate. They were N. J. 
Clarke, who has been president; S. Liv- 
ingston Mather and Richard Inglis, both 
of Cleveland, and Hugh McNicol of East 
Liverpool. C. L. ‘Wasmeh, a director of 
The Lamson & Sessions Co., tendered his 
resignation, which was accepted. 

N. J. Clarke is now vice-president and 
chairman of The Lamson & Sessions ex- 
ecutive committee. I. L. Jennings is vice- 
president and director of sales; Roy H. 
Smith, vice-president and director of fac- 
tories; C. H. Longfield, secretary and man- 
ager of sales; H. E. Volmar, treasurer; 
H. P. Ladds, assistant manager of sales; 
H. H. Winterberg, assistant secretary and 
treasurer, and W. H. George, assistant 
treasurer. 

Mr. Volmar was treasurer of the Lake 
Erie company and Mr. Ladds was its sales 
manager. 


Lincoln Products Corp. Now 
Lewis-Shepard Co. Distributor 


The Lincoln Products Corp., 31 Fulton 
Street, Newark, N. J., is now distributing 
the products of Lewis-Shepard Co., Water- 
town Station, Boston, Mass., in northern 
New Jersey. 

Lewis-Shepard Co. produces jacklifts, 
skid platforms and racks. 
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A. W. Courtney and J. L. DeZell 
Become Manufacturers’ Agents 


A. W. Courtney and J. L. DeZell have 
organized the Courtney-DeZell Co., manu- 
facturers’ representatives for the Pacific 
Southwest territory with headquarters at 
912 East Third Street, Los Angeles, Cal. 

Both men are well known and experi- 
enced in the Pacific Southwest territory. 
Their company has the California, Arizona 
and Nevada territory for Clinton Lock Co., 
Clinton, Iowa; Turner & Seymour Mfg. 
Co., Torrington, Conn.; Union Chest & 
Cabinet Co., Rochester, N. Y., and Patent 
Novelty Co., Fulton, Ill. 





RCA-Victor Co., Inc., Absorbs 
Radio-Victor Corp. of America 


On Jan. 1, 1930, RCA-Victor Co., Inc., 
will absorb the present Radio-Victor Corp. 
of America, 233 Broadway, New York, 
N.Y. 

E. E. Shumaker, president of the new 
company, has announced the appointment 
of Maj. I. E. Lambert as vice-president 
and general counsel, and of E. C. Grimley 
as treasurer and comptroller. Major Lam- 
bert at present heads the legal department 
of the Radio-Victor Corp. of America, and 
Mr. Grimley is treasurer and comptroller 
of that corporation. Both executives have 
been with the organization for many years. 





CeCo Advances N. O. Williams 
Business Men Visit Plant 


N. O. Williams, vice-president and chief 
engineer of the CeCo Mfg. Co., Provi- 
dence, R. I., has also assumed the duties 
of works manager. Mr. Williams joined 
the CeCo organization about a year ago. 

A group of 50 business executives, in- 
cluding many trade paper editors, recently 
visited the new CeCo factory in Provi- 
dence. The trip was sponsored by the 
Providence Chamber of Commerce, as one 
of a number of such visits being paid to 
leading industries of Rhode Island. 





Additional Factory Completed 
by Sylvania Products Co. 


A new factory building, known as No. 1, 
has been completed for the Sylvania Prod- 
ucts Co. at Emporium, Pa. It is three 
stories in height and has more than 100,- 
000 sq. ft. of floor space. No posts are 
to be found in this plant, a unique con- 
veyor system is inStalled, and an employee’s 
restaurant are among the features of the 
structure. 

There are said to be more than 45,000 
radio tubes manufactured each day in this 
new plant. 


Three Genesee, Idaho, Dealers 
Announce Consolidation 
Hasfurther’s hardware store, Meyer & 
Son Implement Co., and Morscheck 
Brothers, all of Genesee, Idaho, have con- 
solidated, forming one organization, which 
will be operated under the management of 


a board of directors composed of members 
of the merging firms. 

The large building of Morscheck Broth- 
ers will house the new retail corporation, 
which will sell hardware and implements. 





C. D. LaFollette, Sales Manager, 
Pyrex Housewares Division 
An announcement of interest to the 


hardware trade was recently made by the 
Corning Glass Works, Corning, N. Y. 





C. D. LaFOLLETTE 


C. D. LaFollette is now sales manager 
of its Pyrex Housewares Division, suc- 
ceeding Mark J. Lacey, recently resigned. 
Mr. LaFollette is a graduate of Wabash 
University and Harvard Business School. 
He has spent two and one-half years as 
a member and assistant dean of the Har- 
vard Research Staff. 

Since 1925 he has been in the employ 
of the Bobbs-Merrill Co., publishers, 
Indianapolis, Ind., in charge of sales pro- 
motion. 

Mr. LaFollette succeeds Mr. Lacey, who 
came to the Corning Glass Works in 1916 
as a salesman, covering the Chicago terri- 
tory, making his home in Jefferson, Wis. 
In 1925 Mr. Lacey was appointed sales 
manager of the Pyrex Housewares Divi- 
sion following the resignation of William 
T. Hedges. 

In the early part of this year Mr. Lacey 
was made sales manager of the company’s 
Steuben Artware Division in addition to 
his other duties. 

Mr. Lacey is a director of the Farmers’ 
and Merchants’ National Bank of Jeffer- 
son, Wis. At the present time Mr. and 
Mrs. Lacey are in Europe. Upon their 
return, Mr. Lacey will doubtless make a 
decision on several connections in view. 





Emil A. Rudin Is Dead 


Emil A. Rudin, sales representative in 
Canada for the last three years for Flexi- 
ble Steel Lacing Co., Chicago, IIl., died 
in his Toronto home on Nov. 20. He had 
been ill for several months. 

Mr. Rudin was formerly connected with 
the Crescent Belt Fastener Co., and it was 
while he was affiliated with this concern 
that he became acquainted with the mill 
supply and hardware trade. He is survived 








by a widow and four children. 


W. A. Burk, Sales Manager, 
Johnson Motor Co., Boat Div. 


W. A. Burk has recently joined the 
Johnson Motor Co., Waukegan, IIL, as 
sales manager of the Boat Division. 

Until recently Mr. Burk was sales man- 
ager of The Sea Sled Corp. Several years 
ago Mr. Burk’ resigned as Eastern repre- 
sentative of the Johnson organization to 
affiliate himself with the Sea Sled com- 
pany. 


Blair Mfg. Co. Appoints 
J. B. Lippincott Company 


Blair Mfg. Co., manufacturer of lawn 
mowers in Springfield, Mass., has appoint- 
ed J. B. Lippincott Co., Sheldon Building, 
San Francisco, Cal., as its Western sales 
representative. 

This Western organization has branch 
offices in Los Angeles, Seattle, and El Paso, 
Tex. 


Welded Chain Recommendation 
Published in Booklet Form 


Simplified Practice Recommendation 
No. R 100-29 regarding welded chain has 
been published in booklet form by the Di- 
vision of Simplified Practice, Department 
of Commerce, Washington, D. C. 

The recommendations for elimination 
are now effective. Copies of this booklet 
can be purchased from the Superintend- 
ent of Documents, Government Printing 
Office, Washington, D. C., for ten cents 
each. Stamps can not be accepted in pay- 
ment for government publications. 





E. A. Kinsey Co. Reorganizes 
Its Supply Department 


Russell M. Easton and O. C. Scott are 
now supervising supply sales for The E. A. 
Kinsey Co., Cincinnati, Ohio. The com- 
pany’s’ supply department has recently been 
reorganized. 


Joseph Koenig Passes Away 

Joseph Koenig,’ a pioneer in the alu- 
minum industry and founder of the Alu- 
minum Goods Mfg. Co., Manitowoc, Wis., 
died in that city on Nov. 15. 


Peter C. Quackenbush Dies 


Peter C. Quackenbush, head of the 
wholesale hardware firm of Quackenbush 
& Son, Paterson, N. J., died at his home 
in that city on Nov. 28. He was 60 years 
of age. He is survived by three brothers. 


F. E. Becker Enters Retail 

Business in Eugene, Ore. 
Fred E. Becker, manufacturer’s repre- 
sentative in Washington and Oregon, has 


joined the retail firm of A. Ralph Gray 
in Eugene, Ore., and formed the Gray- 





Becker Hardware, Inc. 
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GENERAL MARKET NEWS 











Cold Weather Stimulates Activity in 
Winter Hardware Lines 


NEW York, Dec. 3.—Increased activity in many seasonal lines is 


‘indicated in reports from important hardware market centers. 


This 


accelerated movement of seasonal goods augments the excellent pre- 
vailing demand for holiday merchandise, accounting for a general 


improvement in business. 


Equipment for snow and ice sports is showing the first genuine 
activity of the season in many markets. Household supplies, needed 
to cope with cold weather, are also moving in improved volume. 
Early indications denote that the holiday trade in toys and many 
other Christmas lines, will exceed that of last year in several sec- 


tions of the country. 


Wholesalers appear to be generally optimistic over current condi- 
tions and future prospects, although it is obvious that retailers have 
adopted a slightly more conservative attitude regarding purchases, 


especially for future requirements. 


An easier price tendency is noted in scattered instances, but as a 
rule prices are steady to firm, with few recent revisions of impor- 


tance. 


The credit situation retains a fairly satisfactory status, with col- 
lections having a normally good average. 





Wholesale Commodity Prices 
Show Slight Advance 


Following eight successive weeks of de- 
cline, commodity prices advanced two- 
tenths of 1 per cent during the week ended 
November 23, according to the wholesale 
price index of the National Fertilizer Asso- 
ciation. 

During the week four groups advanced 
and only three declined. Of the 473 items 
included in the index, twenty-seven ad- 
vanced and an equal number declined. The 
advances were due largely to grains, feeds, 
butter, lard, cotton and cottonseed meal. 
Declines occurred in copper, zinc, hides, 
coffee, tires and rubber. 

Based on 1926-1928 as 100, and 473 quo- 
tations, the index for the week ended No- 
vember 23 stood at 95.1 and for week ended 
November 16, 94.9. 


Radio Sales Increased 


For First Nine Months 


Sales of radio equipment during the first 
three quarters of 1929 reached a total of 
$360,897,207, with the biggest quarter of 
the year yet to be heard from, during which 
in past years 40 per cent of the industry’s 
sales were usually made, according to 
figures deduced from the Department of 
Commerce quarterly survey of dealer stocks 
and sales, compiled with the cooperation 
of the National Electrical Manufacturers’ 
Association. 

The sales for the third quarter were 14 
per cent ahead of those for the correspond- 
ing quarter of last year. 





The stocks of receiving sets in the hands 
of dealers on October 1, 1929, averaged 15 
per dealer, as compared with 13 at the same 
date last year. This modest increase of 
stocks is more than offset by recent price 
reductions and conservative buying for the 
Christmas trade, assuring a healthy dealer 
position. Manufacturers, likewise, have 
carefully adjusted production to consumer 
sales in spite of increased manufacturing 
facilities, with the result that well managed 
companies are in an ideal position, so far 
as inventories are concerned. 


92.2 Per Cent Week’s Price Aver- 
age, According to Prof. Fisher 


Wholesale commodity -prices for the 
week of Nov. 10, averaged 92.2 per cent 
according to Prof. Irving Fisher of Yale 
University. 

The October average was 94.4 per cent. 
The purchasing power of the dollar was 
108.4 on a 1926 basis of 100c. The October 
average was 106.1c. 

Crump’s index of English prices for the 
week on the revised 1926 level was 89.4. 
The October average was 90.6. 

The Italian index on the revised 1926 
basis for week ended November 16 was 
71.2. 


Bank Clearings Show Gain 
Week Ended Nov. 21 
Bank clearings in the United States for 


the week ended November 21, as reported to 
Bradstreet’s .Journal, aggregated $15,786,- 


| 399,000, as against $15,397,502,000 last week 
and $14,075,980,000 in this week last year. 
There is here shown an increase of 2.5 per 
cent over last week and of 12.1 per cent 
over the like week a year ago. Canadian 


clearings aggregated $454,861,000, against 
$392,273,000 last week and $466,241,000 in 
this week last year. 


Business Failures Increased 
For Week Ended Nov. 21 


Business failures for the week ended No- 
vember 21 number 396, as compared with 
355 last week, 382 in the like week of 1928, 
293 in 1927, 322 in 1926 and 294 in 1925, 
according to Bradstrect’s. In addition to 
retaining the position with the greatest 
number of failures the Middle Atlantic 
States show an increase from 103 to 108. 
All sections of the country present an in- 
crease with the exception of the North- 
western and Far Western States. 

According to R. G. Dun & Co. “the num- 
ber of failures in the United States usually 
has an upward tendency toward the close 
of a year, and the total reported this week 
is 472. That figure compares with 404 de- 
faults last week, but is slightly under the 
476 insolvencies a year ago. Comparing 
with the returns for that period decreases 
are shown this week in the East and the 
West, these changes a little more than off- 
setting increases in the South and on the 
Pacific Coast. A rise in the number of 
failures for more than $5,000 of liabilities 
in each instance occurred this week, such 
defaults numbering 292, against 270 in this 
week of 1928. 

“With a total of 54, failures in Canada 
this week compare with 43 last week, but 
are practically identical with the 53 in- 
solvencies reported a year ago” 


Revenue Freight Loadings 
Show Seasonal Decline 


Loading of revenue freight for the week 
ended November 16 totaled 983,323 cars, 
according to the car service division of the 
American Railway Association. 

Compared with the preceding week, this 
was a reduction of 66,152 cars and a re- 
duction of 72,797 cars unger the same week 
in 1928, but an increase of 15,271 cars above 
the same week in 1927. The reduction in 
the number of cars loaded the week of 
November 16 this year, compared with the 
week before, was due to the observance of 
Armistice Day and also to the seasonal de- 
cline in freight traffic. 

Observance of Armistice Day had more 
effect on freight traffic this year than in 
1928, in view of the fact the holiday this 
November fell on Monday, while one year 
ago it took place on Sunday. This largely 





| 


accounted for the reduction in car loadings 
for the week of November 16, compared 
with the same week in 1928. 
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B O STO Sales Have Shown Further Improvement, Prospects 
. for 1930 Considered Good 


(Boston office of HARDWARE AGE) 

BosTON, Dec. 3.—New England shelf hardware jobbers report a 
further increase in sales the past week, the improvement embracing 
quite a long list of holiday goods, including ice skates, toys, sleds, 
electric appliances and bicycles. Business, however, still lacks the 
snap that was anticipated two or three months ago. Retailers are 
going slow on holiday goods purchases for the simple reason that 
the public is evincing comparatively little interest in such merchan- 
dise. Such conditions are not confined to retail hardware dealers 


felt, $64 a ton; tarred felt paper, 
$56.20 a ton. 

Shingles. — Hexagon, three-tab, 10 
in., $3.84 per square, net; 12% in., 
$4.80. Giant, individual green, $6.65; 
colored tint, $6.90. Standard, indi- 
vidual, $5.40 per square, net. 

Roof Coating. — No tar-in., black, 
one-gal, containers, $1.25 each, list; 
five-gal. containers, $1.10 per gal. ; 25- 
gal. containers, 80c. per gal.; 50-gal. 
containers, 75c. per gal. Red, one-gal. 
containers, $2 each list; five-gal. con- 
tainers, $1.85 per gal. Discount, 40 
per cent. 


because department stores report a large number of people visitors | SCALES (BATHROOM). 


each day but comparatively little buying. 

Hardware men in general, however, are not pessimistic; just 
cautious. They give scant attention or serious thought to reports 
of curtailed manufacturing in various lines, because, as they say, 
curtailment usually comes at this time of the year. The manufac- 
turer is putting his house in order for 1930. General opinion among 
hardware retailers is that 1930 will be a very good year. The re- 
tailer has become so accustomed to buying goods only as needs re- 
quire he sees no reason just now why he should commit himself very 
far ahead, realizing as he does the jobber is prepared to supply goods 
when required. The really only one bad feature in the situation 
today, say jobbers, is the slump in collections. Retailers, in turn, 
say their collections are slow. 

PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 
RETAILERS, F.O.B. BOSTON. 





AUTOMOBILE ACCESSORIES. -y 75 per pair net; Thornproof, lots 
Tires.—Competitive, ee extra of 25 pair, $3.40 per pair. 


h traight side, 30 5.60 
cach, ‘list: 31 x. 4; $9.40: 45 x 4, | CARPET SWEEPERS. 


Bathroom Scales.—Health-O-Meter, 
No. 101, $8 each net, in lots of four, 
$7.30; De Luxe, No. 106, $10.25, in 
lots of four, $9.50; Roto-Dial, No. 
150, $6.85, in lots of four, $5.95. 


SHOVELS. 


Shovels. — Snow, Rugg Line, steel, 
long plain handle, round, $4.50 per 
doz. ; square, $5; split wood D handle, 
No. 78%, $5; iron D handle. No. 79, 
$5. Boss line, long handle, $4.75; irom 
D handle, $6; split wood D handle, 


$6.75. 

Scoops.—Massachusetts, D handle,. 
hollow back or strapped back, No. 2,, 
$16 per doz, Pei No. 3, $16.50; No. 4,. 
$17.50; No. $18.25; No. 6, $19; No. 
7, $19.75. ie line, No. 2, $24.70: 
per doz. list? No. 3, $25.45; No. 4,. 
$26.20; No. 5, $26.95; No. 6, $27.70; 
No. 7, $28.45. For polished scoops: 
add $2.20 per doz. Discount 25 and 
10 per cent. 

Spades. ee cee plain back, 
polished, No. 2, $17.50 per doz. list; 
B, molder, polished, No. 2, $17.50. 
age line, plain back polished spade. 
No, $26.20 per doz. list; B, molder 
ealdeed No. 2, $26.20. Discount, 25. 
and 10 per cent. 


$10.10. Discount 12% and 10 per Sweepers.—Carpet, Grand Rapids, SKATES. 


ball bearing, japanned, $44 per doz. 


cent. 

: = , , net; nickeled, $48; Standard ja- 
ink mee tev. oe: tt be panned, $36;° Universal, japanned, 
. ae $42; nickeled, $46; American Queen, 
list ; straight side, 30 x 3%, $9.85 ; 31 $54: Parlor Queen $56. 

x fst 32 ay 3) #,. rire Toy Sweepers.—Per dozen. Little 

45; 32 x 4%, x Helper, $2; Little Gem, $3.75; Little 
$18; 34 xX 4%, $18.60; 33 x 5, $23.50. Jewel, $10; B. Junior, $16. 


Discount 12% and 10 per cent. 
Tires.—Mansfield line, truck, 8-ply FOUNTAIN PENS. 

on aes Ag me ig Seto “Si =f 4 Standard makes, $3 to $7.50 each 

$33°76; 35 x 5, $34.50 10-ply, 32 ao list. Discount 3314 per cent.’ Pen and 

$47.15: 36 x 6. $51.80: 38 x 7 $72.60. pencil sets, $6 to $10 each list. Dis- 

12-ply, 36 x 8, "$94 85:40 x 8, $101.80. count 33% per cent. Desk sets, De 
a Seg =e _ Luxe line, $7.50 to $12 each list. Dis- 

Discount 30 per cent. ‘ a ons ‘ 


,Tines.—Mansfield line, balloon, 4.40- count 33% per cent. 
19, 7.80 each, list; 4.50-20, $8.85; 

5.00-19, $11; 5.25-18, $12.35; 5.25-20, FRUIT PRESSES. 
$13.25; 5.50-19, $14.10; heavy duty, Presses. — Fruit, 4-qt., $3.50 each 
6-ply, 4.40-21, $11.50; 5.25-21, $16.35: net; 6-qt., $4.25; 12-at., $6. 

5.50-20, $17.85: 6.50-19, $22.30; 7.30- 
20, $34.50. Discount 12% and 10 per IRONS. 


ice Skates.—Union line, men’s No. 
524%, $1.19 per pair net; No. 424%, 
$1.49; hockey and figure, $2.58; Can- 
adian hockey, No. 5%, 85c.; ‘ladies, 
No. 52, 97c.: No. 5624, $1.13; No. 
5624%%, $1. 43; No. 5724%6L, $1.44; 
children’s bob skates, 32c. 

Skates.—Roller, Union line, No. 2, 
70c. per pair net; No. 3, 75c.; No. 5, 
$1.40; No. 6, $1.45; No. 10, $1.10; 
Chicago line, No. 181, bo ys’, $2.65; 
No. 181, girls’, $2.75. Other makes, 
No, 103, 80c.; No. 1005, $1.30; No. 105, 
$1. Winchester line, boys’, $1.50 a 
pair net; girls’, $1.58; rink, No. 3731, 
$3.10; No. 3732, $3.18. 

Straps. — Skate, with common 
buckles,5 x 20 in., black and russet, 
$1.70 per doz. pair net; 5% x 30 in., 
$2.40. Patent leather, 5% x 20 in., 
_ and russet, $2.38; % x 30 in., 
rs 


ae Seah <a — ee. electric, vg SKIS. 
ires. — Mansfie ine, alloon, sal, No. 9923, $2 each net; No. 9907, ‘ 
double. service, 450-21, $17.45 | each, $2.35; No. 9909, $3; No. 99043, $3. Skis.—Ash, 5 ft, bea + 
list, 5.25-21, $25.45; 6.50-18, $33.7 Automatic, Sunbeam,’ $7.95 each ‘list ; SM O08; © ft. 20-872 2 SS 
6.50-20, $34.50; 6.50-21, $36.15. Dis. discount 33% per cent. Un 84; 7 Se $3.34 t.. $ rs 
count 30 and 10 per cent. $4 fF ew $5: 14° ft. 5°67 :'8 tt 
Tire Chains.—30 x 3%, $4.50 a pair, PADLOCKS. 36.34. Pine, 4 ft. 67c.. ‘ : 
list ; 31 x 4, $5.50; 32 x 4, $5.50; 33 x Padlocks.—Yale & Towne Mfg. Co. 5 ft., at. 175% ft., $1.34; 6 ft., $1. 66 
4, $5.75; 32 x 4%. $6.25; 33 x 4%, line, No. 223, 35c. each net; No. 6% $1.83; 7 ft.. $2.34. 
$6.50; 34 x 4%, $6.75; 33 x 5, 7.50; 2234c, 43c.; No. 225, 42c.; No. 235, Reiss, Etc. —Poies, with rattan 
34 x 5, $7.50; 35 x 5, $8. —, 24 35c.; No. 324, 45c.; No. 826, 55c.; No. washer and iron points, 5 ft., 57c. 
x 4.40, $4.50; 29 x 4.40, $5; 563, 68c.; No. 803F, $1.12: No, 813, each net; with wood washer and iron 
sty nec a 30 Tg AB x 18, $1 a3 ; No. 822. $1.43; No. 833, $1.65; point, 4% ft., 30c. Straps, 27c. a pair. 
5.50; -75 : 5, ; No i 81: No 5 : No as “"5 ir. 
30 x 4.95, $6: 31 x’ 4.95, $6.25; 32 x 863, $2'36; No. 833%, $1.81; No. ee Cero een 
4.95, $6.25; 33 x 4.95, $6.50; 34 x 84314, $1.99; No. 853%, $2.18; No. 
a 8 x 5. . $6.7 -75 ; , 29 x 5.26, 863%. $2.25: No. 1375, 95c.: No. SLEDS. 
75% x 5.25, $6.75; x , 1671V, 33c.; No. 2375, 86c. = . 
$7. One to nine pair; Ml 30 per a net, Nor 100 rr hg ge 


cent; 10 to 49 pair in one shipment, ROOFING MATERIALS. 


35 per cent discount; 50 pair in one 

i i Roofing Paper.— Rolled, smooth 
shipment, 40 per cent discount. surface, heavy, ($1.71 per oan net 
extra heavy, 92; pex medium, 
BICYCLES AND TIRES. ot 37: Battle 4%, light. 90c., medium, 
Bicycles.—Men’s, 20 in., $30.50 each $1.08, heavy, $1.27. Mineral surface, 

net; 22 in., $30.50; arched bar, $31.25; $1.71 and $1.91. 
motor bike type, with double bar, Building Paper.—Sheathing, 30-Ib.. 
$32.75. Women’s, 20 in., $32.75; boys’, rolls, i. per rol net; block, 40-Ib. 
18 in., $29. rolls, $2; 20-lb. rolls, $1. Red rosin, 








Tires.—Guaranteed, lots of 25 pair, 20-1b. rolls, $63 per ton net; Asphalt 
Reading matter continued on page 72 


$14.40; No. 200, $18; No. 250, $20.40; 
No. 300, $2 5.20. Flexible Fliers, No. 
1, $2.50 re” net ; wee o. 2, $3.17; No. 3, 
$45, No. $4.34 5, $5.84. Racer, 
$4.34 ihe net. eg BS Jr., $3.50. 
Framed sleds, No. 52, $11.40; No. 54, 
oe 40; aoeest No. 2, $10.80; No. 4 
$14 40; $18. Baby sleighs, No. 
0, $10. io’ a net; sleigh boxes, $43.20 
per doz. Lightning snow scooter, $24 
per doz. net. 
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SorTING, WRAPPING— 
Should Be Done On a 


Pat’d and Pats. Pending 


“HH ALLOWELL” STEEL T ABLE 


If you do any Sorting, Inspecting, Wrapping, Packing, be 
sure to look at the picture and get an eye-full of that one-piece 
top of steel that never becomes soggy, smelly, unsanitary, 
never cracks, never splinters — but, on the contrary, gets 


smoother and more serviceable with age. And besides, the 
“HALLOWELL” is rugged, rigid and inexpensive. 


1368 standard sizes and combinations of “HALLOWELL” Steel Benches and Tables are carried 


in stock—therefore, no waiting 


Don’t Procrastinate—Write for Bulletin 386 Today 


STANDARD PRESSED STEEL CO.| @ | 


BRANCHES JENKINTOWN, PENNA. penton 


BOSTON NEW YORK 


CHICAGO SAN FRANCISCO 
DETROIT BOX 535 ST. LOUIS 
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THERMOMETERS. 


Thermometers. — Outdoor, plate 
glass to read less than 50 deg., 8 in.. 


$8 per doz. net; 10 in., $10. White 
enamel on steel, three point test, 
complete with bracket, $7.20. Storm 
glass and thermometer, 8 in., $7.20. 
Tin, 7 in., $1.20; 8 in., $1.35, $2 and 
$13.20; 10 in., $14.40. Wood framed 
barometer, $6.65 each net. Taylor 
Stormguide, jr., 4 in. in diameter, $7: 


Indoor. — Standard makes, 8 in., 
$7.20 per doz. net; 5 in., $3.90; bath, 
$10.80; dairy, 8 in., $1.80; candy, 
$14.40; oven, $40.40; fat fry, $1.20 
each, 

TOASTERS. 


Toasters. — Torrid, automatic, No. 
°T4010, $9.95 each list. Discount 3344 


per cent. Universal, No. E9422, $7. 30 
each net; No. 9412, $4.35; No. 7812, 
$6.65; No. E9422, $7.30. 


TREE OUTFITS. 
Tree Outfits. — For outdoor or in- 
door use, No. 726, in lots of less than 
10, $7.40 per outfit net; in lots of 


10, $7.05; No. 72, multiple type, in 
lots of less than 10, $2.20; in lots of 
10 to 29, $2.15; in lots of 30, $2.10. 


For indoor use only, service type, 15 
volt lamps, No. 108, in lots of less 
than 10, $1.85: in lots of 10 to 29, 
$1.73; in lots of 30, $1.69; No. 84, in 
lots of less than 10, $1.47; in lots of 
10 to 49, $1.43; in lots of 50, $1.40; 


No. 842, in lots of less than 10, 90c.; 
~ _— of 10 to 49, 87c.; in lots of 50c, 

No. 800v, in lots of less than 10, 
31. “ig: in lots of 10 to 49, $1.34; in 


lots of 50, $1.31 
Candle Sets. —Window, No. 161T, in 
lots of less than 10, $2.36 a set net; 


in lots of 10, $2.25; No. 162, in lots of 
less than 10, $2.94; in lots of 10, $2.80. 
For outd vor use, No. 110, in lots of 


less than 10, $5.64; in lots of 10, 


| 


| 


| WAFFLE IRONS. 


$5.50; No. 111, without sockets, in lots 
of less than 10, $3.68; in lots of 10, 

3.50; No. 115, complete, in lots of 
less than 10, $6.10; in lots of 10, $5.80. 

Wreathes.—Candled, for house win- 
dow use, 12 in., 120 volt lamps, in 
lots of less than 10, 90c. each net; 
in lots of 10 to 19, 87c.; in lots of 
20, 85c. For automobile use, 6 in., 
6 volt lamps, No. 306, in lots of less 
than 10, 90c.; in lots of 10 to 29, 87c.; 
in lots of 30, 85c. 

Star Outfits——Three star, No. 320, 
in lots of less than 10, $1.77 each net; 
in lots of 10 to 29, $1.73; in lots of a 
$1.69. Electric angle chimes, 

3000, in lots of less than 10, $1. 58: i 
“ of 10 to 49, $1.50; in lots of 50. 
1.44. 


Waffle 


lrons.—Universal, No. 9305, 
$5.65 each net? . 


No. 9914, $6 





TWIN CITIES: 


4 
MINNEAPOLIS,‘ MINN., Dec. 


year. 


dise. 


Business in general, according to several surveys in the North- 
west tributary to the Twin Cities, is fair. 


(Minneapolis office of HARDWARE AGE) 


3.—With Thankksgiving Day in the 
background, all trends are toward Christmas and the end of the 
Dealers have their stores and stocks trimmed to catch 
every suggestion of the customers’ dollar for the holiday season 
and the customer is eagerly scanning stocks for seasonal merchan- 


some localities and in others trade volume is normal. 
Prices are steady, showing no changes for the week. 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 


RETAILERS, F.O.B. TWIN CITIES. 


AXES. 

Single bit, base weight, unhan- 
dled axes, $15 to $16.50; double bit, 
$20.00 to ’$21. 50; single bit, handled, 
$19.25; double bit, handled, $24.25 
doz. net. 

BOLTS. 


Carriage and machine bolts, 60 per 


cent; stove bolts, 75 per cent, and 
lag screws, 60 per cent from stand- 
ard lists. 

BALE TIES. 


Single loop, 9%, x 14, $1.51; 9% x 15, 
$1.36; 9%4 x 14, $1.53 per bundle. 


BRADS. 


Wire brads, in 25-lb. box, at 75 per 
cent from lists. 


BUILDING PAPER. 


Red rosin sized building paper, 
$2.60, and tarred felt, $2.80 cwt., net. 


CHAIN. 
Log chain, PS gg age 
5/6 x 14, $16.75; % x 
chain, self colored, Y% 
5/16 x 14, $15.25; % . og 
coil chain, y, in., $14. 
% in., $10.50; 5% in., 


COAL HODS. 

Coal hods, japanned, open, 17-in., 
$3.25; 18-in., $3.85; funnel, 17-in., 
$4.30; , $4.90; galvanized, open, 
17-in., ; 18-in., $5.10; funnel, 
17 in., $5.80; 18-in., $6.30 doz., 


EAVES 
PIPE AND ELBOWS. 


Eaves trough, 5-in., slip joint, sin- 
gle head, a wie te in crates, $5.25; 
6-in., $6. 40; conductor pipe, 3-in., in 
crates, not nested, $4.90; 4-in., $6.85 
per hundred feet, conductor elbows, 
3-in., $1.73; 4-in., $2.88 doz., net. 


FIELD FENCE. 
Field fence, 9 ga., 
11 ga., intermediate, 
$36.69 per 100 rods net, 
heights in proportion. 


% x 14, $17.75; 
14, $15.00, log 
x 14, $16.25; 
$13. 50; proof 
3% in., $11.25; 
io. 25 ewt., net, 


top and bottom, 
26 in. high, 
with other 





| 
| 


TROUGH, CONDUCTOR | 


| 


| 
| 


| 
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| FILES. 
Nicholson files, 50 per cent, and 
— brands, 60-10 per cent from 
st. 


GALVANIZED WARE. 


Standard galvanized pails, 10-qt., 


$2.70; 12-qt., $2.85; 14-qt., $4.70; stock 

pails, 16- -at., $4.70; 18-qt., $5.50; 

SE Obe No tubs, No. a a 15; a 2, 
8, $9.35 avy, 


Bia 20; No. 2, $14.40; ‘Noe 3, $15. e ing 
net. 


GLASS AND PUTTY. 

Single and double strength A grade 
glass Minnesota prices, 83 per cent 
from lists; strictly pure putty, in 50- 
lb. steel drums, $5.35 cwt., net. 


NAILS. 
Standard wire, 
coated wire nails, 
keg base. 


REGISTERS. 


Cast iron or wrought steel regis- 
ters, 40-10 per cent from lists. 


PYREX OVENWARE. 
No. 623, casseroles, 
casseroles, $1.17; No. 634 casseroles, 
$1.31; No. 212 bread pans, 60c.; No. 
200 pie plates, 67c.;.No. 209 pie plates, 


nails and cement 
$3.00 per 100-lb. 


$1.00; No. 643 


60c.; No. 231 utility dishes, 67c.; No 
24 tea pots, $2.00; No. 26 tea pots, 
$2.33; No. 953 percolator tops, Te. 
each, net. 
| SANDPAPER. 

Best grade sandpaper, No. 1, 98c. 
per box of 75 sheets; second grade, 
No. 1, 78c. per box of 75 sheets; gar- 


net No. 1, $15.68 per ream, net. 


| SASH CORD AND WEIGHTS. 


Sash cord, best grade, 65c. lb. base; 
second grade, 38c. lb.; third grade, 
27c. lb., base, net, and cast iron sash 
weights, $1.95 cwt., net. 


SCREWS. 

Wood screws, flat head bright, 50 
per cent; flat head japanned, 35 per 
cent; round head blued, 40 per cent; 
flat head brass, 37% per cent; round 
head brass, 32% per cent from lists. 


Quiet is reported from 





Business Has Fair to Normal Status— 


No Recent Price Changes Are Reported 


SKATES. 

Ice skates, Nestor Johnson North 
Star, aluminum, $6.75; nickel plated, 
$5.75; Union, No. 590 and 590L, $5.25; 
No. 595 and 595L, $5.25; No. 550, $6.00 


pair, net. 
v 5 skates, $1.45; 
; No. 130, 


No. 5 Union 
$1.30; 


—. 
No. 6, $1.65; No. $ 
$1.80; No. 1301, “$200 
Winchester Boys’ No. W1B, 
Girls’, No. W1G, $1.40. 
Chieftain, $1.45 per pair, net. 


SNOW SHOVELS. 

Snow shovels, steel blade, straight 
handle, $4.15; D handle, $4.65; gal- 
vanized steel blade, D handle, 15 
17-in., $10.00; same, 16 x 21-in., $1 65 
doz., ‘net. 


SOLDER. 
Warranted half and half solder 
28c. Ib., and strictly half and half 
solder, 9c. lb., in 100-lb. boxes, net. 


STEEL SHEETS. 

Galvanized steel sheets, 24-ga. 
(base), $5.00; black steel sheets, 24- 
ga. (base), $4.15; Armco galvanized 
steel sheets, 24-ga. (base), $6.45 cwt., 
net. 


STEEL TRAPS. 
Victor steel traps, to 2 10; No. 
1, $1.38; No. 1%, “ $3.36; 


Oneida amp traps, No. °31 59; No. 
1, $1.83; No. 1%, $2.81 doz., net. 


TIN. 
Furnace coke tin, ICL, 20 x 28, 
$14.30 box, and roofing tin, 20 x 28, 
8 lb., coating, IC, $14.75 box, net. 


WINDOW VENTILATORS. 
Window ventilators: Continental, 
No. 837, $2.80; No. 1137, $3.45; No. 
1145, $4. 40; No. 1437, $5. 00; 7 sFekt- 
63, $2.50; No. 87, $3. oO. 


$2. 
5A, $3.00; No. 6A, $4.00; 6B, 
$5. 50; No. 6C, $5. 00 each list with 
dealers’ discount of 33% per cent. 


WIRE. 

Galvanized barbed cattle wire, $2.97 
per 80-rod spool; galvanized barbed 
hog wire, $3.18 per 80-rod spool; No. 
9 (base), smooth galvanized wire, 
$3.45 ewt., and No. 9 smooth, black 
wire, $3.00. 


WRENCHES. 

Agricultural wrenches, 60-10 per 
cent; key model wrenches, 54 per 
cent; engineer wrenches, 50-50 per 
cent, and Trimo pipe wrenches, 65 
per cent from list. Bemis & Call 
long sleeve nut, 10 in., $1.70; 12 in., 
$2.60; 15 in., $2.75 each net. 

Snap-on Wrenches. — Radio and 
electric set, in metal cases,~ $2.75; 
No. 101, Master Service Sets, $13.75; 
No. 202, Heavy Duty Sets, $3.80; No. 
404 Flexible Socket Set; $8. 
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Its a GIFT! 


More ways than one! Bill al- 
ways wanted a real, All-Steel 
Hacksaw. So this year he 
bought himself a Christmas 
present. 

Here it is—the genuine article; 
handsome, well-balanced, rug- 
ged, unbreakable—the little cut- 
tin’ maniac that hardware men 
call No. 1046. 

Only one dollar. Does sound 
like a *pift all right, but that’s 
the regular price. And its guar- 
anteed—absolutely. 

Here’sa hunch. Buy yourself 
a Crescent Hacksaw and we'll 
wager you'll have a Merry 
— and a Happy New 

Year. 


CRESCENT 


and Smith & 
Hemenway 


TOOLS 


























74 HARDWARE AGE for DECEMBER 5, 1929 





CH IC A ¢€ Business Is Brisk in Holiday Goods—Lower 
nf Temperatures Stimulate Winter Lines 


skates. 


CHICAGO, Dec. 3.—Thanksgiving, the first of “the holidays,” in 
combination with a genuine spurt of cold weather, has put the trade 
in the winter merchandising mood. A recent drop in temperature 
that put ice on some of the roads sent motorists scurrying for anti- 
freeze solutions and anti-skid chains. 

Sleds are appearing in hardware windows and boys are buying 
Wholesale stocks of anti-freeze solutions are down. In 
short, winter is here with its usual stimulating effect. Glass, for 
replacement purposes, is active. 
life than they did this time a year ago. 

Dealers in general entered the market for complete toy assort- 
ments earlier than they did in the 1928 season. For that reason 
jobbers have been able to reorder earlier and keep up their toy 


stocks. 


ders. 


Even so, some of the late buyers, it seems inevitable, are running 
the risk of eleventh-hour disappointment. Toy factories, many of 
them, are working night and day to stem the tide of seasonal or- 
Juvenile wheel goods, especially velocipedes, are in strong de- 
mand. So are airplane construction toys. The wholesale hard- 
ware trade is experiencing one of the best toy seasons in its history. 
Plated ware in the higher grades is another rapid seller at the 
jobbing houses. Aluminum and enamel ware of quality are under 
the same good influence of the approaching holidays. Bath-room 
scales are an active item. Hunting supplies are lively. Footballs 
for the smaller boys are well represented in the holiday orders. 
Radio shows a positive pick-up. A steady movement of electric ap- 
pliances is registering. Bicycles are selling freely. Lower sand- 
paper prices rae said to be likely. : 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 


RETAILERS, F.O.B. CHICAGO. 
AUTOMOBILE ACCESSORIES. 


5s Spark Plugs.—Splitdorf for Fords, 
50c. each; regular, 58c. each; Cham- 
pion X, ‘45c. each; Champion Blue 
Box line, 53c. each: A. C. 53e. each; 
lots of 100, 50c. A. C. Special Ford, 
36c. each. 

Spot pee! — Appleton, No. 3280, 
$6.50 each 

Chains.—Nonskid, dozen pair lots, 
35 per cent discount. 

Jacks.—National Standard, No. 21, 
$1.30 each. 

Pumps.—Rose, 1% in., cylinder, 
$1.85 each. 

Tires and Tubes.—Mansfield tires, 
30 x 344, Liberty cord, $4.85; Mans- 
field heavy duty oversize, $6.50; Lib- 
erty, 32 x 4, $9.50; Mansfield heavy 
duty, 32 x 4, $11.50; Mansfield double 
service, 29 x 4.50, $13.25; 32 x 6.50, 
$27.60. Tubes, 30 x 3%, Mansfield, 
$1.30 each; 29 x 4.40, Mansfield, $1.50 
each; 30 x 3%, Liberty, $1.05 each; 
20 x 4.40, Liberty, $1.29 each; 32 x 
6.50, $2.70 each. 

Less 10 per cent on casings and 
12% per cent on tubes. 

Anti-Freeze Solutions. — Prestone, 
$3.80 per gal., in less than full case 
lots; in full case lots, $3.60 per gal. 


AXES. 


First quality axes, single bit, han- 
dled, 3 to 4 Ilb., $18.75 to $20.00 per 
dozen; double bit, $23.75 to $25.00 per 
doz. Competition grade, single bit, 
handled, 3 to 4 lb., $15.60 per doz. 


BICYCLES. 


Double Bar Motor-Bike Model, 
$26.26; ladies’ model, $25.90; girls’ 
and boys’ juvenile model, $22.60. 


BOLTS AND NUTS. 


Large carriage bolts, cut thread, 


(Chicago office of HARDWARE AGE) 


Pipe fittings are showing more 


| 60 per cent discount; small carriage 
bolts, cut thread, 60 per cent dis- 
count; small carriage bolts, rolled 
thread, 60-10 per cent discount; 
large machine bolts, cut thread, 60 
| per cent discount; small machine 
bolts, cut thread, 60 ‘per cent dis- 
count; small machine bolts, rolled 
thread, 60-10 per cent discount; all 
stove bolts, 75-10 per cent discount; 
lag screws, 60 per cent discount. All 
discounts are from ‘‘full case” lists. 


BUILDERS’ HARDWARE. 

3% x 3% steel butts, old copper or 
dull brass finish, $2.16 per doz. pair 
in case lots; less than~case lots, $2.34 
per doz. pair; 4 x 4 steel butts, old 
copper or dull brass finish, $3.00 per 
doz. pair in case lots; less than case 
lots, $3.12 per doz. pair. Heavy steei, 
bevel, inside sets, $6.00 per doz. sets 
in case lots. Steel, bit-keyed front 
door sets, $1.55 per set. Wrought 
brass, bit-keyed front door sets, $2.60 
per set. Cylinder front door sets, 
$6.00 per set. 


CARPET SWEEPERS. 

Bissel’s Standard, $36.00 doz.; Uni- 
versal Japanned, $42.00 doz.; Univer- 
sal nickeled, $46.00 doz.; Grand 
Rapids, Japanned and colors, $44.00 
doz.; Grand Rapids, nickeled, $48.00 
doz.; American Queen, $54.00; Parlor 
Queen, $56.00. 


COAL HODS. 

Galvanized, 16 in., open $4 doz.; 
17 in., $4.30 doz.; 18 in., $4.70 doz.; 
Japanned, open, 16 in., $2.95 doz.; 
17 in., $3.25 doz.; 18 in., $3.65 doz.; 
Galvanized, funnel, 17 in., $5.35 doz.; 
18 in., $5. 80 doz.; Japanned, funnel, 
17 in., $4.10 doz. 


Reading matter continued on page 76 








ELECTRICAL GOODS AND RADIO 
EQUIPMENT. 


Electrical Merchandise.— No. 14 
rubber covered wire, $6.50 per 1000 
ft.; in less than 1000 ft. lots, $6.75; 
No. 18 lamp cords, $11.25 per 1000 et. 
in 1000 ft. lots, $10.50; %-in. brush 
brass key sockets, 13c. each; lots of 
25, 124%c. each; two-way (Hemco) 
plugs, 30c. each; in lots of 10, 
each; two-piece attachment plugs, 5e. 
each; dry cells, boxes of 55, 32%%c. 
each; less than case lots, 36c. each. 

Electrical Appliances. — Irons, Hot 
Point, $4.20; in lots of six, 33. 90; 
Sunbeam, $5; in lots of six, $4.75; 
Percolator, Universal 9169, $16.65. 

Radio Supplies. —Radio B batteries, 
D779 E, $1.40 each; in case lots of 5, 
$1.30; No. 770, $3 ‘each; packages of 
5, $2.80; No. 771, $2.06 each: packages 
of 5, $1.92; No. ‘486 $3.20 each; pack- 
ages of 5, $2.97; o. 485, Layerbilt 
patiety, less than standard packages, 
$2.22 each; in original standard pack- 
ages, $2. 06 each. 

Radio Tubes.—UX-201-A, 75c.; UX- 
199, $1.20; WX-227, $1.50; UG-171A, 
$1.35; UX-250, $6. 60 each; UX-245, 
$2.10 each; Ux- 224, $2.40 each 


FILES. 

Nicholson files, 50 per cent off list; 
American, 60-10 per cent off; Black 
Diamond, 50 per cent off; Simonds, 
50 per cent off. 


FLINT PAPER. 

9 x 11 sheets, in aie, No. 9, 
$4.05 per ream; same No. 1, $4.85 per 
ream; 8% x 10% sheets, 2 bundles, 
No. 6, $3.65 per ream; same, No. 1, 
$4.40 per ream; 9 x 11 sheets, in 
boxes, No. 0, 100 sheets per box, 84c.; 
9 x il sheets, in boxes, No. 1, 75 
sheets per box, 76c.; 8% x 101% 
sheets, No. 0, 101 sheets per box, 
76c.; 8% x 10% sheets, No. 1, 75 
sheets per box, 67c. 


FOOTBALL AND BASKETBALL 
SUPPLIES. 


Goldsmith official seamless water- 
proof’ footballs, $9.35 each; Confer- 
ence footballs, $8.00 each; Scholastic 
footballs, $5. 35 each; Amateur foot- 
balls, $1.70 each; boys’ footballs, 
genuine cowhide, $7. 75 per doz.; Spe- 
cial basketballs, $14.95 per doz.; 
Goldsmith official basketballs. lace- 
less with rubber valve, $14.00 each. 


FURNACE SCOOPS. 
ms handle, competitive grade, $5.50 
doz.; good grade, hollow-back, 
39. 00 to $10. 00 per doz. 


GLASS AND PUTTY. 

Single strength A, all brackets, 85 
per cent discount; single strength B, 
all brackets, 87 per cent discount; 
double strength A, all brackets, 85 
per cent discount; double strength B, 
all brackets, 87 per cent discount; 
putty, pure grade, $3.90 per 100 Ilb.; 
commercial $3.15 per 100 Ib. 


HANDLES. 

Handles, Agricultural.— Ash hay 
fork handles and manure fork han- 
dles, bent, with strap ferrule and cap, 
X 4-ft., $4.90 per doz.; 4% ft., $5.25 
per doz.; XX 4 ft., $6.65 per doz.; 
4% ft., $7.10 per doz. ; garden hoe 
handles, X 4% ft., $2.60 per doz.; 
rake handles, X 5% ft., $3.55 per 
doz.; shovel handles, regular pat- 
—,, ao 4% ft., $4. 25 per doz.; XX 
4% $5.95 per doz.; D shovel han- 
=." Ye with LD.L. top, $4.45 per 
doz.; Sturd-E top, $4.50 per doz. 

Handles, Hickory.—No. 1 hickory 
ax handles, $4.00 per doz.; No. 2, 
$3.00 per doz.; finest selection sec- 
ond-growth white hickory handles, 
$6.50 per doz.; special white second- 
growth hickory, $5.00 per doz.; No 
1 hatchet and hammer handles, 90c. 
per doz.; second-growth hickory 
hatchet and hammer handles, $1.75 
per doz. 
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| SNIPS | 
| CENTD. 


} 


To Help You 
Sell 


A’ BOOK « 
Or 


a 





Pexto has pre- 
pared a number 
of attractive cir- 
culars and book- 
lets to help you 
sell snips. The 
“Book of Snips”’ 
deals with the 
full line and 
forms a very at- 
tractive snip 
catalogue, while 
the folder on 
ideas for Store 
or Handy Man 
will suggest 
many places 
where snips of 
various kinds 
are very useful 
if not indispen- 
sable. We have 
also printed an 
attractive folder 
on the handy 
combination 
snip which 
should consider- 
ably increase 


the sale of this popular item. Send 
for samples of any or all of the snip 
booklets and folders and get our 
other suggestions on selling Pexto 
Snips. 





USE PEXTO 
SNIPS TO 
CLIP COUPONS! 


Most of us wouldn’t think of using a pair of tinner’s 
snips to clip the coupons from bonds. But Pexto Snips 
are Profit Snips. Use them to clip coupons; if not lit- 
erally, then figuratively. 


Like other Pexto tools, the Pextp line of Snips has kept 
one jump ahead for more than a century of manufactur- 
ing experience. In 1819 Pexto built the first high-grade 
tinner’s snip to be made in America. 






Today the Pexto line of snips is probably the most com- 
plete of any in the country and includes Snips at a big 
range of prices and built for every practical use. 


The 1819 Original Snip illustrated above is the highest 
grade tinner’s snip. For years it has been the standard of 
comparison with sheet metal workers all over the world. 
Superfine steel-cutting blades. Made in both straight and 
circular pattern and in a size for every need. 

Pexto tools are always in stock at your jobbers. A com- 


plete line at prices that please you and your customer. 
Send for Catalogue No. 26T. 




















Hammers 
Chisels 
Pliers 
Screwdrivers 
Braces 


Pruning Shears 


IT PAYS TO CONCENTRATE — ON PEXTO 


THE PECK, STOW & WILCOX CO. 


Wrenches 

Snips 

Squares 

Fender and Body 
Dent Removing 
Tools 


Southington, Conn., 
U.S. A. 
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HUNTERS’ SUPPLIES. | PYREX WARE. lance tooth, $4.35 each; 4 ft., one- 

Drybak waterproof coats, $58.65 Round casseroles, 1 qt., $12 per man, champion tooth, $2.45 each. 
oP yet = bt ary —, doz. ; 1% qt., ‘on per doz.; 2 qt., $16 

per doz.; Re ea ran per 4doz.; val casseroles, same 
coats, $61.35 per doz.; hip rubber prices as round; 8-in. pie plates, $6 SLEDGES AND WEDGES. ‘ , 
boots, $5.00 per pair; mackintosh per doz.; 9-in. pie plates, $7.20 per Hight-lb. striking or blacksmiths 
wading pants, $16.00 per pair. doz.; small utility dishes, $8 per sledges, $1.05 | each; 5-lb.. common 
doz.; large utility dishes, $14 per wood shoppers’ wedge, 36c. each. 
ICE SKATES. doz. 

Union hardware a Erg No. 1624, SOLDER AND BABBITT METAL. 
75c. per pair; No. 524%, $1.15 per ROLLER SKATES. Warranted 50-50 solder, $29.00 per 
pair; No. 624, $1.00 per pair. Chil- Union line, No. 3, 76c. per pair; ewt.; medium, 45-55 solder, $28.00 
dren’s pos Mane bob skates, 35c. per Nos. 4 and $, $1.35 per pair; No. 6 | per cwt.; tinners’ 40-60 solder, $27.00 
pair; Nestor Johnson Flyer skates, $1.45 per pair. ‘ : per cwt.; high speed babbitt metal, 
$5.25 per pair. Chicago line, No. 101, $1.30 per $20.00 per cwt.; Standard No. 4 bab- 

pair; Nos. 103 and 105, $1.40 per | bitt metal, $12.00 per cwt. 
NAILS, WIRE AND STAPLES. pele: a ot per pale: on 

L.c.l. quantities, common wire and an » 94.19 per pair. Pas 
ee ee a ee cnestelir; No. 3882 (gitls’), $1.45" Der age trains, from $4.15 to $30.00 
$a bai SE eee eae ae pair nce ee ee per set; Structor trucks, $8.00 per 

ase. : Re ‘ i : 

No." black annealed wire, $2.30 Bowe ee 
per cwt.; oO. galvanized, plain raat aed re 
wire, $3.75 per cwt.; catchweight — : gee Bre nga ~—. — a: 
spools, galvanized cattle or hog wire, aws.—Circular cord wood, 20-in., Acutan wet 31 35 ae mee - 
$3.85 per ewt.; polished fence staples, $1. ry to $2.50; 22-in., $2.25 to $3.00; _ has ; 
$3.65 per cwt. 24-in., $2.60 to $3.50; 26-in., $3.00 to 

$4. oY 28- na $3.50 to $4.50; 30-in., WIRE CLOTH. 
POULTRY NETTING. “aaa ¢ tt... parrew, cigs Black, 12-mesh, $1.60; galvanized, 

Galvanized before, 631%4 per cent off tooth, $1.55 each; 5% ft., wide, cham- | a. $2.00; galvanized, 16-mesh, 
list; galvanized after, 60 per cent off. pion tooth, $2.10 each; 5% ft., wide, $2.30. 











Trade Is Quiet Considering Season. 
$ Some Prices Have Easier Tendency 
AUTOMOBILE TIRES AND TUBES. 
Mansfield tires, 4 ply balloon type, 





(Pittsburgh office of HARDWARE AGE) 























PITTSBURGH, Dec. 3.—News in the hardware trade this week is | 8.25: ‘tubes, $1.60; 29 x 4.75, $9.55; 
not encouraging, although both jobbers and retailers are of the | $422 4°25 do, 10:20: tubes, tubes, 
opinion that no marked depression is in sight. Retailers have a tte Gan tubes, $1. ao EP oe 
been finding their business rather slow in the last week or two, and OL a es 6a. x5. 3: 
now believe that holiday trade is quite likely to be deferred until eubes, $2.00; £0, -$ii.63; $12.50; tape 
the last possible moment. Jobbers are feeling this in their call for ganna, 6 ply, 3 Sie0e: Voboe, $2.36; 
shipments on such lines, and the toy business has shown very little Sox ste eb: tubes, $220; 22 x 6.00, 
life thus far in the season. $16.95, > (laa aad alan 

The price structure also leaves something to be desired, and there aid aie shit (ee ot a 
is considerable softness on a number of lines. Shovel prices have Se 
declined about 20 per cent, but this decrease has not affected the | paTTERIEs. 
high grade coal shovels on which present quotations are holding. oo. .. 
Prices on linseed oil have been advanced slightly. Cold weather $2.22 =o 
goods are moving slightly better, but the season has not yet devel- 1-92 
oped any real activity in these lines. 1.14 

Collections are not improving and in some districts retailers are eH 
considerably less encouraging since the recent stock market col- 1.30 
lapse. With the steel mills in the Pittsburgh district continuing to 7 ¥ “ig jeaseig -. 1.98 Silas 1.79 
curtail operations, unemployment is growing more serious and year- packages, 36c. each, ROR 
end inventory periods may accentuate this situation somewhat. No. 950. Sine: Nog 790, 18 Boo 0K: 

19%c.; No. 750, 13%c.; No. 791, 13¢. 





750 
on Shot.—No. 1461, $1.67; No. 1661, 
2.37. 








































“e =~ a, in g Pittsburgh | height, but changes in the other lines 

and nearby districts is still retrenching, | of finished steel are mostly on the down- ’ 

and production of raw materials. was | ward side. Production of strip steel is ee en cae 

sharply curtailed in November. A num- | at not more than 25 per cent of ca- oak sales ian aoe oll oo 

ber of blast furnaces were blown out | pacity, and sheets average from 50 to cote fn 2% 5 Se ereee Pot ise pele; 

and open-hearth production is under 50 | 60 per cent. There is still a fair de- "Sie. ieee ane i $1.85 

per cent except in the mills of the dis- | mand for shapes and plates, but bars per doz.; 8 in., $2.85; 10 in., "$4.80; 

trict’s two largest producers. Produc- | are extremely dull, and the same is true es $3405 10° i wet cee 

tion of finished steel is somewhat better | for wire products, cold finished steel with screws packed one pair in a 

than opef-hearth output in some lines, | and other important products. The price $11.60; ight’ 2. Pon. te a ‘panes 

and declines have apparently been | situation is nominal and, although many 4 in., $12.60. 

checked as mills adjust production to | companies have opened their books for singe aema' ees Age per "doz.: 

light current demand. Tin plate opera- | first quarter at unchanged quotations, <n meee 8 in., $1.05; safety, 3 in., 

tions are improving slightly as the sea- | consumers are showing no interest in 31.60. ae er ee pee 

son for next year’s buying reaches its | forward buying. ee -—Swinging hinges, 10 
PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO intige sit os ge og net go _ 

RETAILERS, F.O.B. PITTSBURGH. Per sot; steel Inside, $5.25. per doz; 

ront door, $1. 





Reading matter continued on page 78 
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See How Quick- 
ly this Set Can 
Be Installed. 


Installing the No. 550 
Set requires no specific 
cutting. The hardware 
can be quickly fastened 
in place. The ‘‘Rolla- 
way” Track requires 
no blocking out or 
complicated bracing— 
it fastens flat on the 
header. 


Here Lies the 
Secret of Perfect 
Operation. 


The automatic door 
guide eliminates the 
troublesome guiding of 
the passage door by 
hand and supports its 
weight so that it can- 
not sag or drag on the 
floor. Set can be oper- 
ated from inside or out- 
side the garage. 












A SET THAT | ----- - 
GIVES Twice |__ i= 
the Satisfaction FOR '/2 the Cost/ 


The New FrantZ Set No. 550 (patents FrantZ No. 550 Fixtures require no ser- 
pending) offers the solution of “around- vicing. They provide the utmost in con- 
the-corner” garage door operation. A venience—they are guaranteed to give 
remarkably low selling ptice long, satisfactory service. Yet, 
gives dealers an opportunity to they sell for a reasonable price. 
“cash-in” on the sound, fast 





























Each set .is packed in a strong 


growing popularity of this set. 


No. 550 Fixtures eliminate all 


fibre carton, complete with 


necessary screws, bolts, lag 


the troubles and annoyances © 
that have been found in many 
installations of this type. All 
the doors roll ’round the cor- 
ner smoothly and easily be- A special offer has been ar- 
cause of features that have been ranged to introduce No. 550 
designed into the set to assure trouble- Fixtures to dealers. Send the coupon 
free operation every day in the year. for complete information—no obligation. 


screws for track, etc., and 
directions that make installa- 
tion simple and easy. 
















TAKE ADVANTAGE OF THE SPECIAL INTRODUCTORY OFFER — MAIL THIS COUPON 


FRANTZ MFG. CO., Dept. H-L129 
Sterling, Ill. 


Kindly send me complete details 
about the special introductory offer on 
the No. 550 Garage Set. 


PO cccccacedones ndvenetcneenadee 


TRADE MARK MINNIS fa s:0.5 Sd anarh.a we ciknde ae pad enee 


Guned Builders iadware 


NEE Pa cre ec Dcle cok amen a err eee 
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COAL HODS AND SHOVELS. | PAINTING SUPPLIES. 

Coal shovels, Monongah, No. 1, | Ready mixed paints, best grades, 
$14; No. 2, $14.50; No. 3, $15 per doz. $2.60 per gallon; lower grades, $2 
Gail Black, No. 1, $12; No. 2) $12.50; (white and dark greens, l5c. per gal. 
No. 3, $13 per doz. Gail polished, No. higher); white lead, 14%4c. per Ib. in 
1, $18; No. 2, $13.50; No. 3, $14 per 100-lb lots; 10 per cent less in lots 
doz. Pacemaker black, No. 1, $12 | of 500 Ib. or more, and extra 4 per 
No. 2, $12.50; No. 3, $13 a doz. cent less on lots of a ton or more; 
Pacemaker half polished, No. 1, $13: turpentine, 65c. per gal., in barrel 
No. 2, $13.50; No. 3, $14 ng doz. | lots; raw linseed oil, 16c. per lb., in 


Black gold, No. 1, $18; No. 2, $18.50; barrel lots. 
No. 3, $19; No. 4, $20 per doz.; Coal 
Hods, Japanned, No. 5, 16 in., $3.25; 
17 in., $3.60 per doz.; Galvanized No. | ROLLER SKATES. 
10, 16 in., $4.30; 17 in., $4.75; 18 in., | Union Hardware Co. line, No. 2 
$5.25; 20 in., $7 per doz. Galvanized 70c. per pr.; No. 3, 75c. Reine: oe, 
No. 76S, $8 and galvanized No. 86S, 10, $1.05 per pr.; No. 5 "7 1.45": dha 
$8.40 per doz. Galvanized No. 25, Winslow line, No. 38% $1.45 ber 
15 in., $5.50; 17 in., $6 per doz. | pr.; No. 38, $1. 60 per pr.; No. 38, mabe 
| a he $2.5 50 per pr. 
FLASHLIGHT CASES. | prWinchester line, No, oo 
Winchester org Cases.—No. Chapin line, No. 103, child’s skate, 
6414, 62c.; No. 6514, 68c.; No. 6824, 75e. per pr. 
$1.43; No. 6921, $2.40; No. 6924, $2.08; 
all each. 
Winchester Assortments.—No. 1614, 
$2.94 per assortment; No. 6214, $5.04 
per assortment. 


changed at $42 a ton, f.o.b. Pittsburgh. 


GAME TRAPS. | WIRE CLOTH.—Black and galvanized 


Diamond No. 21, $1.35 per doz.; No. 
21%, $2.44 per doz.; No. 22, $3.36 per 


| WIRE PRODUCTS. 


| Fence Wire 


SASH WEIGHTS.—Prices are _ un-| 


wire cloth are quoted at $1.65 and $1.80 | 
per 100 sq. ft. for the No. 12 mesh and | 


doz. : | jobbers are soliciting business for | 


Victor No. 1, $1.38 per doz.; No. : : a : 
1%, $2.44 per doz.; No. 2, $3.36 per | spring delivery. Bronze wire cloth is 


doz. 
Triumph No. 1, $1.32 per doz.; No. 
11%, $2.20 per doz. | mesh. 


quoted at $5.75 per 100 sq. ft. for 14 





per 100 Ib Annealed Galvanized 
No. 6 to 9 gage....... $2.90 .35 
Re Soe eae Seer 2.95 3.40 
Pe BE) path bu esos 3.00 3.45 
ares 3.05 3.55 
| ESA eer 3.15 3.70 
Oy ye ee Sa eee 3.25 3.90 
LO Se Ss ees 3.45 4.20 
PRO EE a5 A oes 35s 605 3.65 4.40 
3arbed wire (per 80-rod spool): 
Be CRRNED ke ccccccccceceesces $2.74 
PE “Sidinws ss seh cavecueedrs 2.93 
eee Terr rrr 3.16 
4-point Cattle .........sccccsseee 2.92 
2-point cattle (spec __ | ere 2.10 
Field Woven Wire Fence (per 100 
rods.) 
1047-11 
1047- 9 
726-11 
726- 9 
939-11 
939- 9 
Poultry and rabbit, No. 14% gage: 
SS eer ene $36.50 
ED cok cdS 5s 50s cue eRe eS es 44.00 
DUR SEROD .<sd8gnecdwanesecs scant 49.50 
Smaller mesh: 
REE, ive te 4hbu cen adeen se sow $37.00 
a ar ee er ee 44.50 
oe. OE eee i 
i: ne Ree Ene pee Gr Seer een @ 60.00 
Steel Fence Posts: 
Ph ives s-0 6030 Re eet RL oped be bce 





:[65e. each 40c. each 
45c. each 
ght nails, base, per keg, $2.65 to 





Seasonal Merchandise Is In Better Demand 
NEW YORK: Sales Are a Little Behind Last Year 


New York, Dec. 3.—With the first few days of freezing weather 
so far this winter, the movement of winter lines was accelerated in 
the metropolitan hardware market. Still lower temperatures will 
serve to stimulate the demand to a more pronounced degree. Holi- 
day merchandise is especially active, although the volume of current 
orders being received for this particular line are generally running 
a trifle behind the corresponding time a year ago. Aggregate sales 
are also a little below normal. 

Future orders are coming in a little slow at present, but jobbers 
believe that dealers will be inclined to give their future requirements 
increased attention after the busy Christmas season. 

Gains in retail trade during October were reported in a recent 
survey of business conditions issued by the Irving Trust Co. In 
part, the report states: ‘Mail orders sales by two leading houses 
during October were the highest on record. A total gain of 29 per 
cent was made in sales by these houses during the first ten months 
of this year as compared with last. Chain store business increased 
11 per cent over October a year ago. Department stores enjoyed a 
3 per cent increase in October sales over the same month last year. 

Prices, for the most part, are little changed. Recent revisions have 
been in the nature of minor fluctuations. Rumors are circulating 
to the effect that one large manufacturer of steel goods is contem- 
plating lowering prices on the entire line. If the reduction mate- 
rializes, other makers will no doubt lower their prices also. Cylin- 
der night latches are extremely low in price due to a competitive 
situation between manufacturers, and it is said that lower prices on 
other items in the builders’ hardware line are likely. 

Collections have retained a fairly satisfactory status. 

PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 


RETAILERS, F.0.B. NEW YORK. 
ASH SIFTERS. 


ANTI-FREEZE SOLUTION. Rotary galvanized ash sifters, $2.00 
Eveready Prestone, % gal. cans, each, 

$1.90; gal. cans, $3.60; 1% gal. cans, In lots of 12 or more, $22.50 per 
$5.40 each, dozen. 


! 





| BOLTS AND NUTS. 

Carriage bolts and lag screws, all 
sizes, 60 per cent off list. 
nae Stove bolts, 75 and 10 per cent off 
is 

Radhine bolts, all sizes, 60 per cent 
off list. 

Step bolts, 50 per cent off list. 


BUTTS. 
Steel butts, 3 x 3 and 3% x 3%, 
18 cents per pair for less than case 
lots; in case lots, 16 cents per pair; 
4 x 4, 24% cents per pair in less 
than case lots and 23 cents per pair 
in case lots. 


CHRISTMAS TREE LIGHTS. 

Propp sets, No. 842, 85c.; No. 830, 
$1.16; No. 838, $1.43; No. 73, $2.15; No. 
72, $2.43; No. 3020, $1.73; No. "3000 
$1.48: No. 306, 87c.; No. 305, 87c. and 
No. 310, $1. 38. Prices are each and 
net. 

Noma outfits, No. 3500, $3.94; No. 
116, $4.54, and No. 1600, $3.00. Prices 
are each and net. 

Christmas tree lamps No. 77, 
Mazda assortment (100 in set), $6.90; 
No. 78, Mazda lamps, 10 in a box, in 
following colors; red, blue, green 
orange, opal, pink, yellow and purple, 
10 to 100, $7.10 per 100; 100 or more, 
$6.90 per 100. 


FIREPLACE FIXTURES. 

Andirons, black finish, $2.50 to $6 
per pair; black-brass balls, $7.50 to 
$9.75 per pair; Flemish, $5.50 to 
$11.55 per pair; Swedish, $5.75 to $7 
per pair; Burnt antique, brass, $6.25 
to $12 per pair. 

Fire sets, black finish, $4.85 to $5 
per set; black-brass balls, $6.75 
Flemish, $7.65 to $9 per set; Burnt 
antique, brass, $7. oll to $9 per set; 
Swedish, $7.75 per s 

Grate baskets, black finish, $5.75 to 
$6 each; Flemish, $8.65 to $10 each. 
-Spark guard, black finish, $4.15 
each. 

Fire screens, black finish, $5.65 
each; Swedish, $8.65 each, and Burnt 
antique, brass, $8.65 each. 


GARAGE SETS. 
Garage sets, $2.40 per set; for six 
or more, $2.10 per set. Garage door 
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BABCOCK 
SPRUCE LADDERS 


Manufactured from 


AIR DRIED CLEAR SPRUCE 


With full Strength in Material Superior 
To Any Other Material for Ladder Construction 
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Full Line of Hand Split and Hand Shaved Rungs 
Be Sure Your Ladder Is Marked Babcock Spruce 


Send us your order. We will ship and give you spring dating and guarantee 
you against decline in price 


We Pay Freight 





Buy the Best Ladders and Save Accidents 








New York Office and Stock Philadelphia Office 
PUTNAM COMPANY Full Stock at 2401 Chestnut St. 


32 Howard Street W. W. PLANKINTON, Rep. 


Phone Ritt. 9840 
Phone 9414 Canal New York City 2401 Chestnut S¢. Philadelphia, Pa. 








Write for Latest Price Sheet and Booklet 


W. W. Babcock Co. “i Bath, New York 





Treaty ondinaneas 
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holders, $1.75 per pair; for six or | ROLLER SKATES. 19 gage tg 40c. per — and 18 
more, $1.60 per set. Roller skates, Union line, extension ging ag gn ny "puaben aola 
web heel and toe straps, plain steel spiral loop handle, 12 in a box, 6%c. 
ICE SKATES. rolls, 72c. per pair; same with toe each net. Stove pokers, nickel plated, 
Union hockey outfits, clamps and web heel, 78c. per pair; cold spiral handle, 12 in a box, % x 


ice skates, 
men’s No. , $5.25; No. 290, $6.00; 
ladies’ No. 90L, $5.25, and No. 290L, 


$6.00. 
Racing outfits, men’s No. 95, $5.25, 
No. 95L, 


and No. 925, $6.00; ert 
$5.25, and No. 295L, $6.0) 

Club outfits, men’s, to” 212, $3.75, 
and ladies’, No. 213, $3.75. 

Professional hockey outfits, men’s, 
No. 390, $6.65. 

These prices are net per pair. 
Men’s shoes sizes in all cases are 
from 4 to 11, and ladies’ shoe sizes 
in all cases are 3 to 9 


JUVENILE VEHICLES. 

Velocipedes, No. 840, $5.95; No. 841, 
$6.55; No. 842, $6.90, and No. 843, 
$8.15 each; No. 850, $7.50; No. 851, 
$7.80; No. 852, $8.15; No. 853, $9.70. 

Sidewalk cycles, No. 900, $9.40; No. 
910, $10.65 each; No. 922, $17.50, and 
No. 932, $17.50 each. 

Coaster wagons, No. 750, $1.80 
each; No. 751, $2.25, and No. 761, 

. Doll carriages, No. 200, 
$1.60; No. 216, $3.35; No. 222, $3.90, 
and No. 232, $6. 50. Prices are each 


and net. 

Doll coaches, No. 262, $3.65: No. 
266, $6.25, and No. 270, $10. 95. Prices 
are each and net. 

LAMP CORD. 
Lamp cord, prices are per 1000 ft.; 


18 ga. 1/32 silk covered lamp cord, 
brushed brass, white, maroon, old 
gold, green and brown, 500 ft. on a 
spool, $12.40; 18 ga. 1/64 silk covered 
lamp cord, maroon, old gold, 500 
brass, white, green and brown, 500 
ft. on a spool, $9.50; silk covered 
twisted lamp cord, white only, 250 ft. 
on a spool $13; 18 in. 1/64 cotton 
covered lamp cord, maroon, white 
and dark brown, 500 ft. on a spool, 
$8.30; 18 ga. 1/32 cotton covered lamp 
cord, green, white maroon, oak tan 
and dark brown, 500 ft. on a spool, 
$10.75; 18 ga. 1/64 cotton single con- 
ductor wire, white, brown, oak tan, 
white with marker, brown with 
marker, and oak tan with marker, 
500 ft. on a spool, $4.25: 18 ga. 1/32 
cotton twisted lamp cord; green and 
yellow, 250 ft. on a spool, $12.50; 18 
ga. black cotton, reinforced cord, 250 
ft. on a spool, $16.50; 18 ga. cotton 
covered heater cord, 250 ft. on a 
spool, $18.50. 


NAILS. 

Wire nails, Standard New York 
Stock extras apply to the following 
base prices in the localities indicated. 
Base price for New York City, 
Brooklyn, Queens, New Jersey and 
Staten Island is $3.45 per keg, in lots 
of 10 kegs or more. $3.35, in West- 
chester County, $3.55 per keg. and in 
lots of 10 kegs or more, $3.45 per 
keg. In Nassau and Suffolk Coun- 
ties, $3.60 per keg, and for lots of 10 
kegs or more, $3.50 per keg. 


same for boys with’ self-contained 
ball bearing wheels, $1.42 per pair; 
for girls, $1.62 per pair. 

Roller skates accessories: Keys, 
2l%c. each; skate wheels, with self- 
contained ball bearings, 19c. each; 
ball bearings, 15c. per 100; axles, 3c. 
each; cotter pins, 15c. per 100; axle 
nuts, $1.per 100; axle nut washers, 
60c. per 100; adjustment binding bolt, 
65c. per 100, and toe clamps, 12c. per 
pair 

Chieftain line, No. 400, for either 
boys or girls, self-contained bail 
bearings, $1.45 per pair; Redskin line, 
for boys or girls, 85c. per pair. 

Chicago line, No. 181, $2.65; No. 
183, $2.75; No. 185, $2.75; No. 101, 
$1.33; and Nos. 103 and 105, $1.38 per 
pair. 


SASH CORD. 

Sash cord, Samson Spot, No. 7, 
62c.; No. 8, 61c.; Aetna, No. 7, 29c. 
per Ib.; No. 8, 28c. per lb.; Phoenix, 
No. 7, 43c. per lb.; No. 8, 42c. ‘per Ib. 


SCREWS. 

Wood screws, flat head, bright 
iron, 45 and 10; round head, blue, 40 
and 10; round head, iron, nickel 
plated, 25 and 10; flat head, galvan- 
ized, 17% and 10; flat head, brass, 
37% and 10; void head, brass 32% 
and 10. These discounts apply to 
new standard screw lists. Full pack- 
age lots take an extra 5 per cent. 

Machine screws, flat and round 
head, brass, 60 per cent discount. 

Iron, 60-7% per cent discount. 


SLEDS. 

Flexible Flyers, No. 1, $2.50; No. 
2, $3.16%; No. 3, $4.00; No. 4, $4.33%: 
No. 5, $5.83%; Jr. Racer, $3.50, and 
Racer, $4.33%. 

Fire Fly, No. $1.14: No. 10, 
$1.3634; No. 11, $1. tis No. 12, $1. 93%, 
and Racer, $1. 9816 

Allen sled ee No. 1, $1.00 each. 

Perfection adjustable sled back, 
No. 10, $1.06 each. 


STOVE GOODS. 

Stove pipe, black iron, 28 gage, 12 
— in 2 bundle, 4 in., 12c.: 4% 
in., 13%6c.; 5 in., 15c.; 5% in., 16%4c.; 
and 6 in., 19¢. 

Stove pipe elbows, black iron, 28 
gage, 12 in a bundle, 4 in., 15c., 4% 
in., 15%c.; 5 in., 16c.; 5% in., 17c.; 
and 6 in., 18c. 

Pipe dampers, cast iron, wood han- 
dle, 4 in., 9%c.; 4% in., 10c.; 5 in., 
10c.; 5% in., 11c.; 6 in., 11% e.; 7 in., 


» stops. tin rim, lacquered, 
diameter, 8 3/16 in., 12 in a box, 6c. 

Stove pipe rings, tin, lacquered, 
12 in a package, 4 in., 3%c.; 4% in., 
3%ec.; 5 in., 3%c.; 5% in., 4 1/6c.; 
6 in., 4 7/12c., and 7 in., 5c. 

Stove pipe wire, plain iron wire, 
50 ft. in a box, 12 boxes in carton, 








18 in., 6%c. each; % x 24 in., 15c. 
each. Never Break Poker, 19c. each. 

Furnace =.) _ a iron, 3 ft., 
66c.; 4 ft., 84c.; » $1.00, and 6 Tt, 
$1.16. 

Flue scrapers, black iron, 30 in. 
long. 12 in a bundle, 4c. each. 

Flue shovels, japanned, round han- 
dle, 3 ina bundle, 8 in. handle, 5%c.; 
12 in. handle, 6c.: 15 in. handle, 9c.: 
Galvanized, one. piece steels, round 
nage rr 3 in a bundle, 12 in. handle, 

14% in. handle, 11c.; extra heavy, 
japanned, scoop, 6 x 9 in., round 
handle, capped end, 25% in. overall, 
3 in a bundle, 11%c.; Never Break, 
6 in a bundle, 38c. 

Stove boards, 30 x 36 im, $1.43; 30 
x 42 in., $1.77; 48 x, 18 in.,. 60c.; 24 x 
24 in., 73c.; 26 x 26 in., 80c.; 28 x 28 
in., 90c.; 30 x 30 in., $1.05; 32 x 32 
in., $1.25, and 35.x 35 in., $1.55, 


TIRES AND TUBES. 

Mansfield tires, 4 ply, balloon type, 
29 x 4.40, $7.40: a. $1.50; 30 
4.50, $8.25; tubes, $1.6 29 x 4. 18, 
$9. 5b; tubes, $1.70; 29 . 5.00, $9.90; 
tubes, $1.75; 30 x 6. 00, $10.20; tubes, 
$1.80; 31 x 5.00, $1 0.65; tubes, $1.85; 
32 x 5.00, $11. 75; tubes, $1.90; 28 x 
5.25, $11. 10; tubes, ed 30 x 5.25, 
$11.90; tubes, $2.00; x 5.25, $12.35; 
og $2.05; 29 x 5.50, 512. 65; tubes, 


Same, 6 ply, 31 x 5.25, $14.70; tubes, 
; 80 x 5.50, $16.05; tubes, $2.35; 
30 x 6.00, $16.15; tubes, $2.25; 31 x 
6.00, $16.65; 32 0, 
$16.96; tubes, $2.40; 33 x. 6.00, $17.55; 
tubes, $2.55. 

Tire display racks, $10.00 each. 
Prices in all’ instances are each. 


TOYS. 

Child’s garden sets with 18 in. 
handles. Net, No. 1, 10c. each; No. 6, 
17c. each, and No. 9, 30c. each. 

Arcade toy lawn mower,. No. 564, 
55c. each; in lots of 12 or more, 50c. 
each. No. 565, 85c. each; in lots of 
12 or more, 75c. each. 

Bissel’s top carpet sweepers, Lit- 
tle Helper, 16%c. each; Little Gem, 
31%c. each; Little Jewel, 83%c. each; 
and Bissel Junior, 1.33%c. each. 


TRAPS, GAME. 
Victor game traps, No. 0, $1.20; 
No. 1, $1.50; No. 1%, $2.70, and No. 
2, $3.70. Prices are net per dozen. 
Victor jump traps, No. 0, $1.75; No. 
1, $2.00; No. . and No. 2, 
$4.80. Prices are net per dozen. 


WEATHERSTRIP. 

Weatherstrip, Home Comfort, ma- 
roon or white, $30 per thousand feet: 
competitive grade, maroon, $16.50 per 
thousand feet, and white, $18 per 
thousand feet. 

Felt weatherstrip. 60 cents per 
carton. Wool weatherstrip, No. 25, 
80 cents per carton, and No. 75, 
$2.00 per carton. 





ATLANTA: 


ATLANTA, GA., Dec. 


2.—Recent heavy rains throughout territory 
covered by Atlanta hardware jobbers has no doubt been responsible 
for the slowing up of business in general; however, reports indicate 
that sales are reacting and better business is expected. Seasonal 
items are moving in very good volume and with approaching holi- 


days and lower temperatures it will show improvement. 
Collections at this time are reported as being fair. 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 


RETAILERS, F.O.B. ATLANTA. 


ALUMINUM WARE. 
1 pint dippers with blackwood 
handles, $1.50 per doz.; 1 pint dippers, 


with aluminum handles, $2.00 per 
doz.; Cake turners, 60c. per doz.; 
Syrup pitchers, $4.50 per doz.; 5 qt. 


tea kettles, $9.00 per doz.; 6% qt. tea 





Better Business Is Momentarily Expected— 
Current Collections Are Reported Fair 


kettles, $11.00 per doz.; 2 qt. double 
boilers, $6.00 per doz.; 4 qt. convex 
kettles, $6.00 per doz.; 6 qt. convex 
kettles, $7.50 per doz.; 8 qt. convex 
kettles, $8.50 per doz.; 10 qt. convex 


kettles, $10.50 per doz.; 2 qt. convex 
sauce pans, $3.50 per doz.; 3 gt., $4.50; 
4 qt., $6.00; 4 qt. water pitchers, 
$6.50 per doz.; 10 qt. dish pans, $7.00 
= doz.; 14 qt. dish pans, $9.00 per 
oz. 


AIR RIFLES. 
No. 20 Daisy, 
12, $12.00 per doz.; 
doz.: No. 3, 
$40. 00 per doz.; 


$7.20 per doz.: No. 
No. 11, $16.00 per 
per doz.; ; No. 25, 
No. 30, $20.00 per doz. 
Little Daisy pop guns, $3.20 per 
doz.: No. 14 pop guns, $6.00 per doz. 
Air Rifle Shot.—2% oz. lead shot, 
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A CATALOG—that 15 a Ready Reference 


HIS new catalog just issued by The Carborundum Com- 
ies is a bit unusual for the reason that it illustrates 
and describes practically every type of abrasive product 
sold through the hardware trade. 







The reason for its completeness lies in the fact that The . 
Carborundum Company is the one abrasive manufacturer 





making and marketing a full line of abrasive products. s 
| QEvery hardware dealer should have one or more of these y a 
_ catalogs. It is a practical reference work on the subject. so 
May We Senp You ONE or More? -. nthe 
The Coupon, Please Ps ‘Cae 


« Niagara Falls,N.Y. 


The CARBORUNDUM Company“ %n~ 


Copies of your new 





; ‘4 Catal 
NIAGARA FALLS, N. Y. Y sales 
. . - 
Canadian Carborundum Co., Ltd., Niagara Falls, Ont. , 

* 
Sales Offices and Warehouses in ao 
New York, Chicago, Boston, Philadelphia, Cleveland, Detroit, Cincinnati, Pittsburgh, Milwaukee, Grand Rapids ie 

The Carb dum Co., Ltd., Manch . England Deutsche Carborundum Werke, Dusseldorf, Germany Streets 


* 


(Carborundum is the Registered Trade Mark of the Carborundum Company for its products) 


a Se aD State 
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$3.50 per 100 tubes; 4-oz., $4.50 per 
100 tubes; 2%-oz. steel shot, $3.00 per 
100 tubes. 


AXES. 

Single bit, base weight, unhandled, 
$14.65 to $16.00 per dozen. Double bit, 
$19.65 to $20.50 per dozen. Single bit 
with No. 1 handles, ioe per dozen. 
Double bit with No. 1 handles, $23.90 
per dozen. 


BOLTS AND NUTS. 


Cut thread carriage and machine 
bolts, 60 per cent off; rolled thread, 
60-10 per cent off; lag screws, 60 per 
cent off; hot and cold pressed nuts, 
50-10 per cent off; stove bolts, 75 per 
cent off. 


COAL HODS. 

No. 16 galvanized hods, $4.00 per 
doz.; No. 17 galvanized hods, $4.50 per 
doz.; No. 18 galvanized hods, $5.00 
per doz.; No. 15 Jap — $3.00 per 
doz.; No. 16 Jap hods, $3.25 per oe. 
No. 17 Jap hods, $3. 50 per ina: 

18 Jap hods, $4.00 per doz. 
Coal Tongs.—No. 45, $3.00 per doz.; 


No. 25, $4.00 per doz.; No. 214, $3.50 
per doz. 
COTTON COLLARS. 
Per Doz 
Tame Tor GOUATS. coco sccdcccvacs $10.00 
Zamkford Jr, COUATS ..00cc6c02 8.50 
I OUERNID: cans pee sek >on 13.00 
ATR TAOCK COMBTS. occ ccccccccoscs 6.50 
COTTON ROPE. 
Prices 26c. to 32c. per pound. 
ENGLISH POTS. 
BNE: -AvGeese>ekensdersasssas deer $2.20 
SPREE nuthenesh oo ebkabsenkesn een 2.80 
DE. stab bs bebnekesebudwuaenbae 3.50 
SES Gs achcb shea vSeeseSensees aes 4.10 
PRE iicchetesantcccasieoconess cs ee 
SP ciSbwespeencane ees apes ue ene 5.90 
FILES. 


list, less 50 per cent. 
list, less 50 per cent. 
list, less 60 per cent. 


Simonds files, 
Black Diamond, 
Great Western, 


Royal, list, less 70 per cent. 
FIRE POKERS. 
No. 10, 4% x 20, 85c. per doz.; No. 


10, % x 26, $2.00 per doz. 
FORKS. 


4-tine manure forks with 4% ft. 
strapped handles, $10.50 doz.; 5-tine 
manure forks with 4% ft. strapped 
handles, $12.50 doz.; 6-tine manure 
forks with 4% ft. strapped handles, 
$1.50 doz.; 4-tine spading forks, 
$9.00; $11. 00: $12.50; $21.00 per doz.: 
3-tine hay forks with 5 ft. handles, 
$9.50 onset ity 75 per doz.; 10-tine seed 


forks per doz.; 12-tine seed 
forks, $30. 30 per doz.; 10-tine coke 
forks, $27. per doz.; 12-tine coke 
forks, Soh bo per doz.; 8-tine stone 
forks, $21.50 per doz.; 10-tine stone 
forks, $26.75 per doz.; 12-tine stone 
forks, $31.00 per doz. 


FURNACE SCOOPS. 


D handle, competitive grade, $6.00 


per doz. Good grade, $8.00 to $12.00 
per doz. 
GALVANIZED WARE. 

No. A tubs, 7 00 oper doz.; No. 0, 
$5.20 per doz.; No. 2, $7.20 per doz.; 
No. 3, $8.40 per doz. 

8 quart galvanized pails, $1.98 per 
doz.; 10 quart, $2.24 per doz.; 12 
quart, $2.46 per doz.; 14 quart, $2.76 


per doz.; 16 quart, $3.34 per doz. 
10 quart galvanized fire pails, round 


bottom, stenciled, $4.50; 12 quart, 
$4.75 per doz. 

5 gal. garbage cans, $6.35; 7 gal., 
$8.75; 10 gal., $9.25 per doz. 


GAME TRAPS. 
Victor No. 0, $1.10 per doz.: Victor 
No. 1, $1.40 per doz.; Victor No. 1%, 
$2.20 per doz.: Victor No. 2, $3.36 per 


doz.; Victor No. 3, $5.48 per doz. 
GRINDSTONE FIXTURES. 
Per Doz 
COMMON BEARIOS 2425. s0scccccccs 6.00 
SE ES GS rcctca sche ccanseos 16.00 





| 
| 
| 
| 





HANDLES. 

No. 1 D spade shovel and scoop 
with steel D, $4.00 doz.; No. 1 D cot- 
ton seed fork with steel D cape strap 
and ferrule, $6.50 doz.; No. 1 D spad- 
ing fork handles with steel D cap 
strap and ferrules, $6.00 doz.; No. 1, 
4% ft., bent shovel handles, $4.00 per 
doz.; No. 1, 4% ft., bent spade han- 
dles, $3.50 per doz.; No. 1, 4% ft., 
plain manure fork handles, $2.50 per 
doz.; No. 1, 4% ft., with cap strap 
and ferrule, $4.00 per doz.; No. 1, 
6 ft. rake handles, $3.00 per doz. 


HARNESS GOODS. 


: Per Doz. 
1 in. bridles with cupped blinds.$12:50 
1% in. bridles with cupped 
MO: ao bon uk bbusstese amare 14.50 
1% in. bridles with pigeon wing 
ME co uduhcptsecanssssebaneass 20.00 
14% in. bridles with square 
ee ee ae ere 10.00 
Leather Lines 
Per Doz. 
1 in. x 14 check lines........... $36.00 
1 in. x 16 check lines............ 39.00 
14%, in. x 16 check lines......... 45.00 
1% in. x 18 check lines......... 51.00 
14% im. x 16 check lines......... 48.00 
1% .in. x 18 check lines......... 54.00 
1 in: single wagon lines......... 24.00 
LANTERNS. 
Per Doz. 
Fe Pere Tere rerrere 
Pr ere rere Perr re ee 8.25 
SO A ge ek: cnya pan se eae es bau 8.25 
Blizzard regular fount ......... 13.50 
Pi” ee rr rr pe 8.50 


MEAT AND FOOD CHOPPERS. 


No. 1 Food Choppers, $18.90 per 
doz.; No. 2 Food Choppers, $23.10 
per doz.; No. 3 Food Choppers, $29.40 
per doz. 

No. 323 Meat Choppers, $2.28 each; 
No. 333 Meat Choppers, $3.85 each; 
No. 331 Meat Choppers, $3.50 each. 


POST HOLE DIGGERS. 
$14.00 and up. 


ROOFING. 
1 ply smooth surface, $1.00 per roll; 
2 ply smooth surface, $1.20 per roll; 
3 ply smooth surface, $1.40 per roll; 
green or red slate surface, $1.95 per 
roll. 


SAWS (CROSS CUT). 


Simonds Crescent ground cross cut 


saws. Nos. 13, 22, 113, 183, 324, 325: 
GES Wks passed bocca viens Gsianw oe $5.4 
MN se nuy cas cases kass es ees tease 6.00 

Ee ee 21s cer ouaaos Winton wikis 7.00 

— cross cut saws, Nos. 4, 5, 
8, ‘ 

5 a Lee EE re ELE TORT at Fi Six $5.40 
Perk eer he re ere 6.00 
Sa sap eey Seren ton 7.00 

Cross cut saw handles: Per pr 
Ay ERP Ae are Pers ore re 30c. 
WMD og ec et ne Se Sy ace 45c. 
DUE see see ek ebbares oto e een ehats 32c 

SKATES. 

No. 5 Union roller skates, $1.75: 
No. 6, $1.75: No. 4, $1.65; No. 130, 
$2.00: No. 130 L, $2.15. 

Skate keys, 30c. per doz.; extra 
wheels, 10c. extra. 

Boys’. No. W1B, $1.15; Girls’, No. 
WI1G, $1.20. 


STOVES, OIL, COOK. 
Nesco Perfect Cook Stoves.—De- 
mand is steady, prices firm. 





No. 211 1 burner 
No. 212 2 burners 
No. 213 3 burners . 
No. 214 4 DUPNETS ...sccrcccve Lat 
No. 4501, 4 burner built-in oven. 40.54 
No. 400L 4 burner built-in oven. 37.05 

When high shelf is wanted add 
as follows: 

Each 

No. 1102 i... $3.80 
No. 1308 §=«3. Duihers..... 6.066.508 4.75 
No. 1104 2. See 5.70 


Perfection.—Oil range, white porce- 
lain with built-in oven No. 339 with 


5 Superfex burners, $143: No. 279, 
$123. Oil ranges, black Japan, gray 
enamel trimmings 6 burners) No. 


189, $78.00. No. 89. $67.50: (4 burners), 


No. 187, $66.00, No. 87, $57.50 
Reading matter continued on page 84 








Stoves.—No. 74, 4 warner. $31.00; 
No. 73. $24.25; No. 72, $18. 

Dealers’ discount on net aieitihion 
of less than $100, 30 per cent; on all 
net purchases including and follow- 
ing $100 qualifying order, 33% per 
cent. On all purchases amounting 
to $250 or more during calendar year, 
annual bonuses of from 2 per cent 
to 10 per cent will be paid accord- 
ing to volume of business. 


Puritan.—Oil range, white porce- 
lain with built-in oven, No. 249, 
$131. Oil ranges, black Japan, gray 


enamel trimmings. 

5 burners, No. 129, $88; No. 59, $71. 

4 burners, No. 127, $75; No. 57, $60. 
Stoves, No. 44, 4 burners, $31; No. 

43, 3 burners, $24.25; No. 42, $18.50. 
Puritan discounts the same as on 

Perfection stoves. 


Ovens, Perfection.— No. 211, 1 
burner, plain door, $2.60; No. 211G, 
glass door, 5; No. 142G, 2 


burner, glass drop door, $6.70. 

Puritan.—No. 42G, 2 burner, glass 
drop door, $5.75; No. 42, 2 burner, 
steel drop door, $5.50. 

Dealers’ discount on Perfection and 
Puritan ovens the same as on Per- 
fection stoves. 

Wicks.—Oil 
tion and Puritan, 
$43.20 per gross. 

Dealers’ discounts the same as on 
Perfection stoves. 


Stove Wicks.—Perfec- 
$3.60 per doz. 


Perfection. — Portable kerosene- 
burning room heaters, No. _ 1690, 
green and white porcelain, Pyrex 


globe, $17; No. 1526, black Japan, 
Pyrex globe, $10.25; No. 1530, black 
drums, nickeled trimmings, $9.50; 
e75 524, black drums and trimmings, 
7.50. 

Dealers’ discounts the same as on 
Perfection stoves. 


STOVE BOARDS. 

No. 3 crystallized wood lined, 24 x 
24, $12.25 per doz.; 26 x 26, $14.60 per 
doz.; 28 x 28, $16.00 per doz.; 30 x 
30, $29.70 per doz.; 33 x 33, $23.25 per 
doz.; 36 x 36, $27.50 per doz. 

Crystallized paper lined, 24 x 24, 
$7.40 per doz.; 20 x 26, $8.10 per doz.: 
28 x 28, $9.10 per doz.; 30 x 30, $10.70 
per doz.; 32 x 32, $12.60 per doz.; 35 
x 35, $15.70 per doz. 

Mahogany or walnut wood lined, 28 
x 28, $16.96 per doz.; 30 x 30, $19.65 
per doz.; 33 x 33, $23.25 per doz.; 
36 x 36, $27.40 per doz. 


STOVE LID LIFTERS. 


No. 0S, 75c. doz. 


per 


| STOVE PIPE DAMPERS. 





gg SO, eee 

BG UNG PRTDOID, 6 ons 00.65 o6 ois 130 
6 inch dampers..... Tr 

T GRC GRO Suis vos dated ohion es 2.00 


| STOVE PIPE AND ELBOWS. 


| 





““- 100 jts. 


29 gage 5 inch pipe............. 2.00 
20 Mame 6 ICH PINS... .cccccsre 12.75 
29 gage 7 inch pipe...........+. 15.00 
29 gage 7 x 6 inch pipe.......... 16.00 
1 piece corrugated elbows, 30 

gage 5 inch...........se.esses 1.25 
1 piece corrugated elbows, 30 

Sage 6 inch...............000, 1.35 
1 piece corrugated elbows, 30 

ND 7: NN sp kok Soka besa 5's 1.95 

WIRE PRODUCTS. 
Plain Smooth Wire Black Galvanized 
yage Per 100 1b. Per 100 Ib. 

BG © aunaveweseancoe $3.50 $4.00 
Oe Sewsun cesses eee sock 3.55 4.05 
Be Si iseesiese se ou es save 3.60 4.10 
DE atds eke teeie<eoas eee 4.15 
BO Grads bebe s Pde ee 3.90 4.45 
Pee ey) veer re 4.20 4.85 

Barbed Wire. — Per 80-rod_ spool, 
2-point light cattle, 2.75; 2-point 
light hog, $3; * point heavy cattle, 


$3.75; 4-point heavy hog, $3.95. 

Woven Wire Fence.—Per 20- rod 
roll, 726-14, $5.25: 832-12, $6; 939-11, 
$7.85; 1446-12%. $11. ° 

Poultry and Rabbit.—14 gage fence 
per 10-rod roll, 1635-14, $4; 1918-13, 
$4.85; 2158, $5.50. 

Steel Fence Posts.,—‘‘T”’ galvanized 
5 ft., 55¢c. each: formed painted, 35c. 
each; “T’’ galvanized, 61%4-ft.. 65c. 
each; formed painted, 45c. each; ‘‘T’’ 
galvanized, 71%4-ft., 70c. each: formed 
nainted, 50c> each; ‘“‘T’’ galvanized, 
8-ft., 75e. each: formed painted, 55c. 
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A better way to read 
ten-thousandths 


Range 0 to 1” by ten- 
thousandths of an inch. 
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The new Brown & Sharpe Micrometer Caliper No. 24 meas- 
ures direct by ten-thousandths in a new, easy way. Ten-thou- 
sandths can be read as easily and positively as thousandths on 
an ordinary micrometer. Notice the widely spaced graduations 
on the lower thimble where the ten-thousandths are read. 


Compact in design, easily used, easily read—there are no gears 
or intricate mechanisms to get out of order. 


Right now our advertising is telling thousands of mechanics 
about this new micrometer. Order a few immediately and cash 
in on this advertising. 


Descriptive circular on request. Brown & Sharpe Mfg. Co., 


Providence, R. I., U.S. A. 
| BS 


“WORLD’S STANDARD OF ACCURACY” 


BROWN & SHARPE TOOLS 
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CINCINNATI: * 


(Cincinnati Office of HARDWARE AGE) 
CINCINNATI, Dec. 3.—With the demand for holiday articles in- 
creasing daily and interest in other seasonal and staple merchandise 
being well sustained, hardware jobbers, in this district, indicate 
In fact, despite reports of depres- 
sion in other lines, the November volume of hardware business was 
larger than that of October and indications are that December will 
The jobbers’ market throughout this 


that business is on a high level. 


be better than November. 


year, especially from March on, has been unusually good. 


Although some complaints are being heard among retailers con- 
cerning business conditions, it is the general feeling that retail busi- 


ness is on a higher level than at this time last year. 


Jobbers have announced a general reduction of prices on tires and 
These new schedules are guaranteed to be steady until May 
15, 1930. Accordingly, bookings for spring deliveries are now be- 
With this one exception, prices are firm and reflect the 


tubes. 


ing made. 


continued strength of the market. 


While the demand in all lines is reported to be very good, especial 
comment is being made upon the exceptionally large volume of busi- 


ness in pipe fittings. 


For the first time in several months collections are reported to be 
slowing and the trade is expressing dissatisfaction with the credit 
Of course, the tightness of money following depression 


situation. 


in other lines would naturally bring about such a situation. 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 


RETAILERS, F.O.B. CINCINNATI. ° 


AUTOMOBILE ACCESSORIES. 


Balloon Cord Casings 





High Medium Low 

Grade Grade Grade 
29x4.40 y $6.15 $4.94 
30x4.50 ... .06 6.88 5.50 
29x5.00 12 8.23 6.96 
30x5.00 i 8.49 7.18 
31x5.25 . 10.21 8.60 
32x6.00 5. 11.93 10.36 
33x6.00 ...... 15.96 12.31 10.70 

High Pressure Cords 
oo Ee +7" het $3.89 
edd, one ne $5.20 4.15 
oo ee oe 8.98 7.37 
_ IRE $11.82 9.58 7.93 
ye | o. 12.95 11.22 
Balloon Inner Tubes 

PD: os co aacccusk ae $1.30 $1.12 
 , SS er 1.38 1.19 
29x5.00 ; 1.30 
30x5.00 1.34 
31x5.25 1.56 
32x6.00 1.82 
33x6.00 1.93 





$0.89 
1.19 
1.26 
130 





BOLTS AND NUTS. 

Cut thread carriage and machine 
bolts, 60 per cent off list; rolled 
thread carriage and machine bolts, 
60 and 10 per cent off list; stove 
bolts, 20 per cent off list; square, 
ee and tap nuts, 60 per cent 
ts) st. 


BUILDERS’ HARDWARE. 

Sash Weights.—Sash weights, $1.75 
per doz. 

Inside Sets.— Square bevel inside 
sets in case lots, $4.50 per doz. 

Butts.—3% in. old copper and dull 
brass butts, 14c. per pair in case 
lots; sand blast, brass finished butts, 
18c. per pair in case lots. 


| DENATURED ALCOHOL AND 
| FREEZE MIXTURES. 


Denatured alcohol in from 1 


| drum lots, 68c. a gallon; in from 5 to 
9 drum lots, 62c. a gallon; in 10 drum 
lots or over, 59c. a gallon; in gallon 
lots, 74c. a gallon; in cases of 10 gal- 


lon lots, 78c. a gallon. 
Note.—There is a charge of 
drum, but this 
| when the drum is returned. 
4 to case, broken cases, 80 a 


full cases, $3.60 a gal.; 1 gal. 


| 6 to case, broken cases, $3.80 a gal.; 


full cases, $3.60 a gal.; 
12 to case, broken cases, $4.00 a 
full cases, $3.80 a gal. 
Ivo.—In one gallon cans, 
gal.; in 2 gallon cans, 3% 


$1.80 a gal. 


FIRE SHOVELS. 


No. 80, 50c.; No. 54, 70c.; 


break, 16 in., $4.55. 
ICE SKATES. 


$1.15 a pair. 


NAILS. 


Common wire nails, $2.85 per 


PYREX WARE. 
Round Casseroles.— No. 621, 
each; No. 624, $1.33 each. 


each. 


ch. 
Round Pie Plates.— No. 206, 
each; No. 208, 50c. each; No. 


73c. each. 

Round Puddin 
40c. each; No. 0 
67c. each; No. 024, 80c. each. 

Square Pudding Dishes.—No. 
67c. each. 


Dishes. — No. 





Reading matter continued on 


amount is refunded 


| Eveready 4 apa gal. cans, 


\% gal. cans, 


$1.85 a 
gallon 
cans, 30 gallon and 50 galloh drums, 


No. 
80c.; No. 56 Galvanized, 85c.; Never- 


Common, 86c. a pair; Nickel Plated, 
$1.22 a pair; Hardened runner, $2.20 
a pair; Ladies, $1.20 a pair; Hockey, 


each; No. 622, $1 each; No. 623, $1.17 
Square Casseroles. — No. 653, $1.17 


Oval Casseroles.—No. 632, $1 each; 
— 633, $1.17 each; No. 634, $1.33 
ea 


60c. each; No. 210, 67c. each; No. 


22, 57c. each; No. 


ANTI- 


to 4 


$6 a 


gal.; 


56, 





ss Is on a High Level—Jobbers 


Have Lowered Tire Prices 


Oblong Bread or Loaf Pans.—No. 
213, 17c. each; No. 212, 60c. each; No. 
14, $1 each. 


RADIO BATTERIES. 


Net price Net price 


each eac 
less unit in unit 
Stock No. pkg. pkg. 
Super B bat., No. 2138. .$3.20 $2.97 
Super B bat., No. 22308. 2.22 2.06 
B batteries, No. 10308.. 2.81 2.63 
B batteries, No. 2308.... 1.88 1.75 
B batteries, No. 5308.... 1.88 1.75 
B batteries, No. 2158.... 1.31 1.22 
B batteries, No. 2156.... 1.31 1.22 
C batteries, No. 2370.... .38 35 
A batteries, No. 6....... 3 


oO. . 514% 
Note.—Nos. 21308, 5308, 2158 and 
2156 are in unit packages of 5; Nos. 
22308, 10308 and 2308 are in unit 
packages of 6; No. 2370 is in unit 
packages of 10; No. 6 is in unit pack- 
ages of 50. 


RADIO TUBES. 


MX199 general purpose tubes, $2 
each; MV199 several purpose tubes, 
$2 each; MX201A general purpose 
tubes, $1.25 each; MX201B general 
purpose tubes, $2.50 each; MX200A 
detector tubes, $3.50 each; MxX240 
high Mu tubes, $2 each; MX112A 
power amplifiers, $2.25 each; MX171A 
power amplifiers, $2.25 each; MX280 
full wave rectifiers, $3 each; MX281 
half wave rectifiers, $7.25 each; 
MxX226 amplifiers, $1.75 each; MY227, 
detectors, $2.50 each. 

These prices are subject to 50 per 
cent discount on Marathon tubes and 
40 per cent discount on Arcturus and 
Everready Raytheon tubes. 


ROLLER SKATES. 


Nos. 4 and 5, $1.35 per pair; No. 6, 
$1.43 per pair; No. 181, $2.65 per pair; 
No. 183, $2.75 per pair; No. 185, $2.75 
per pair; No. 101, $1.32 per pair; Nos. 
103 and 105, $1.37 per pair. 


SCREWS. 


Flat head bright screws, 50, 10 and 
10 off list; flat head blued screws, 50, 
10 and 5 off list; round head blued 
screws, 50 and 10 off list; round 
head brass screws, 40 and 5 off list; 


, bright wire goods, 85, 20 and 5 off 
gal.; list. 
cans, 
SLEDS. 


Fleetwing,—32 in., $11.20 a doz.; 36 
in., $14.00 a doz.; 40 in., $19.50 a doz.; 
45 in., $21.20 a doz.; 51 in., $25.20 a 
doz.; all prices quoted are net. 

Flexible Flyers.—33%4 per cent off 
list. 


STOVE PIPE. 


Security Pipe.—28 gage blue, 6 
in., $14.20 for 100 joints; 28 gage 
polished, 6 in., $20.00 for 100 joints. 

Security Elbows.—28 gage blue, 6 
in., $1.50 a doz.; 28 gage polished, 
6 in., $2.30 a doz. 


VENTILATORS. 
Continental, Defiektair, metal cen- 
ter, No. 87, 8 x 37, $3.00 a doz.; No. 
117, 11 x 37, $4.35 a doz. 
keg. Diamond B, No. 02, $4.80 a doz.; 
No. 2, $5.60 a doz.; No. 3, $6.40 a 
60c. doz.; No. 4, $7.60 a doz. 
WEATHERSTRIP. 
“Wood and Rubber.—No. 0, $16.40 
for 1000 ft.; No. 1, $16.40 for 1000 
ft.; No. 1%, $18.30 for 1000 ft.; No. 
2, $21.00 for 1000 ft.; No. 7, $38.75 
for 1000 ft. 
lic. Wood and Felt.—No. 71, $17.25 for 
209, 1000 ft.; No. 71%, $24.25 for 1000 ft.; 
211, No. 75, $39.50 for 1000 ft. 
Nu Strip.—in 500 ft. reels, $15.75 for 
021, 1000 ft. 
023, Dust Seal.—In 500 ft. reels, $26.75 
for 1000 ft. 
053, Heat Seal.—In 500 ft. reels, $31.00 
for 1000 ft. 
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Hot of the Nail Ke 


Little yarns that others have laughed 
over culled from various sources. As a 
contemporary puts it: “Some of them 
have been copied, the rest will be.” 











“Doctor, how soon do you think I 
shall be well enough to eat things that 
don’t agree with me?” 


“Why did you strike the telegraph 
operator?” the judge asked the pris- 
oner. 

“Well, yo’ honor,” said the culprit, 
“I hands him a telegram for my girl 
an’ he starts readin’ it. So I just 
nachully up an’ hands him one.” 


Mistress: “I’m glad to hear you will 
be staying on with me after you're mar- 
ried. Do I know the lucky man?” 

Maid: “Oh, yes, Mum, it’s your 
son !” 


Maid: “The furniture man is here.” 

Mistress: “I’ll see him in a minute. 
Tell him to take a chair.” 

Maid: “I did, but he said he would 
start with the piano and radio!” 





The old lady was paying a visit to an 
asylum home which she had endowed. 
In the gardens she came across a youth- 
ful inmate fast asleep in a hammock. 

“Why aren’t you working with the 
rest, my boy?” she asked tartly, after 
waking him up. 

“Vm. erazy,” 
answer. 

“But surely crazy people can work?” 
argued the other, pointing to some of 
the toilers. 

“Maybe,” was the reply, “but I ain't 
as crazy as that.” 


came the candid 


First Broker: ‘“What’s ‘companion- 
ate marriage’ ?” 

Second Broker: “Interim security, 
no par, cumulative, free from stock 


“Last night, madam,” said the tour- 
ist at the ancient rural hostelry, “you 
informed me that the Duke of Wel- 
lington once stayed in this hotel. Is 
it a fact?” 

“Tt is, sir,” beamed the landlady, “a 
solemn fact. He slept in the very room 
you had last night.” 

“Was it just the same as it is now?” 

“Just the very same.” 

“Same bed in it?” 

“The very identical bed.” 

“And the Duke of Wellington slept 
in it—he actually slept in it?” 

“Ain't that what I’m telling ye? He 
actually slept in that very bed you ’ad 
last night.” 

“Great Caesar!’ exclaimed the tour- 
ist. “No wonder they called him the 
Iron Duke!” 


Bill Buffalo, a young Indian, sud- 
denly oil-rich, bought a $5,000 automo- 
bile and drove away. The next day 
the young Indian was back at the sales 
agency, footsore and walking with a 
limp, and his head bandaged. This was 
his explanation: 

“Drive out big car; buy gallon moon- 
shine; take big drink; step on gas. 
Trees and fences pass heap fast. Pretty 
soon see big bridge coming down road. 
Turn out to let bridge go by. Bang! 
Car gone. Gimme ’nother one!” 


The argument between Harry and 
Larry was waxing warm. 

“Say!” Harry ejaculated. “Do you 
want me to knock you into the middle 
of next week?” 

“I’d_ certainly . appreciate it,” re- 
sponded Larry, gratefully. “I’ve got 
a date with your girl for Wednesday 


“There!” exclaimed wifey in dis- 
gust. “I knew that overnight friend 
of your’s wasn’t to be trusted. I’ve 
just counted the towels and one of 
them is missing.” 

“Was it a good one?” inquired semi- 
interested hubby mildly. 

“Tt was the best we had. It was the 
one with ‘Grand Hotel’ on it.” 


“How is it I find you kissing my 
wife?” 
“You must be home from work early, 


” 


sir. 


Little Billy crawled out on thin ice 
to rescue a playmate who had broken 
through. 

“Tell us, my boy, how you were 
brave enough to risk your life to save 
your friend,” asked one of the spec- 
tators. 

za 


answer. 


had to,’+ was the breathless 
“He had my skates on.” 


“It’s a fine day,” said the barber. 

“It is,” agreed the little man, who 
was about to be shaved. 

There was a long silence. The bar- 
ber tried again. 

“What party do you favor in the 
coming election?” he asked. 

“The same one as yourself,” said the 
little man. 

This was too much for the barber. 

“Look here, sir,” he added, “how on 
earth do you know what my opinions 
are?” 

“T don’t,” said the customer; “but 








liability, callable at any time.” 





night.” 





you’ve got the razor.” 
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COMING HARDWARE CONVENTIONS 


AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
AND SOUTHERN HARDWARE JoBBERS’ ASSOCIATION JOINT 
ConveNTION, Galveston, Tex., April 7, 8, 9, 10, 11,.1930. 
Charles F. Rockwell, secretary-treasurer, 342 Madison Ave- 
nue, New York City. B 

ARKANSAS RETAIL HARDWARE ASSOCIATION CONVENTION, 
Marion Hotel, Little Rock, May, 1930. Exact date to be de- 
cided later. L. P. Biggs, secretary, 815 Southern Trust 
Building; Little Rock. 

CALIFORNIA -RETAIL HARDWARE AND IMPLEMENT AsSSO- 
CIATION, San Francisco, Feb. 18, 19, 20, 1930. Headquarters, 
Hotel Whitcomb. LeRoy Smith, secretary, 112 Market 
Street, San Francisco: 

HarDWARE ASSOCIATION OF THE CAROLINAS CONVENTION, 
Myrtle Beach, S. C., June 10, 11, 12, 1930. Arthur R. Craig, 
secretary-treasurer 804-6 Commercial Bank Building, Char- 
lotte, N. C. 

IpAHo Retart HarpWARE AND IMPLEMENT DEALERS’ As- 
SOCIATION CONVENTION, Pocatello, Jan. 28, 29, 30, 1930. 
E. E. Lucas, secretary, Hutton Building, Spokane, Wash. 

ILLINoIs RETAIL HARDWARE ASSOCIATION CONVENTION 
AND ExuHIBITION, Hotel Sherman, Chicago, Feb. 11, 12, 13, 
1930. Paul M. Mulliken, managing director, Elgin. 

INDIANA RETAIL HARDWARE ASSOCIATION CONVENTION, 
Manufacturers Building, Indiana State Fair Grounds, In- 
dianapolis, Jan. 28, 29, 30, 31, 1930. G. F. Sheely, secretary, 
911-913 Meyer Kiser Bank Building, Indianapolis. 

Iowa Retart HarpWArRE ASSOCIATION CONVENTION AND 
Exuisition, Hotel Savery and Des Moines Coliseum, Des 
Moines, Feb. 11, 12, 13, 14, 1930. A. R. Sale, secretary, 
Mason City. 

KENTUCKY HARDWARE AND IMPLEMENT ASSOCIATION 
ConvENTION, Brown Hotel, Louisville, Jan. 14, 15, 16, 17, 
1930. J. M. Stone, secretary, 200 Republic Building, Louis- 
ville. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CONVENTION 
AND Exuisition, Grand Rapids, Feb. 18, 19, 20, 21, 1930. 
Headquarters, Hotel Pantlind. Exhibition will be held at 
the Klingman Exhibition Building. A. J. Scott, secretary, 
Marine City. 

MINNESOTA RetTatL HARDWARE ASSOCIATION CONVEN- 
TION, Minneapolis, Feb, 18, 19, 20, 21, 1930. Charles H. 
Casey, manager, 2344 Nicollet Avenue, Minneapolis. 

Misstssipp1 RETAIL HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, White House, Biloxi, June 16, 17, 18, 
1930. Guy Nason, secretary, Starkville. 

Missourt RETAIL HARDWARE ASSOCIATION CONVENTION 
AND Exutsition, New Hotel Jefferson, St. Louis, Jan. 28, 
29, 30, 1930. F. X. Becherer, secretary, 5106 North Broad- 
way, St. Louis. 

MontTANA IMPLEMENT AND HARDWARE ASSOCIATION CON- 
VENTION AND ExuIBiTIon, Billings, Feb. 3, 4, 5, 1930. H. A. 
Caraway, manager of exhibits, Billings. A. C. Talmage, sec- 
retary, Bozeman. 

MounTAIN STATES HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Jan. 21, 22, 23, 1930. Place to be decided 
later. W. W. McAllister, secretary, Boulder, Colo. 

NATIONAL RETAIL HARDWARE. ASSOCIATION CONGRESS, St. 
Louis, Mo., June, 1930. Herbert P. Sheets, Managing Di- 
rector, 130 E. Washington Street, Indianapolis, Ind. 

Tuirp AnNvuat Nationat House FurNiIsHinG ExHu1sit, 
Chicago, Ill., Jan. 19 to 29, 1930. Headquarters Palmer 
House. Warren Edwards, secretary, 105 West Adams 


Street, Chicago, IIl. 
NEBRASKA RETAIL HARDWARE ASSOCIATION CONVENTION, 


Omaha, Feb. 4, 5, 6, 1930. Headquarters, New Paxton Hotel. 
Exhibition at Municipal Auditorium. George H. Dietz, sec., 
414-19 Little Building, Lincoln. 


TERCENTENARY CONVENTION AND EXHIBIT OF THE NEW 
ENGLAND HarpwWARE DEALERS AssocIATION, Mechanics 
Building, Boston, Mass. Feb. 20, 21, 22, 1930. Head- 
quarters, Hotel Statler. George A. Fiel, secretary, 80 Fed- 
eral Street, Boston 9, Mass. ; 

New York STATE RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Rochester, Feb. 4, 5, 6, 7, 1930. Convention 
sessions and exhibition will be at Edgerton Park, Head- 
quarters, Seneca Hotel. John B. Foley, secretary, 510 Hills 
Building, Syracuse. 

NortH Dakota Retait HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Fargo; Feb. 11, 12, 13, 1930. 
Exhibit will be held at the City Auditorium. Charles N. 
Barnes, secretary, Grand Forks. 

Ou10 HARDWARE ASSOCIATION CONVENTION AND EXxHIBI- 
TION, Columbus, Ohio, Feb. 4, 5, 6, 7, 1930. James B. 
Carson, secretary, 315 Mutual Home Building, Dayton.” 

OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIATION 
ConvENTION, Oklahoma City, Jan. 28, 29, 30, 1930. Chas. L. 
Unger, secretary, 207-208 Bloomfield Bldg., Oklahoma City. 

OreGoN RETAIL HARDWARE AND IMPLEMENT DEALERS, 
ASSOCIATION CONVENTION, Portland, Feb. 11, 12, 13, 1930. 
E. E. Lucas, secretary, Hutton Building, Spokane, Wash. 

Paciric NorTHWEST HARDWARE AND IMPLEMENT AsSO- 
CIATION CoNvENTION, Spokane, Wash., Feb. 5, 6, 7, 1930. 
E. E. Lucas, secretary, Hutton Building, Spokane, Wash. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE As- 
SOCIATION, INC., CONVENTION AND EXHIBITION, Atlantic 
City Auditorium, Atlantic City, N. J., Feb. 11, 12, 13, 14, 
1930. Sharon E. Jones, secretary, 610 Wesley Building, 
Philadelphia. 

SoutH Daxkota RetTaiL HarpwARE ASSOCIATION CON- 
VENTION, Sioux Falls, Feb. 4, 5, 6, 1930. Charles H. Casey, 
manager, 2344 Nicolett Avenue, Minneapolis. 

SouTHERN CALIFORNIA RETAIL HARDWARE ASSOCIATION 
CoNVENTION, February, 1930, exact date and place to be 
announced later. H. L. Boyd, secretary, Spring Arcade 
Building, 541 South Spring Street, Los Angeles. 

SouTHERN HarpWARE JoBBERS’ ASSOCIATION AND AMERI- 
cAN HarpwARE MANUFACTURERS ASSOCIATION JOINT CON- 
VENTION, Galveston, Tex., April 7, 8, 9, 10, 11, 1930. Sidney 
St. J, Eshleman, secretary, Hibernia Bank Building, New 
Orleans, La. 

SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT As- 
SOCIATION CONVENTION, comprising the state associations 
of Alabama, Florida, Georgia and Tennessee, Atlanta, Ga., 
May 13, 14, 15, 1930. Walter Harlan, secretary, 701 Grand 
Theatre Building, Atlanta. 

Texas HARDWARE AND IMPLEMENT ASSOCIATION CoN- 
VENTION AND Exuisition, Houston, Jan. 21, 22, 23, 1930. 
Dan Scoates, secretary, College Station. 

VircIN1ia RETAIL HARDWARE ASSOCIATION CONVENTION, 
Richmond, Feb. 13, 14, 1930. Thos. B. Howell, secretary, 
Richmond. 

West VIRGINIA HarpWARE ASSOCIATION CONVENTION 
AnD Exutsition, Huntington, W. Va., Jan. 21, 22, 23, 1930. 
James B. Carson, secretary, 315 Mutual Home Building, 
Dayton, Ohio. 

WESTERN RETAIL IMPLEMENT AND HARDWARE ASSOCIA- 
TION CONVENTION, Kansas City, Mo., Jan. 21, 22, 23, 1930. 
H. J. Hodge, secretary, Abilene, Kan. Western Hardware 
Show in connection; L. W. Shouse, Kansas City, Mo., in 
charge. 

WIsconsIN RETAIL HARDWARE ASSOCIATION CONVENTION 
AND Exuisition, Auditorium, Milwaukee, Feb. 4, 5, 6, 7, 
1930. B. Christianson, secretary, Stevens Point. G. W. 
Kornely, exhibit manager, 1476 Green Bay Avenue, Mil- 


waukee. 
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'GRIFFIN| J 
HINGES | J 





No. 220 


All you can possibly 
seek in sturdy, prac- 
tical quality, precise 
uniformity and su- 
perior finish—is em- 
bodied in the entire 
line of GRIFFIN Hinges 
and Butts. 7 7 +7 + 





Manufacturing Co 


ERIE, PENNSYLVANIA 
veh ang 


t. 
Chicago, 858 W. Randolph Warren S 


Boston, 76 laa 
San Francisco, 703 Market St. 








When You 
Want "Em 
Tight, Say 
“Reading | 


Reading Cut Nails are made for 





just one purpose—fo grip tighter 
and to hold longer than any other 
type of nail! That is why Reading 
Cut Nails mean greater satisfaction 
and economy when used for roof- 
ing, sheathing, casing, flooring, 
and in the countless other places 
where superior durability and 


holding power are required. 


We'll be glad to place in your 
hands, without obligation, our 
attractive Cut Nail Sample oie cRuP 
Card, showing various sizes of NAILS 


Reading Cut Nails. Just fill 


out the coupon below. 





READING IRON COMPANY 


Reading, Pennsylvania 


Theyll stay tight | 
PE ENTLY 















Atlanta Houston 

Baltimore Pittsburgh 

Boston Tulsa : 
Buffalo Seattle : inne : 
Chicago Los Angeles vind { 
Cincinnati Cleveland ‘ 

Detroit San Francisco R 2 A Di N G 
New York Philadelphia 

St. Louis New Orleans CUT NAI LS 
Fort Worth Kansas City 





READING 
<UT NAILS 


READING IRON COMPANY, Baer Building, Reading, Pa. 
Please send me your Reading Cut Nail Sample Card and catalog. 























88 HaRpwareE AGE for DECEMBER 5; 1929 _ 








WATERBURY 
PEERLESS BRAND 


Made in the following Grades: 


WHITE LABEL, BLUE LABEL, 
RED LABEL, BROWN LABEL, 
GREEN LABEL 


Explanation of Grades 


WHITE LABEL for Springs. 
BLUE LABEL for Musical Instruments will 


swage and loop; this wire has a very high 
breaking strain. 


RED LABEL for cutting wires, mild in 
temper, will swage and loop. Is used prin- 
cipally for soap, dough, butter and brick 
cutting. 


BROWN LABEL for treble strings on 


pianos; spinning wire and short bend springs. 


GREEN LABEL mild tempered for dental 


and surgical instruments. 


Put up in 4, %, 1, 5 pound and catch weight 
coils or 1, 5 and 25 pound spools. 


Write Dept. M for descriptive matter. 
Manufactured by 


Washburn Wire Company, Inc. 
550 East 118th St., New York, N. Y. 


KKKKKKKKMKAMANANNNHNHHHH HHH HHH HHH HHI HI I II IHN 











Wholesale and Retail Trade Shows 


Substantial Increase 


Both wholesale distribution and retail trade increased 
in September and for the first nine months of the year, 
according to Federal Reserve Board reports, recently 
released, which offer considerable encouragement as to 
the business situation in view of the collapse of the 
stock market and its feared effect on commerce and 
industry as a whole. 

“Department store sales for September were 2 per 
cent larger than in the corresponding month a year ago, 
according to reports to the reserve system by 523 stores 
in 229 cities,” the board’s statement said. ‘‘For the first 
nine months of 1929 sales were 3 per cent larger than 
in the same period last year. 

“Inventories of the reporting department stores at 
the end of September were at about the same level as a 
year ago.” 

For the nine months’ period there were decreases of 
less than 1 per cent in the Philadelphia district, 1.6 in 
the Atlanta district and 2 per cent in the Minneapolis 
district, others showing the following gains: Boston, 
0.7 per cent; New York, 4.9 per cent; Cleveland, 3.2 per 
cent ; Richmond, 3.1 per cent; Chicago, 4.8 per cent; St. 
Louis, 2.8 per cent; Kansas City, 3.3 per cent; Dallas, 
0.2 per cent and San Francisco, 2.5 per cent over the 
corresponding period of last year. 

In September there were slight losses in the Philadel- 
phia and Dallas districts as compared to the same month 
a year ago, and gains in all other districts, headed by 11.4 
per cent in St. Louis. 

“Wholesale distribution increased during September 
by less than is usual at this season,” the board said. 
“The largest increases over the previous month were in 
the sales of meats, hardware and furniture, while de- 
creases were reported by distributors of dry goods, men’s 
clothing and boots and shoes. 

“Sales in September were 2.7 per cent larger than for 
the corresponding month of 1928, increases being re- 
ported for all lines of trade, except meats, which showed 
smaller’ sales. 

“Sales of agricultural implements during September 
were in larger volume than a year ago, but showed 
somewhat smaller sales than during the previous month 
of August.” 

As compared to August, men’s clothing sales de- 
creased 10.9 per cent, dry goods, 1.8 per cent and boots 
and shoes, 0.8 per cent, while increases were as follows: 
Groceries, 1 per cent; meats, 6.5 per cent; hardware, 
6.1 per cent; drugs, 2.5 per cent and furniture, 11.1 per 
cent. 

Compared to September, 1928, sales were 1.7 per cent 
less for meats, with increases as follows: Groceries, 2 
per cent; dry goods, 3.8 per cent; men’s clothing, 1.5 
per cent; boots and shoes, 17.3 per cent; hardware, 5 
per cent; drugs, 4.2 per cent and furniture, 3.2 per cent. 
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Tu be selling 


these three mowers € 
again in 1930!” 


SAYS THE Old Gardener 


y 
~ 







The famous 
PENNSYLVANIA 
Junior, Ball Bearing 


Once more the famous Old Gardener and the 
three equally famous PENNSYLVANIA Quality 
Lawn Mowers pictured here will be shown in all 
our national advertising. Next spring, when this 
advertising is being read by thousands upon thou- 
sands of mower users, that FREE life-size cut-out 
of the famous Old Gatdener will be a real sales- 
man for you in your window or store. 


If you don’t have one of these attractive cut- 
outs, write for one today and, in any event, ask us 
now for our FREE package of 1930 “Dealer 
Helps.” In writing, please mention your jobber’s 
name and the names of the PENNSYLVANIA 


brands you carry. 





PENNSYLVANIA LAWN MOWER WORKS 
1615-35 North 23rd Street, Philadelphia, Pa. 


DENNsevaN] 


LAWN avANIA 








The SUPER at Soe 


jean. a earin B.B. ly, 16- 
(Roller Bearing Wheels ineh. Retail price, $16.50 
at Philadetphia 

























































troduction of 
the new selector con- 
tainer for small drills, thou- \& 
sands of dealers say the package 
and counter display carton has lifted 
small drills to the top of the fast-selling 
column and every sale means nearly eight 
times the old profit! 
Order a carton today! 


Carbon Steel— Carton No. 260 
High Speed Steel—Carton No. 570 


The TWIST DRILL 
COMPANY 
CLEVELAND i 
NEW YORK: CHICAGO- LONDOR i 
SAN FRANCISCO 


ta 








a 





I 
————— 
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Mayhew Flexible Steel Rule 


This flexible steel rule combines the 
rigidity of a yardstick with the flexibility 
of a tape or chain. It is a 72-in. rule, 
graduated into 1/16ths of an inch and is 





FLEXIBLE Riaip 
RuLe 


compactly contained in a closed, dust and 
dirt proof polished nickle-plated case. 

The Mayhew steel rule can be propelled 
from its case automatically by pressing a 
trigger or it can be extended manually. Of 
the features: claimed for this product by 


the manufacturer, Mayhew Steel Products, | 


Inc., Shelburne Falls, Mass., are: One- 
hand operation, lies flat on flat surfaces, is 
securely anchored in case to prevent loss, 
and the case has no projections to catch in 
pockets, etc. 

A lithographed four-color display stand 
is available. 


Stanley’s New Hole Saws 


A line of hole saws, made in sizes for 
cutting holes from 34 to 3% in, in diam- 
eter has been announced by the Stanley 
Rule & Level Plant, New Britain, Coun. 

The blades in these saws are made of 





high speed steel, designed to be easily and 
quickly replaced in the holder. Only one 
mandrel is necessary for all sizes of saws. 
The manufacturer states that the saws are 
especially adapted for automotive, plumb- 
ing, and electrical work. 





Improved Goodwin Grass Shear 


In announcing to the trade the 1930 
model Goodwin grass shear, Wheeler Metal 





Products Corp., 1637 Collamer Ave., East 
Cleveland, Ohio, calls attention to new and 
improved features. 

The blades of the new grass shear are 
made of a high-carbon steel, % in. thick, 
heat-treated, bevelled and ground. They 


have been designed for cutting fine grass | 
| or coarse stalks with equal ease. The ball- | 
| bearing action has been retained. An addi- | 
tional thrust-bearing between the heel ends 
of the blades has been incorporated to keep | 
| the blades in alignment and to prevent 
binding. 

The grass shears are finished in orange, 
in two sizes. 





Till-Top Machinists’ Chest 


Seven drawers are provided in the new 
till-top machinists’ chest offered by the 
Mid-West Mfg. Co., Chicago, Ill. This 
chest is covered in either quartered oak 
or leatherette. Kiln-dried lumber is used, 
and the unit is trimmed with good hard- 
ware, with corners of heavy steel, brass 
or nickel plate. 

Two keys are furnished with the cylin- | 
der lock and strong safety catches are pro- | 











vided. The leather handle is reinforced 
with a steel rod running through the cen- 
ter and securely riveted to the chest. 

The hardwood drawer slides are grooved 
and glued into the sides and are built to 
carry weight. The five-piece countersunk 
door has a felt-covered center and slides 
under the bottom drawer when the chest 
is open. 

All drawers are lined with green billiard 
felt and have three-ply panel or galvanized 
metal bottoms. This chest is a unit of the 
Majestic line made by the Mid-West or- 
ganization. 





‘ 


Carlisle Combination Saw 


The Carlisle “Whirlwind” combination 
saw has a table top 12 by 16 in. and stands 
10 in. high from base to top of table. This 
table top can be raised and lowered, making 





a cut up to 2% in. A %%-in. mandrel runs 
in solid bronze bushings and has a lubri- 
cation capacity for 200 to 300 working 
hours. An 8-in. combination saw blade is 
standard equipment, together with a 12-in. 
ripping fence, adjustable mitre cut-off gage, 
6-in. sanding disk, 5 in. by ™%-in. emery 
wheel and a %4-hp., 60-cycle motor operat- 
ing on 110-volt current. Carlisle Mould 


| ner. 
| an inch are read directly from the small 








Works, Millville, N. J. 


Two New Precision Tools 


With micrometer caliper No. 24, thou- 
sandths of an inch are read from the 
barrel and thimble in the regular man- 
The readings in ten-thousandths of 


lower thimble. 
No. 24 is of simple construction and 
has no gears or intricate parts to get out 





of order. It has a range of from 0 to I 
in. by ten-thousandths and reads the ten- 
thousandth parts of an inch direct. 
3rown & Sharpe Mfg. Co., Providence, 
R. L., manufacturer of this tool, has also 
placed on the market a new micrometer 
which is especially adapted for use in 
the automotive service shop where its 
range, 0 to 4 in., by thousandths of an 
inch, includes practically all automobile 
parts requiring close measurements. The 





No. 54 micrometer has four interchange- 
able anvils, which make it a micrometer 
caliper, capable of doing the work for 
which four micrometers were formerly re- 
quired. 


The Yale Junior Padlock 


This solid forged steel padlock is cad- 
mium finished. The manufacturer states 
it cannot be opened with a skeleton key. 
The Yale Junior No. 123 padlock has 
neither rivets nor seams in its case; it has 








an attractive hammered effect and a hard- 
ened steel shackle, % in. in diameter. 

The padlock has a double-warded con- 
struction. An interlocking tube contains 
key mechanism and the bolt of the lock. 
There are 20 different key changes. Two 
nickel-plated steel keys accompany each 
padlock, which is individually packed. 

The Yale & Towne Mfg. Co., Stamford, 
Conn., manufacturer of the item, has pre- 
pared a display carton for the padlock, 
which should help increase sales. 
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CONFUSION 


Another Good Seller for You 


The Standard Drill Holder and Gauge 


needs as easily as a smoker picks out a cigarette from the 


HERE once was confusion in the mechanic’s shop is 

now neatness and order with the Standard Drill Holder package. 

and Gnage. Display this Drill Holder and Gauge well on your counter and 
No more lost time in hunting for this or that drill. No more watch how it attracts the eye of almost every mechanic. This 
fussing and fuming. The mechanic picks out the drill he easily secured interest will lead to orders. 


New York: 94 Reade St. Fredk. Pollard & Co., Ltd., London 


cicen se. THE STANDARD TOOL (0. “Sn ie 


Washington Blvd. 
CLEVELAND 








WhenYouThink Pruning Shears 


Do You 
Think 18 Different Styles of 


Pruning Shears 


IC 
CRON K | Whether it be light shears for fine work, or big 
husky shears with wooden handles and extra 


heavy forged steel blades for heavy work, or 
small, slender shears for grape vines and trim- 
ming purposes, Cronk has them. 





The Cronk line of pruning shears is the most 
complete on the market, embracing a type for 
every pruning requirement. You can order 
these shears thru your jobber—or write to us 
for complete catalogue of our hardware line. 


We also make Potter & Swineford Products. 


CRONK & CARRIER MFG. CO. 


100 Schuyler St. Montour Falls, N. Y. 








x 


REVERSE 






si0E 


Ss 


CRONKS—WOOD HANDLE PRUNING SHEARS 
Designed for extra heavy duty. Steel ferrule. Lock 
nut. 

No. 912 No. 10 No. 11 No. 12 

26” 26” yg 36” 
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35555665060 6606606060060 
The PIKE Stropper 
An Ideal Holiday Gift 


Retails at 
$1.00 


When men: and women, 
boys and girls start Christ- 
mas shopping—show them 
this PIKE Stropper. 

Think of all the safety 
razors and blades bought 
for Christmas gifts. 
Every shaver needs a 










Strop 

vo good blade sharpen- 

with _ er. There’s none like 

straight the PIKE. It gives 

razors 

if de- the correct barber’s 

sired. diagonal stroke— 

AUTOMAT.- 

ICALLY—strops most flat 
safety razor blades, also 
Durham Duplex blades. 
Its Specially Prepared 
NEWSHELL Strop puts a 
keen edge on a blade in a 
jiffy. 
The BLADE HOLDER is 
a wonder — it not only 
handles ALL the leading 
popular flat blades, but 

Ahead of keeps them in _ positive 

them ALL. stropping position. Strop is 


FULL SIZED. 


Packed in individual cartons 
—one-half dozen cartons in 
a Counter Display Stand. 
Order early. 


The PIKE reputation backs 


every sale. 


If Your Dealer Cannot Supply You— 
Write Us. 


Pike Manufacturing Co. 


PIKE pike, New Hampshire, U. S. A. 





Manufacturers of sharpening stones 
and specialties for over 100 years 


90000060006 660600066 














The Year Around Tool 









THE 
CHENEY 
GRINDER 


A rugged grinder which is well adapted for the 
hard usage which the farm and repair shops de- 
mand. Also useful for the smaller jobs because 
of its compact design. 


Model shown is Type 6-B 


Catalogue and prices sent on request 


S. CHENEY & SON 


MANLIUS, N. Y. 

















MEET THE DEMAND WITH THE FINEST 


PRESIDENT 
THE MOST POPULAR 
PROFESSIONAL CLI 
Highest quality throughout. 
Sizes 1-0A-0-00-000-0000. 







For barber shops, beauty parlors and the great number of people who now 
buy hair clippers for home use, the OSTER line offers dealers unusual 
opportunities for sales and profits. 

Thé OSTER Hair Clippers have earned the confidence of clipper users. 
The remarkable quality, the simplicity of operation, the very fine performance 
has extended the OSTER Hair Clipper reputation everywhere. 

Start the New Year right! 

ae a supply of OSTER Hair Clippers today and enjoy an all year 
sale. 


Literature and discounts sent on request 


Model ‘‘H’’ Clipper, Large Tor- Model ‘“‘D’’ Clipper, So. Pe 
sion Type. A Leader Hverywhere. Professional Type. 
Sizes 0-00-000. DEMAND. _ Sizs 0- 40. MOO. ‘000, 





JOHN OSTER MANUFACTURING COMPANY 


RACINE WISCONSIN 
“Not the oldest manufacturer, but the leader” 
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CUTLERY 














MERCHANDISING IDEAS « =: 








NEW ITEMS | 











A New Shear Display Cabinet 


This attractive display cabinet, which is 
finished in red, contains four pairs each 
of 6, 7 and 8-in. shears. Two shears are 
displayed in the tray and the remainder 
are in the drawer. 

The cabinet No. 5040 contains ‘“Ever- 
sharp” straight trimmer shears with nickel 
plated blades and maroon enameled han- 








dles. Each shear is fitted with an auto- 
matic steel spring said to guarantee easy 
cutting. Eversharp Shear Co., Bridgeport, 
Conn. 


Framing a Cutlery Display 
With Black Velvet and Gold 


Here’s a display idea that has worked 
well for many dealers who from time to 
time have used it to feature a single cutlery 
item, such as a carving set, high price razor 
or stropper. 

Secure a gilded picture frame without 
glass or back. Prop it up in the selected 
display space—small window, case, counter 
—so that it slopes slightly backward. Take 
a small box or low display pedestal and 
center it on the floor or counter about a 
foot in the rear of the frame. 

Then tack black velvet or similar ma- 
terial to the sides and top of the frame, 
draping it from the front, back over the 
display pedestal and allowing the end to 
come out over the bottom of the frame, 
extending slightly to each side. This forms 
a horn-like background. 

With the featured item on the covered 
pedestal standing out against the black and 








go!ld background, a most appealing and at- 
tractive display is secured. An amber spot- 
light directed on the display will improve 
it. Ifa spotlight is not available, a flash- 
light or ordinary lamp bulb can be used to 
focus attention and bring out the high 
points of the item against the deep black 
background. 


Probak Safety Razor Blade 


A new type safety razor blade, known 
as the Probak, has been placed on the mar- 
ket recently by Autostrop Safety Razor 
Co., 656 First Avenue, New York, N. Y. 

Chief among the features claimed for 
this new blade, which will fit any double- 





edged safety razor, are its “butterfly” chan- 
nels, allowing for the distribution of the 
stretch in the steel over an even surface 
and keeping the edge of the blade out of 
the range of the stretch. 

The blade is said to be 17 per cent 
heavier than the average blade, bends with- 
out distorting, and is made from a special 
process steel. The Probak blade is pack- 
aged in two quantities—five and ten blades 
in a package. 














Pocket Knives for Gifts 
In Demand at Christmas 


Thousands of pocket knives will become 
Christmas gifts on Dec. 25. Both ‘pen- 
knives and heavier service patterns will be 
highly valued and considered most accept- 
able by every man. 

Among the popular pocket knives which 





are very serviceable yet are not bulky and 
do not weigh down a pocket are those 
knives in the “Congress” class. These have 
a bent handle and enjoy best demand in 
the southern States. 

It is believed that the term “Congress” 
was adopted many years ago, due to their 





being used by many Congressmen for cut- 
ting their plug tobacco with the broad, 
pointed blade. °* 

The “Lobster” pattern knives are also 
popular. They have received this name due 
to their broad, flat back, similar to that of 





a lobster. These knives are not capped and 
usually have a nail cleaning blade in the 
back. 

Among the heavier knives, the “Jack” 
patterns enjoy a constant demand. They 
are typically American knives, and are 
known for their heavy caps and blades, and 
general rugged construction. Their two 
blades are usually pivoted at the same end. 
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Nagell Displays All Cutlery Lines 


A very complete cutting line is shown in this recent 
display arranged by Earl W. Whiting for Nagell Hard- 
ware Co., Inc., 619 Marquette Avenue, Minneapolis, 
Minn. 

Pocket and kitchen cutlery, game shears and shaving 
supplies, scissors and shears together with strops, safety 


razors, knife sharpeners and barber’s shears were care- 
fully arranged to give each line maximum display in 
a minimum of space. 

The kitchen cutlery, apparently falling out of the 
barrels, was an important feature which helped this 
display stimulate sales in Nagell’s cutlery department. 





ITS TIME TO BUYCILLETTE BLADES 





Safety razor blades are an important part of the cutlery department in the retail store of Smith-Winchester Co., 
Jackson, Mich. This display boosted the normal sale of safety razors and blades. The company stocks fourteen 
different brands of razor blades and enjoys a good turnover 
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The 


Weighmaster 


HANSON — = 


Automatic : Scales 


HANSON SCALE CO. 
Established 1888 
523 N. Ada St., Chicago 
Makers of Health, Kitchen, Utility, Diet, 


Postal, Nursery, and Dairy Scales, Hang- 
ing Balances, Scoops and Attachments. 


Kitchen Scale 
No. 1170 








Use in a Gillette Type 
Holder 


Recognized 











Leader in 


the Razor Blade Field 








Quality never varies because 
the Sandviken steel from 
which they are made never 
changes. Razor blade experts 
grind, hone and finish these 





Send 


for blades—and that is a final 
guarantee of quality. 
Package = 7 y 
of Radium Blades are economical 
—cost»is less per shave—that 
Blades pleases customers and_ in- 


creases sales. 





Made by the Radium Cutlers 


OTTO ROTH, Ine. 


Distributed by 
WIEBUSCH & HILGER, Ltd. 
106 Lafayette Street, New York 














The Gem Sells Itself 


With This Display 


on Your Counter 


H E customer 

who comes in 
to purchase other 
things pauses to 
buy a Gem or Gem, 
Jr. The Gem dis- 
play means extra 
sales. 








All customers like 
these handy nail- 
Se cia er ik clippers. because 
HANGRAILS they trim nails and 
hang-nails perfectly, 
and work easily 
with either hand. 





Gem 50c. 


The only nationally advertised nail clippers. Copy ap- 
— regularly in The Saturday Evening Post, Collier’s, 
and Judge. 
pn Transparent Du Pont “Cellophane” 
= protects them from rust, dust and 
tarnish. 
The convenient prices—35 and 50 
cents—appeal to every customer. Get 
a Gem display from your jobber to- 
day, and catch those extra sales. 


THE H. C. COOK*GQ., Ansonia, Conn. 














r Fletcher “QUICK TIP” goc==== 
e& Naw) Holder Ste b 


THE NEW TYPE CUTTER 


A MONEY SAVER A TIME SAVER 
STANDARD “PATENTED” MECHANICALLY 
DESIGN SOUND 
Cry =a 


A WHEEL FOR EVERY PURPOSE 


Prices and samples on request 





Territory open for responsible salesmen call- 
ing on the Hdwe., Paint and Glass Trade. 














The Little Green Cutters REFILLS | 
No. 01 General Cutting 
FLETCHER C= No. 04 Plate Glass 


GOLD TIPS No. 06 Opalescent Glass 

New York Office Factory Mid West Branch 

J. Palmer White, The Fletcher-Terry Co. Lloyd E. Jennings 
258 Broadway Forestville, Ct. Findley, Ohio 


























Increase Your Sales on 


OYSTER KNIVES 





Providence Style (Long and Short), Short Style Shown 


Stock, Recommend and Sell Ovster Knives bearing the blade 


insignia 


R. MURPHY 


Since 1850, nearly 80 years ago, this name has stood for highest 
quality, fair prices and absolutely satisfactory knives. Made in 


B 


patterns to meet the needs of oystermen everywhere—Seattle, 
oston, Providence (long and short), New Haven, Crisfield and 


New York patterns. Write for complete catalog of these and all 


I 


t. MURPHY STAY SHARP KNIVES. 


ROBERT MURPHY’S SONS CO., Ayer, Mass. 


Established in 1850 
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| m2 “BIG PROFIT” somser 


Jobbers have multi- 
plied their 1928 sales 
in scissors and shears 
with this modern as- 
sortment of “IVORY- 
TONE” shears in its 
novel display cabi- 
net. Note retail offer. 





THE POPULAR 


50c 


SELLER 
This original and prac- 
( tical cabinet grips each 
Shear securely until re 


leased by the purchaser. 
Cae Semmes Be SE eee, easteaiiy, He, 100 


Assortment contains 1 dozen famous Oval brand “Ivory- 

tone” lacquered (4 ea. pink, white, blue) shears, 6”, 7”, 

8” sizes. 

pap RETAILERS can place an original order for 
Herd CABINET to be billed through their 
obber. 


SALES PHOTOS FREE TO JOBBERS 


THE ACME SHEAR ©: 


100-800 Hicks Street 
BRIDGEPORT, CONNECTICUT 





’ 





| 








CHRADE ()AFETY 

Vatky( >} ome sone 
Wy) 

Finger nr BR 


Push the button and the blade opens auto- 
matically. Safety slide locks the button with the blade 
open or closed. DOUBLE-LOCKED—the only Safety 
Knife that is actually Double Locked. It requires two 
motions to unlock and open the knife—therefore safe, 
both conveniently done with one hand. 


rmaoe FVERLASTINGLY SHARP nas 
Manufactured ly by 


SCHRADE CUTLERY CO. Walden, N. Y. 
Also manufacturers of a complete line 
of Schrade regular type pocket knives. 

Send for Cataleg E. Factories: Walden, N. Y.—Middletewn, N. Y. 

















One Billion Razor Blades Used a Year 
by Forty Million American Shavers 


The festive whisker costs American users of safety 
razors more than $130,000,000 annually, not to speak 
of the expenditure of 606,666,000 hours of their time, 
according to H. J. Gaisman, head of the Auto Strop 
Safety Razor Co., Inc., New York, N. Y., in a recent 
address before a meeting of razor manufacturers. 

But—by shaving themselves, Mr. Gaisman figures, 
American men are in reality affecting a savings in barber 
bills of several times $130,000,000. It figures out like 
this: ‘ 

“In round figures, 40,000,000 American shavers use 
up 1,200,000,000 safety razor blades every year,” ex- 
plained Mr. Gaisman. That means that every man uses 
an average of 30 blades. The forty million shavers pay 
about $72,000,000 for the blades they use, plus $60,000,- 
000 for soap, shaving cream, talcum and soothing prep- 
arations, making the total expenditure $132,000,000. 


R. Murphy Line of Temperite Knives 


The “Temperite” line of stainless steel kitchen knives, stain- 
less steel grapefruit knives and putty knives has been placed 
before the trade by Robert Murphy’s Sons Co., Ayer, Mass. 

The kitchen and grapefruit knives are highly finished. The 
kitchen knives have ebonwood and coco-bolo handles, while the 
grapefruit knives have coco-bolo handles only. These knives 











[STAINLESS KITCHEN KNIVES | 


ROBERT MUBPHY'S SONS CO AYER. MASS. EST.18S0° 























have a curved blade, with both edges saw-toothed, so that the 
fruit can be prepared at the table. The putty knives have stiff 
or elastic blades. 

The manufacturer states that the items in this “Temperite” line 
have been specially tempered, uniformly hardened, individually 
hand honed, and having a blade drilled and pinned after being 
driven in the handle, eliminating looseness. 


U. S. Radio Stations Most Powerful 


The United States not only has more broadcasting 
stations than all the rest of the world combined, but its 
stations are far more powerful than those of any other 
country, states J. E. Smith, president of the National 
Radio Institute, Washington, D. C. A number of 
American stations have as high as 50,000 watts power, 
and the nearest approach to that is the Government- 
owned station RAl in Moscow with 40,000 watts power. 
The British broadcasting stations are far down the list 
—the most powerful one having only 25,000 watts. 
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How a Retailer Uses an Unusual 
Cutlery Guarantee 


HE following guarantee on pocket cutlery is placed 
prominently on the display case by the Sedalia Cash 
Hardware Co., Sedalia, Mo. 





Guarantee on Pocket Cutlery 


We guarantee to cut hard wood only. 

They are not guaranteed against breaking while 
cutting apples, stirring mashed potatoes, whittling 
on match sticks or getting dull from opening cans 
or scraping plows or spark plugs. 

Broken blades and broken handles are not sub- 
ject to return under any circumstances as these 
knives are sold to be used as knives; not as screw 
drivers, hammers or pinch bars. 

When your knife is half worn out—don’t break 
the blade or handle thinking you will get a new 
knife. 

Because you will be fooled. 











Independent Retailers Have Been Asked 
to Furnish Data on Chain Store 
Competition 


In connection with the-chain-store inquiry which the 
Federal Trade Commission is conducting pursuant to a 
Senate resolution, retail dealers throughout the country 
are being asked to furnish information in considerable 
detail under the following headings : 

(1) General information. 

(2) Character of business and method of conduct- 

ing it. 

(3) Cooperative and pool buying. 

(4) Competition. 

(5) Competitive lines. 

(6) Financial results. 

Under the head of “Competition,” each retailer is 
asked to state the number of directly competing stores 
in his neighborhood, independent or chain, at present and 
in a previous year, and in what respect his store has 
been favorably or unfavorably affected by increasing 
competition. A comparison of his prices with com- 
peting chains on advertised and unadvertised articles is 
called for. The extent to which advertisers or whole- 
salers are assisting retailers or furnishing service or 
dealer helps is also asked. 

Each retailer is asked to list, in the order of impor- 
tance, the following methods actually employed by him 
which he has found of value in maintaining his volume 
of business and profit against competition: Credit, de- 
livery service, leaders, window and counter display, co- 
operative buying, newspaper advertising, handbills and 

dodgers, street car cards, low prices, high quality, spe- 








Now is the time 
to display Holiday 
Cutlery Gift Items 


‘AS 





J. A. HENCKELS 


TWIN WORKS 
SOLINGEN, GERMANY 


World famous for 
Fine Cutlery since 1731 


J. A. HENCKELS, Ine. 
NEW YORK 











cial sales and other specific methods. 





g EDLUND % 
& EGG BEATER 


Made by the Manufacturers of 
EDLUND.-CAN OPENERS 


Easy to operate— 
smooth running—beats 
freely. Unusually 
strong—precision 
made —a_ guaranteed 
product. A quality item 
at a popular price. At- 
tractively made and 
packed for quick re- 
sale. 
Write for 
prices and samples 





Other lines include the famous 


EDLUND ‘si8* CAN OPENERS 
EDLUND JUNIOR 3 "0UgEHoLo 


EDLUND COMPANY 


BURLINGTON, VERMONT 
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STAR HEEL PLATES 
“PIONEER BRAND” 
They have stood the test for over 25 years, and have 
been and always will be superior to other brands. Why? 
Because they are made of the very best annealed malle- 
able iron and are larger and heavier than other brands. 


Send us your order today. 


No. 6 
No. 5 
No. 4 
STAR. 
WAY No. 3 
“= STAR R 
MS: No. 2 
No. 1 
No. 0 





These illustrations are % sise. 


STAR HEEL PLATE CO. 


LOUIS SACKS, Inc. 
Newark, N. J. U. S. A. 


























RATCHET 


SCREW DRIVER 
SETS 


. Interchangeable blades of finest oil 
tempered tool steel. 


2. Each set packed in display gift con- 
tainer. Ideal for the Christmas 
trade. 


3. Junior size [overall length 6 in.] for 
places hard to get at. Junior set in- 
cludes 3 screw drivers, ratchet, awl 
and handle. Packed in same display 
gift container. Retails for $2.50 


ORDER YOUR SUPPLY FOR 
THE CHRISTMAS TRADE NOW! 
FROM YOUR JOBBER 
EEE 


Heavy duty set. t b 
Length 10-in. Manufactered by 


Includes 4screw = NEMCO ENGINEERING COMPANY 


drivers, ratchet, 
awl and handle. GRAND RAPIDS, MICHIGAN 


ene oetee Makers of fine tools since 1918 


$2.75 


_ 





NEMCO JUNIOR 











The New Era 
(Continued from page 63) 


great chains, of course, finance themselves in New York. 
They certainly are not financed by the bankers through- 
out the country. Such being the case if this ideal condi- 
tion as outlined should come to pass in Columbus, there 
would be no banks, because there would be no one to 
whom the banks could loan money. We therefore would 
find Columbus consisting of just three classes of citizens 
—manufacturers selling 85 per cent of their goods to 
the chain stores of Columbus; the chain stores selling 
these goods to the consumers of Columbus, and then we 
would have left the consumers of Columbus, but how 
many consumers would be left in Columbus to buy the 
goods? 

We might even draw a picture of employees of chain 
stores doing business with each other, or we might draw 
a picture of a trade war that might start between two or 
three of these chain stores that would lead to one power- 
ful chain swallowing up all the rest. Therefore the 
various manufacturers in Columbus would all find 
themselves with one customer, but outside of the farmers 
in the surrounding district, where would the customers 
of this new era city come from? 

These were the thoughts that passed through my mind 
as I listened to these various addresses, and when I 
rose to speak, discarding my carefully prepared manu- 
script, which was published in the HaRpwarE AGE of 
last week, I spoke without notes on my idea of this 
new era in business. I did go on to say that in a line 
of business, very familiar to me, there was one manu- 
facturer who sold no goods to mail order houses or chain 
stores. He sold his goods only through the jobbers and 
the independent retail trade. Notwithstanding all that 
has been said of the passing of the jobber and of the 
passing of the independent retail dealer, the records of 
this one industry, one of the leading industries in the 
country, indicate that this one manufacturer distributes 
more ggods in his line than any other manufacturer in 
the same line. In some of their departments they ac- 
tually manufacture and distribute more goods than all 
of the other manufacturers in the same line combined. 

I made this statement simply to cheer up those who 
had been gathering the idea that the jobber in all lines 
is rapidly passing out of the picture. In the hardware 
line on the best information I can get, 92 per cent of 
all hardware is sold through jobbers and independent 
retailers. The chain stores up to this time have only 
succeeded in selling 8 per cent of hardware items, these 
sales being in dollar value. It does seem strange that 8 
per cent of the tail of the dog should attempt to wag 
the dog. 

Upon my return to New York I find an article to the 
effect that the chain stores of the country have just 
voted an advertising appropriation of $250,000 to ad- 
vertise to the consumers of the country the advantages 
of chain store buying. This, of course, seems to me a 
rather small appropriation but at the same time if judi- 
ciously used one can do a good deal with $250,000. 

Again let me repeat, I am not critizing the First 
Ohio Management Conference. I believe this conference 
was a move in the right direction, but I must say I do not 
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think that their speakers’ program was well balanced. 
I think the jobbers and the retailers should have been 
heard from. But here is my real point: 

If anything in this country is badly needed, it is a 
publicity man for the jobbing and retail trade of the 
country. The jobbers and the independent dealers may 
not be deaf but as their friend I must say they are cer- 
tainly dumb. In paper after paper we read articles about 
increases in the sales of chain stores. That is easily 
understood. The securities of chain stores are on the 
market; they are being sold to the public. But I have 
never yet read an article telling about the increases in 
the jobbing sales of the country. Nor have I read any 
article about increases of sales in the independent retail 
trade of the country. I know the retail hardware dealers 
in their associations do have certain figures about hard- 
ware retailing, but these figures represent the returns 
of a limited number of retail dealers. 

But let me repeat that the whole object of this article 
when I sat down to write it was to earnestly suggest 
to the jobbers and the independent retailers of the coun- 
try that they establish a publicity bureau of some kind to 
tell their side of the story. \When the consumers of the 
country read day after day of the passing of the jobber 
and of the independent retailer, and when this story is 
never contradicted, is it not only natural that they 
should believe that this is true and that the jobbing 
system is doomed to pass away, and with the jobber, of 
course, will go the independent retailer and then us 
manufacturers will be hustling around to get some chain 
store to buy 85 per cent of our goods from us—happy 
days! 


Radio to Aid Farm Marketing 
Says J. E. Smith 


A new day for American agriculture is being ushered 
in, declared J. E. Smith, president of the National 
Radio Institute of Washington, D. C., in commenting 
on the applications of the Federal State Marketing Ser- 
vice of California for seven broadcast station licenses 
to be used in a state-wide market quotations service. 

There is no question but that radio can be effectively 
used by farm cooperative agencies in the scientific mar- 
keting and distribution of agricultural products, con- 
tinued Mr. Smith. 

In using radio this way the farmer is applying mod- 
ern business principles and practices to his work and 
it will undoubtedly help to improve his economic status. 

Hence radio is not only a source of entertainment 
and education on the farm, but it has become a economic 
necessity. 

The saturation point in radio is far away, judging 
from the Department of Commerce report that 200,- 
000,000 radio sets would be required to provide radio 
facilities for all the people in the world now within 
range of broadcasting stations. 

The National Radio Institute points out that our 
radio factories have been greatly enlarged and yet 
they are taxed to capacity to supply the demand for 
new sets and the replacement market. The export field, 
however, is not being overlooked. All in all, the pros- 
pects of the set manufacturer are very promising. 

















RELIABILITY 





through Years of Service 
RIXSON Single Acting 
Door Check 


HECK up on door checks. A watchful 

day or week wil! show how many 
“rickety” checks are still on the job giving 
poor service unheeded. This is evidence 
that such devices often are judged sim- 
ply by initial performance. 


In this Rixson Single Acting Check per- 
formance is guaranteed for two years. To 
be able to make such a guarantee, we 
know the durable reliability which will 
give many times two years’ perfect per- 
formance must be there. Better still, 
most architects and builders know it is 
there—proved by time and experience. 
This is the class of hardware your cus- 
tomers expect to get when they buy from 
you. 


Write for detailed information, or see Sweet's 
Architectural Catalog. 


THE OSCAR C. RIXSON COMPANY 


4450 Carroll Avenue Chicago, III. 


New York Office: 101 Park Ave., N. Y. C. 
Philadelphia Atlanta New Orleans Los Angeles Winnipeg 
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Builders’ Hardware 


Overhead Door Checks 
Floor Checks, Single Acting 
Floor Checks, Double Acting 
Olive Knuckle Hinges 
Friction Hinges 


Casement Operators & Hinges 
Concealed Transom Operators 
Adjustable Ball Hinges 
Butts, Pivots and Bolts 
Door Stays and Holders 
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“GEM” apsustasie 
REGISTER 
SHIELDS 


Adjustable 
10 in. to 19 in. 


One of many valuable features, which make popular sellers of 
“GEM” Adjustable Register Shields, are their ability to deflect 
heat down on the floor instead of up at the ceiling. Makes floors 
safer to play on, and the whole room more comfortable, 


For all size registers. ‘‘'GEM” Floor Shield, 
Black retails at $1.25; Dull Brass or Oxidized 
Copper at $1.50; “GEM” Wall Shield, Black, 
. 55¢.; Dull Brass or Oxidized Copper, 75c. 


1140 BROADWAY. NEW YORK,NY 
BUY FROM YOUR JOBBER 


























Announcing a New Percolator Handle 


NO 5071 ADJUSTABLE 
HANDLE FIRE-PROOF 
Patent No. 1,389,336 





This handle has been developed to furnish an inexpensive re- 
pair handle for the popular one bracket percolators. This 
new handle along with our regular Nos. 5005, and 5007 will 
repair 95% of the percolators on the market today. Order 
a trial gross today from your jobber or direct from— 


The Baker McMillen Company - Akron, O. 


ESTWING TOOLS 
ARE UNBREAKABLE 


Perfect 
Balance 


Easier 
Drive 


MAKE THIS TEST 


Bite into the body and pull the head of 60d 
spikes or pins through a two-inch plank. 

Estwing Hammers, Hatchets and Knives appeal 
to Mechanics, Home Owners, Boy Scouts and 
Sportsmen. Sold under a Steel-Clad Guarantee. 


Estwing Mfg. Co. - Rockford, III. 
SEAMLESS TUBING— 


Lengths and Coils 


Dehydrated Tubing for Refrigeration Use. 
“Extra Heavy” Tube for Oil Burner 
Installation 












FREE Colored 
Display 





Immediate delivery. Send for prices. 








Washington News Letter 


Trade Association Representatives Will Meet with 
United States Chamber of Commerce at Suggestion of 
President Hoover 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 

APPING out a course of action which both business 
Me government may take tc sustain business 

through the immediate future and over a longer 
period is the announced purpose of a meeting to be held 
in Washington on Thursday of the present week at the 
Chamber of Commerce of the United States, called by 
Chairman Julius Barnes of the Chamber at the suggestion 
of President Hoover, who will open the conference. The 
meeting will be made up of 100 to 200 trade association 
representatives coming from all lines of business, retail, 
wholesale and manufacturing. It is proposed, as sug- 
gested by President Hoover, to create an executive com- 
mittee from a group of industrial leaders who met the 
President in conference week before last and from the 
various trade associations. The trade associations will be 
asked to make recommendations respecting the personnel 
of the executive committee which the Chamber has been 
asked to create and through it it is hoped to devise some 
continuing process of developing and disseminating infor- 
mation as to important factors in the business situation 
as they develop from time to time. 

The conference will bring out a wide interchange of in- 
formation as to the exact situation in business, as to its 
important elements of strength and weakness, Mr. Barnes 
stated. From this information it is hoped that sugges- 
tions may be made looking toward stabilization of business 
conditions, and continued cooperation with the govern- 
ment, which the President has instituted in connection 
with all segments of finance, business, labor and agricul- 
ture. 

The meeting will reflect initiative action by the Chamber 
in marshalling the efforts of all branches of trade and 
industry with the common purpose of maintaining eco- 
nomic stability and keeping business activities at normal 
levels. Mr. Barnes, recognized as one of the ablest busi- 
ness men of the country, was asked by the President to 
create the executive committee from memb-rs of the indus- 
trial group which attended the White House conference and 
from ‘various trade organizations, including both those 
which are and are not members of the Chamber. The con- 
ference is unusual in that trade associations have been 
given such prominence and this is taken to once more re- 
flect the favor with which they are looked upon by Presi- 
dent Hoover because of their constructive work in gathering 
business data and other information of vital economic im- 
portance. Ordinarily national conferences include outstand- 
ing business leaders without regard to their lines of trade 
and industry. 

Commenting on the conference, Mr. Barnes said, in part: 

“The original anxiety of American business never has 
been over-production, but over the maintenance of buying 
power, which provides markets for the products of industry. 
That is the problem of today. Production is adequate. We 
want no interruption as these products go into consumption. 

“We have had a curious situation, a state of mind grow- 
ing out of the dislocation of security values. Even as late 
as October some of our industries were having the largest 
month in their history. There is now no fundamental 
weakness and no commodity price inflation, and we have 
a strong banking situation, with adequate credit in sight. 

“It seems to be true that every recession in the building 
construction is followed by a recession in general business. 
A decline in the building industry started a year ago in 
October. A building decline is usually caused by high 
money rates, such as we have experienced. These high 
rates have been due to a diversion of money into call loans. 
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We have the right to think that building construction now 
can pick up soundly again. 

“What we hope to do first is, through mutual confidence 
and by exchange of information of purposes, to disprove in- 
accurate and disturbing rumors. Almost uniformly they 
have proved inaccurate.” 

The conference, Mr. Barnes said, will furnish certain 
information from which efforts will be made to determine 
where the key logs are located and take them out by co- 
operation with all the industries and with agencies of the 
government. He declared that if the key logs can be 
loosened the flow of ordinary business will float down the 
river. 

“This may grow into a continuing study,” Mr. Barnes 
added. “The usual conference resolutes and goes home, 
but this may grow into an established machinery to pre- 
serve the balance of American business.” 

It will be observed that Mr. Barnes did not indicate or 
even intimate that the conference would result in the set- 
ting up of an advisory council of business leaders to be- 
come associated with the White House. Reports that such 
a prospect is in view are not given serious countenance 
by those who have followed the situation and understand 
the purpose of the President. It is recognized that such an 
organization acting in that capacity might develop unfavor- 
able reaction. Instead of such a set-up it is thought more 
likely that the conference will develop a broad fact-finding 
body, not unwieldy, but with a range reflecting a clear 
cross section of business and industry throughout the coun- 
try, and purely conducted by private business. It is thought 
that such a body would prove extremely helpful in offering 
advice and suggestions, based on carefully compiled data, 
to business of all kinds. It would, it is declared, develop 
the roadway for business. It would seek to set up an eco- 
nomic balance, to use a phrase which has come into common 
use, by keeping out the valleys and peaks of business, re- 
placing them with as even a plane as possible. Lagging 
lines would be given stimulus, plans of readjustment would 
be provided, and close study would be given of what lies 
ahead in the way of changed and intensified competition, 
developments in the labor situation, such as the drive for 
shorter work-days and shorter work-weeks. 

It may be readily seen that the conference has great 
possibilities affecting all lines of business. 


Is Volume Necessary for Profits ? 


Why do so many manufacturers keep working and 
fighting for production, production; volume, volume? 
asks G. A. Nichols in Printers’ Ink. Some should and 
must have it and others should not. Rolls-Royce pro- 
duces only a few cars per day and has gross annual 
sales reaching not so far up into the millions as auto- 
mobile volume is accounted these days. But it makes 
a hugely satisfactory profit; and certain organizations 
with large outlets would gladly exchange their net for 
what it makes. Henry Ford would go broke if he had 
only Rolls-Royce volume; and Rolls-Royce would come 
to an awful flop if it attempted to follow Ford in manu- 
facturing, in selling methods or anything else. 

Instead of asking himself how he can get more volume, 
the manufacturer’s self-interrogation should cover this 
point: “Am I properly attuned to my market?’ If he 
can answer it affirmatively, he will not waste time chas- 
ing after some competitor and trying to duplicate his 
methods. 

If he is actually filling his own market, whatever the 
leader may or may not be doing is no concern of his. 














Nott? 


Locks in any position 


When the main screw on the NuTYP vise is loosened, the 
horizontal swivel in the cylindrical body of the vise can be 
hen the main screw is tight- 
ened to clamp the work, the swivel is clamped tight. his 
feature, with the quick-acting vertical swivel and two sets 
of jaws, makes the NuTYP the most convenient vise ever 


readily turned to any angle. 


offered for a wide variety of work. 


Ask for folder illustrating a few of the many special uses 


of the Nu 


Oswego Vises, Wrenches and other tools have behind them 
more than forty years’ experience in manufacturing high- 


quality tools for hard service. 


The OSWEGO TOOL COMPANY 


Established 
Oswego wr 





New York 

















A NEW 


Live 
Seller 


penter’s Clamp 





tact with bar. 


Interior view of 
slide showing cam 
and spring. 


wood handles. 


See your jobber, or write direct. 


E. C. STEARNS & Co. 
SYRACUSE, N. Y. 


Sales Represcntatives 


Hardware Agency Co., 76 Batterymarch, Boston, Mass. 

. R. Voorhees & Co., 417 Market St., San Francisco. 
and Son, 200 Varick St., New York. 
A. H. Deveney & Con 1504 4th National Bank Bidg., Atlanta, Ga. 


Sizanns “ESCO” 


Thomas A. Troy 


Improved 


“!’ Bar Carpenter’s Clamp 


| | ponte is a proven fast seller and 

money maker among the furni- 

» ture and cabinet trade, also manual 
training schools. It has instant ap- 
peal—low selling price—generous 
margin—all year turnover. 


Stearns’ Improved “I” Bar Car- 


meaning full strength. Special cam 
locking device assembled with slide. 
Has teeth formed at point of con- 
Holding power in- 
creases with pressure on _ slide, 
making a sure locking device. 
tings of malleable iron. 





is not notched, 


Fit- 
Metal or 
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Manufacturers of all kinds of BITS, CHISELS, DRAW KNIVES, GOUGES, 
GIMLETS, AUGERS, NAIL SETS, SCREW DRIVERS, COUNTER SINKS, 
BORING MACHINES AND EXPANSIVE BITS 


Buy only Carpenters’ Tools bearing the Trade Mark which stands for quality 
Awarded Medal of Honor on Mechanics Tools at Panama-Pacific Exposition. 


“new vor THE JAMES SWAN COMPANY, Seymour, Conn. 




















Be “Tool Wise” | _ 474 Low price 


“QUALITY” SELLER 


















Kind It May Be 


The one fixed idea in the 
mind of any “tool wise” 
buyer is “how good” rather 
than “how much.” He 
thinks mainly in terms of 
performance to come. 


SWW adzes, knives, chisels 
and other edged tools are 
built on that same basis— 


ee “J rel galvanized 
asket has advantages found in 
No Matter What no. other galvanized 
basket. It is probably 


sold in more hardware 


stores than any other 
similar product. Full form corrugations in heavily 
coated side, double bottom riveted through five layers 
of metal. Extra heavy Bessemer rod in top rim. 
Rope or iron handles. 


Hall Manufacturing Co., Cedar Rapids, Iowa 











not how cheap we can make 


sider them “tools of distinc- 
tion.” 


Quality in a tool is the one 
sure way to build customer 
confidence. Have us tell 
you more about SWW tools. 


The L. & I. J. White Co., 
Division 
Simonds Worden White Co. 
Main Office, Dayton, Ohio 








SIMONDS WORDEN WHITE Trade Prices. 








F oh. them, but how good—and eqe 
y users in consequence. con- y ATLAS Ceiling Hooks 


Sharp points, well cut threads 
and superior finish have made 
Atlas Coat and Hat Hooks 


Popular 
for 35 Years 


Choice of 6 different finishes. Send for Literature and 





The Atlas-Ansonia Ca, New Haven, Conn. A 
ree 














May We Send THE [UFKIN, FR WLE (0. 


You Catalog Windsor, Can. SAGINAW, MICH. 





_ QUICK SALES— QUALITY GOODS 
OFHIN TAPES and RULES 


Steel Tapes for every purpose and purse. 
Woven Tapes in all the popular patterns. 
Folding Wood, Steel, and Aluminum Rules. 


Your Jobber Stocks Them to Insure Quick Delivery 


New York City 
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Smaller Volume Dealers are Securing 


Larger Share of Radio Trade 


The percentage of radio sales made by dealers doing | 
a relatively small total volume of business has shown an | 
increase during the first three-quarters of 1929, ac- | 
cording to the Electrical Division of Foreign and Domes- | 


tic Commerce. 
This fact is indicated by the following table : 





Percentages 

1928 1929 
Fourth First Second 

Limits of business done quarter quarter quarter 
Nome to $2999 ........5. 11.80 20.31 23.25 
$3,000 to $4,999 .......... S7e- Wet . 1073 
$5,000 to $9,999 .......... 14.42 17.90 — 14.87 
$10,000 to $19,999 ........ 16.06 16.26 14.63 
$20,000 to $49,999 ........ 18.21 16.51 13.63 
$50,000 to $99,999 ........ 11.24 9.01 8.94 
$100,000 and up.......... 19.57 9.80 13.95 
WE ncrbeaeass ives 100.00 100.00 100.00 


Atlantic Coast States Use Most Fertilizer 


Our southeastern and northeastern States produce | 
Although | 


and consume the great bulk of our fertilizers. 
constituting only about 20 per cent of the total land area 


in this country and about the same percentage in total | 
farm acreage, these two areas contain over 80 per cent | 


of all fertilizer plants, producing over 85 per cent of the 
total fertilizer output and consume over 85 per cent of 
the total consumption. 

Maryland since 1919, according to the Bureau of Rail- 
way Economics, had led all other States in the produc- 
tion of fertilizers. In 1927 it produced 1,258,000 tons, 
or 16 per cent of the total output of this country. 
Georgia ranked second in that year with 1,094,000 tons 
or 14 per cent; North Carolina had a production of 
836,000 tons, or 11 per cent; Virginia, 662,000 tons, or 
8 per cent ; South Carolina, 583,000 tons, or 7 per cent; 
Florida, 489,000 tons, or 6 per cent; and Alabama, 426,- 
000 tons, or 5 per cent. These seven States in that year 
produced a total of 5,349,000 tons, or 68 per cent of the 
total country’s output.—Trends and Indications. 


Chain Store Inquiry In Full Swing 


The chain store inquiry is now in full swing, appropriate 
schedules devised by the Federal Trade Commission to ob- 
tain the necessary information having been sent to a large 
number of wholesalers, retailers and manufacturers and 
chain store operators. At the present time a large force of 
examiners from the commission is in the field making a 
study of prices. The general trend of the inquiry is to 
ascertain and report to the Senate (1) whether consolida- 
tions of stores have been effected in violation of the anti- 
trust laws; (2) whether such consolidations or combina- 
tions of such organizations are susceptible to regulation 
under the Federal Trade Commission act or the anti-trust 
laws; and (3) what legislation, if any, should be enacted 
for the purpose of regulating and controlling chain store 
of distribution. 
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resisting BAKATAX 


GEO. BAKER & SONS, INC. 
BROCKTON, MASS. 


counter position because, of modernly- 


designed, colorful display packages. 
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WITH “ALWAYS RELIABLE’ 


Assure yourself of a prof- 
itable winter in torches 
and keep up your stock 
on the “ALWAYS RE- 
LIABLE.” Here is a 
line that is a sure seller. 
Mechanics ask for them 
by name and you want 





z to be ready to supply 
i them. 
H The demand is increasing 


every day and wide-awake 
hardware dealers should keep 
their stock up for the winter. 





Order through your jobber 
or mail order to us with 
your jobber’s name. 


No. 
No. 80 1 Pint 
Gasoline-Kerosene 
Covered by Patents 


79 1 Quart 











OTTO BERNZ CO., INC. 


NEWARK NEW JERSEY 


Newark, N. J. San Francisco, Cal. 


Stocks in 
New York City 
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CORBIN 


Weed Screws 

Drive Serews 

Coach Screws 

Machine Screws 

Set Serews 

Cap Serews 

Saw Screws 

Thumb Screws 

Hand Rail Serews | 

Speeial Automatic Screw 
Machine Produets 

Stove Bolts 

Tire Bolts 

Agricultural Belts 

Sink Bolts 

Hanger Bolts 

Machine Screw Nuts 

Steve and Tire Belt Nuts 

Semi-Finished Nuts 

Castellated Nuts 

S.A.E. Nuts 

Jack Chain 

Plumber's Chain 

Register Chain 

Safety Chain 

Furnace Chain 

Ladder Chain 

Sash Chain 

Esewtcheon Pins 

Speedometers 


CORBIN 











sale 


UNIFORM QUALITY and ADEQUATE STOCK 
The CORBIN SCREW CORPORATION 





| 





The American Hardware Corp., Successor 


NEW BRITAIN, CONN. 


Warehouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohie 
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No. X3067 Chromium Finish 
No. 03067 White Finish 
No. 3067 Nickel Finish 
Bath Tub Soap Holders 





No. X3247 
Chromium Finish 
No. 03247 
White Finish 
No. 3247 
Nickel Finish 
Tumbler & Tooth 
Brush Holders. 


We also make 
Furniture Trim- 
mings, 
Upholsterer’s 
Nails, 
Eyelets, Grom- 
mets, and 
Washers. 
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Bath Room Fixtures 


Highest Quality Enamel 


There is a growing demand for Chromium Bath 
Room Fixtures and we make them. 


The designs are attractive and the Chromium 


Finish is of the Highest Quality. 


This finish is always applied over a body of 
SOLID BRASS. That is why RNC Bath 
Room Fixtures, whether White Enamel or Chro- 
mium finish, cannot rust under any condition of 


service. 


We will gladly replace any INGQ@ Bath Room 
Fixture which does not give satisfactory service 


to your customers. 


Send for New Catalog and Price List. 


AMERICAN RING COMPANY 


Waterbury Connecticut 


Branch Offices: 
Boston—170 Summer St. New York—2 Hudson St. 
San Francisco—116 New Montgomery St. 
Chicago—29 E. Madison St. 
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REG. IN U.S. PAT. OFF. 





Another 
JIMMY 
Foiled 


HIEVES entered a New York Apartment House 

recently, forcing their way into and robbing three 

apartments, BUT THERE THEY STOPPED— 
for on the door of the fourth apartment this Jimmy Re- 
sisting Eagle Lock defeated all efforts to force the door. 
The door itself was so badly damaged that a new one 
was required, but the thieves COULDN’T GET IN. 


The tenant of the apartment sent the lock to use as 
Exhibit “A” for burglary prevention. The photograph 
shows the cylinder of the Jock, which bears the marks 
of the jimmy’s caressing touch, BUT THE LOCK AND 
aoe ARE STILL IN GOOD WORKING 
ORDER. 


Eagle Jimmy Resisting Lock No. 03510 protects against 
all usual methods of forcible entry. The Bolt is extra 
long, extending well past the strike. The strike plate is so 
designed that a saw thrust between door and jamb meets 
a difficult obstacle before any attempt can be made to 
saw through the bolt. Boring to get at the bolt so that 
it can be forced back is discouraged by the protective 
bronze plate back of the strike. The cylinder cannot be 
turned or twisted in the threaded bronze sleeve or 
housing in which it rests, being held immovable by two 
steel locking pins that grip harder as pressure increases. 
(The latter method was tried on the cylinder illustrated 
and it FAILED.) 


You can sell this dependable Eagle Lock with full assur- 
ance that it will give your customer complete protection 
and lasting satisfaction. 


Descriptive Circular for Eagle Jimmy Resisting Lock 
No. 03510 sent gladly on request. 


EAGLE LOCK CO. 
GENERAL SALES OFFICE 
26 WARREN ST., 
NEW YORK 


Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, III. 
114 Bedford Street, Boston, Mass. 
WORKS AT TERRYVILLE, CONNECTICUT 








REG. IN U.S. PAT. OFF. 


























Keeping Pace With 
PROGRESS 


First—sliding barn door hangers in single sets. 
Then came the garage with its round-a-corner 


double door demands. Today A-P hangers 


_move ton-heavy airport hangar doors as easily 


as opening a show case. For a quarter century 
Allith-Prouty has solved every new door mov- 
ing problem before—not after—the need 
existed. And in all this time— 


to have made them cheaper would have been 
impractical—to have made them better 
would have been impossible. 


A-P Catalog No. 97 should be at the fingertips 
of every hardware merchant. Charts, illustra- 
tions and specifications make it simple to intel- 
ligently specify, sell and install the finest line 
of garage door and airport hangar hardware. 


Allith -Prouty Company 


Danville Illinois 


Manufacturers of 


Fire Door Hardware 
Overhead Carriers 
Door Hangers 


Garage Door Hardware 

Rolling Ladders 

Spring Hinges 

Airport Door Hardware Malleable Iron Washers 

Industrial Door Hardware Stadium Seat Brackets 
Certified Malleable Iron Castings 


t 
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A Steadily Increasing Market 
For Electrical Merchandise 


Never has the manufacturer needed such stable retail outlets as he 
does under contemporary conditions. His production capacity and 
his profits depend almost entirely upon his distributing ability. His 
success in marketing, in turn, requires inherent loyalty and progres- 
siveness in his retailers. . .. The selection of these retailers, and partic- 
ularly his contacts with them, are of paramount importance. ... In 
the retailing of electrical appliances and accessories, the Hardware 
Merchant offers the manufacturer dealer-outlets that are loyal, pro- 
gressive, and constant. Electrical appliances and accessories are in 
their very essence his merchandise. His store traffic includes all the 
most promising customers—and the aggregate sales of electrical 
items made through him each year can be appreciated when it is real- 
ized that in electrical appliances alone he does an annual business of 
$80,000,000 and his volume is increasing. . . . The Hardware Mer- 
chant is keenly interested in extending his electrical sales, and to 
satisfy his requirements HARDWARE AGE publishes in every fourth 
issue a special ELECTRICAL GOODS SECTION. For the busy mer- 
chant who has no time for specialized papers, this section keeps him 
in touch with market developments, and primarily the latest and 
most successful merchandising plans. .. . The bulk of the electrical 
sales are made by the 13,665 Major Hardware Dealers and almost 
without exception they are HARDWARE AGE subscribers, and they 
pay $3.00 per year for their subscriptions, because they find HARD- 
WARE AGE of material assistance in the conduct of their business. .. . 
This means to the manufacturer of electrical merchandise that his 
contact with the dealers and jobbers he must reach in the hardware 
field is assured, and his sales message is certain to be read by them in 
the ELECTRICAL GOODS SECTION of HARDWARE AGE. 


Hardware Age 


Electrical Goods Section 
leicaiiane Every Fourth Week 





Charter Member 

















€lectrical Goods| 


Section of 
NA ARDWARE ack 
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Rigid inspection helps to 
build HOOVER Leadership 


One feature of Hoover manufacture that never fails to 
amaze visitors to the Hoover factory is the fact that every 
Hoover built there has 225 separate inspections— that 
for every seven men who build the machines there is one 
who does nothing but inspect their work as it is done. 


Exaggerated care? Hoover thinks not. A single flaw in a single machine 
might lessen one individual’s belief in the quality of Hoover workman- 
ship. This company will not permit such a risk to the good name on 
which Hoover Leadership is built. 






“Every Hoover Sale is a Dealer Sale” 


jp 





The HOOVER 


It BEATS..-. as it Sweeps as it Cleans 


THE HOOVER COMPANY, NORTH CANTON, OHIO : The oldest and largest maker of electric cleaners - The Hoover is also made m Canada, at Hamilton, Ontario 




















Outdoor 
Curistmas LIGHTING 


Develops Profitable Business 


for Hardware [ ealers 


UCRATIVE 
L opportunities 
await hard- 

ware dealers who 
will either sponsor 
or encourage out- 
door Christmas 
lighting in their 
communities. They 
will then be in a po- 
sition to profit di- 
rectly from the sale 
of the required 
decorative material. 
Indirectly they will 
also profit by thus 
contributing to a 
Yuletide atmos- 
phere and spirit in 
their community, 
which should result 
in increased sales of 
Christmas merchandise. There is a 
favorable physiological effect to the 
profuse use of holiday decorations, 
which serves to put the public in a 
buying mood and they spend their 
money more freely as a consequence. 
In carrying out the outdoor light- 
ing plan, colored lamps are, of course, 
one of the important lines required. 
It is interesting in this connection to 
note some recently compiled figures 
showing the percentage of each color 
lamp sold in relation to the total for 
the last three months of the year. 
During October, November and De- 
cember flame tint lamps account for 
26 per cent of the sales and are the 
most favored color. Red lamps are 
a close second in popularity, account- 
ing for 23 per cent. Other colors, 
with their respective percentage of 


Electrical Goods Section 





This house said Merry Christmas to the cash register and to its neighborhood. 


sales are: green, 15 per cent; blue, 
11 per cent; yellow, 8 per cent ; am- 
ber-orange, 6 per cent and ivory, 
5 per. cent. 


Th E percentages vary considerably 
in the remaining nine months exclu- 
sive of the holiday season, when they 
are as follows: Flame tint, 41 per 
cent; red, 20 per cent; green, 12 per 
cent ; blue, 914 per cent; yellow, 614 
per cent ; amber-orange, 5% per cent 
and ivory, 2 per cent. More than 50 
per cent of the colored lamps made 
are sold during October, November 
and December. This is valuable in- 
formation for dealers who appreciate 
authentic information of this nature 
upon which to base their require- 
ments. It also emphasizes the im- 
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portance of featur- 
ing colored lamps 
in every possible 
manner during the 
last three months 
of the year. 

Some dealers 
have sponsored lo- 
cal plans for out- 
door Christmas 
lighting with re- 
markable and re- 
munerative results. 
Such a tremendous 
momentum is al- 
ready behind the 
vogue that this 
year’s results are 
expected to far sur- 
pass the splendid 
showing of 1928, 
when manufactur- 
ers of lamps and decorative equip- 
ment reported an increase of more 
than 25 per cent in their business. 
Arrangements have been made to 
give the plan more exploitation in 
every medium than ever before. It is 
strictly up to the hardware merchant, 
whether it will be his store or some 
other which will profit from the in- 
creased sale of decorative equipment. 

A wider range of Christmas dec- 
orative devices cart be sold for this 
purpose than dealers unfamiliar with 
the line might think. In addition to 
colored lamps the line embraces 
weatherproof strings of colored lights 
equipped with 7, 10, 25 or 50damps ; 
twinkling strings of the same, type; 
single candoliers and candoliefS hav- 
ing three, five or eight candles ; holly 
or silk chenille wreaths, equipped 






















Bright spots 
like these create 
a holiday spirit 
and atmosphere 
which encour- 
age Christmas 
shopping in the 


community 





Six typical good 
examples of outdoor 
holiday lighting for 
different types of 
homes, are shown on 
these two pages 








Show these ex- 
amples to likely 
prospects in your 
town, but don’t 
forget to put some 
Christmas lighting 
on your own store 
front to prove that 
you believe in the 
idea yourself. A 
good example of 
store front light- 
ing is shown on 


page 107 
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with candles or colored lights ; Christ- 
mas tree holders having colored 
lights; stars, diamonds, crescents 
and circles of rigid wire fitted with 
colored lights; streamers or lines of 
sockets wired together for quick in- 
stallation, indoors or outdoors, and 
special sockets and receptacles for 
quick decorative installation. Some 
enterprising dealers have purchased 
regular Christmas trees in six and 
twelve foot heights, inserted the trees 
in green wooden tubs and decorated 
them electrically, thus being able to 
sell a complete tree outfit ready to 
plug in, either indoors or out, at a 
nice profit. 


te decorative equipment should 
not only be displayed by the dealer 
but should be used by him as well. 
The exterior and interior of the store 
should be electrically decorated and if 
the merchant is advocating outdoor 
Christmas lighting to home owners, 
then he should set a good example by 
decorating his own residence and 
grounds. Helpful booklets and fold- 
ers on Christmas lighting can be se- 
cured from most decorative lamp 
manufacturers for distribution to 
customers. A plan book on outdoor 
Christmas lighting has also been pre- 
pared by the Society for Electrical 
Development, Inc., 420 Lexington 
Ave., New York, which dealers may 
obtain gratis upon request. 
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ow would you like the lamp business 
for these six holiday decorations? 
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HROUGH 

tactful and 

intelligent ar- 
rangement of holiday 
electrical displays the 
merchant can do 
much to facilitate a 
brisk Christmas 
trade in this class of 
merchandise. Appliances should preferably be segre- 
gated into separate price groups. There are many 
obvious advantages in this plan. Probably the most im- 
portant lies in the fact that most shoppers have appor- 
tioned their Christmas expenditures to specific amounts 
they intend to pay for the gift of each recipient on their 
shopping list. When appliances are displayed in price 
groups shopping is greatly simplified for those who have 
thus budgeted their Christmas expenditures. The cus- 
tomary bustle and rush of the Christmas holiday season 
is another factor which makes simplified shopping a 
wonderful advantage at this busy season. 

Illustrating this point we will say for example, that a 
woman shopper has a single five dollar bill remaining 
in her Xmas fund, has just five minutes to shop an’ 
must purchase a suitable gift for the one remaining name 
on her list. This would be 4n easy matter if she entered 
a store where $5 appliances were grouped together in 
one location. An appropriate gift could be quickly 
selected at a price she was prepared to pay. As is ap- 


ELECTRICAL 
TO B UY ceristmas GIFTS 





parent this plan also 
effects a saving in a 
salesperson’s time 
and effort. When 
all advantages of the 
plan have had an 
opportunity, through 
actual practice, to 
demonstrate their 
value, it will be found both a pleasant and lucrative 
arrangement. 

Simplicity is a big factor in sales. Therefore the 
hardware merchant should make Christmas shopping as 
simple and easy a task as is possible. Simplifying pur- 
chases of electrical Christmas gifts for the customer is 
especially important. Electric appliances enjoy wide 
spread popularity as Yuletide gifts because they are 
particularly appropriate for the occasion. Usually they 
are labor saving devices which combine attractiveness 
and usefulness and their daily use by their recipients 
make Christmas last the whole year through. 

Certain prescribed sections can be designated as con- 
taining gifts priced at $2.50 and under. Another sec- 
tion should embrace gifts ranging from $2.50 to $5, 
while a third could comprise gifts priced from $5 to $10 
etc. Regular display tables, special temporary fixtures 
or ordinary shelving can be used for the purpose. The 
important thing to remember is that a large show card 

(Continued on page 124) 
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No. E7222 


No. E9422 
Chromi 
Nickel Plated romium 
Plated 
ne ti Was $13.75 
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$12.50 





AUTOMATIC TOASTERS 


have met with whole-hearted public approval since their first 
appearance six months ago and have so increased in sales vol- 
ume that we are able to make the very substantial price re- —Automatically delivers perfectly 
i ; ‘ 3 browned toast with the precision 
duction listed above. With their new low prices these popular of clock work. 
toasters become a BUYING ATTRACTION to even a -—Toasts Uniformly: Exclusive 
greater number of customers. Let the UNIVERSAL eae eggs AOE «apd cr ma 
TRADE-MARK HELP YOU SELL MORE GOODS. ously, resulting in a more evenly 


heated oven and more uniform 
toast. 





QUICK SELLING POINTS 


Order through your jobber—Ask for FREE 


UNIVERSAL Automatic Toaster Display Material —Fast: A slice a minute. 


—Adjustable: Light, medium or 
dark brown toast, as desired. 


LANDERS, FRARY & CLARK, New Britain, Conn. . ' 
—Beautiful: Period Pattern De- 
“If It’s Electric, It’s Modern” signs. 
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The above _photo- 
graph shows the radio 
demonstration room 
of the Gray Hardware 
Co. Windows featur- 
ing radio are a regu- 
lar and constant fac- 
tor in exploiting the 
line for Gray’s radio 
department. 


Greenwich, Conn., 
newspapers considered 
the window illustrated 
on the right the most 
attractive in the city 
last Christmas. It was 


—_ by = = Radio Sets ; 1 tabi 
araqware an aint 


RADIO demonstration room which was im- 
provised from a former stock room has 
been a big factor in facilitating radio sales for the 
Gray Hardware Co., Coshocton, Ohio. The poli- 
cies which have contributed to the remarkable 
progress this firm has made with its radio depart- 
ment, established but three years ago, are de- 
scribed in the accompanying article. 
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Gray’s 


OSHOCTON COUNTY, 
Ohio, depends largely upon 
the Gray Hardware Company 

of Coshocton’ to supply its radio 
needs. Although the radio depart- 
ment of this store was established 
only three years ago, it is at the 
present time selling more than two- 
thirds of the radio sets sold in 
Coshocton county. The city of 
Coshocton has 12,000 
inhabitants, while the 
population of Coshoc- 
ton County is 28,000. 
Last year, Gray’s sold 
150 sets, which rough- 
ly represents a volume 
of $24,000, at $165 
was the average price. 
Few other lines offer 
the hardware  mer- 
chant the same oppor- 
tunity for developing 
a yearly sales volume 
of such profitable pro 
portions, in such 
short period of time. 
Of course, as this fin> 
record would indicate. 
the line was intelli- 
gently and aggressive- 
ly merchandised. 
Three years ago, 
when Tom A. Gray, 
manager of the Gray 
Hardware Co., estab- 
lished the radio de- 
rar ment, he realized the obvious 
“<lvantages of having the department 
sipervised by an experienced radio 
man. At the time, Edward A. Kaser 
was operating his own radio shop in 
Coshocton, but when Mr. Gray in- 
vited Mr. Kaser to assume charge 0° 
the new radio department of the Gray 
Hardware Co., the radio expert wa 
found ready and willing. This made 
possible a _ splendid combination, 
which was mutually advantageous to 
both parties. Mr. Kaser’s thirteen 
years of radio experience were a 
valuable asset to the combination. 
while the Gray Hardware contributed 
the facilities and prestige of a long 

















Radio Department — 
Three Years Old 


established hardware store, having 
an excellent reputation. 

Five sets comprised the original 
radio stock. From the start the 
policy has been to carry four of the 
leading makes. This plan is said to 
lower the sales resistance sometimes 
found, when but one make of radio 
is carried. When the four most 
popular sets in the territory are on 
the sales floor, prospects can inspec 
them side by side and make their 
comparisons at the moment. The 
fact that four different makes are 
carried, does not mean that a large 
investment is involved. As quick 
service is secured from the distribu- 
tors, a large stock is unnecessary. On 
an average the stock seldom exceeds 
a retail value of $2,000. The $24,000 
volume, proviously mentioned, there- 
fore represents a twelve time turn- 
over, or an average of one complete 
turn-over a month. 

Mr. Gray contends that hardware 
dealers are naturally situated in a 
favorable position to make a real 
success with radio. He bases his 
opinion on his own experience, as he 
has found that prospects generally 
have more confidence in the dependa- 
bility of a hardware store than in any 
other less substantial retail outlet. 
“The dealer,” said Mr. Gray, “should 
choose three or four of the most 
popular radio sets with the users in 
his locality. The sets selected should 
of course be nationally advertised 
makes, manufactured preferably by 
large and reputable set builders. For 
promoting the sale of radio sets news- 
paper advertising and window dis- 
plays have produced the best results 
for us. 

“Too many merchants forget the 
radio customer after the sale is made. 
We make a genuine effort to keep 
them satisfied and pleased with their 
set. We respond to their service 
calls promptly and when we make the 


call we attempt to make a favorable 


impression and try to knit our con- 
tact still closer. Our service policy 
is to make a minimum charge of $1 
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for every service call and labor in 
the home is additional. The majority 
of our service calls are occasioned by 
defective tubes, which simply require 
replacement. When any major set 
trouble is encountered we remove the 
chassis and bring it to the store where 
the repairs are completed. We think 
it often creates a bad impression to 
litter up the customers’ house with 
the equipment required to facilitate 
a major repair. Service calls fur- 
nish a splendid opportunity to bring 
up the question of a new and im- 
proved set. Some of our customers 
have changed their sets for a newer 
model for the second or third time. 
Very often, such prospects are prac- 
tically sold on the set before they 
have a chance to see it. 

“Seventy-five per cent of our radio 
sales are made on the installment 
plan. Our applicants for credit are 
carefully investigated and we require 
one-third of the purchase price as a 
down payment. Interest at the rate 
of 10 per cent is charged on the bal- 
ance. Our trade-in allowances are 
never allowed to exceed one-third of 
the gross profit entailed in the sale. 
Hence, if there is $75 gross profit in 


115 


Sold 150 Sets Last Year 





the deal, we do not allow more than 
$25 for the used set. The used sets 
are sold to people in moderate cir- 
cumstances. We have also found 
there is a good market for used sets 
in summer camps. Many campers 
will purchase a used set for their 
cottage or tent, who already have a 
fine sét in their home. Last summer 
we sold over a dozen sets to campers 
without much effort. Next sum- 
mer we intend to make a real drive 
for the used set, summer camp 
business. 

“Our special radio demonstration 
room is a real asset. It is located 
in the rear of the store and has a 
private entrance from the side street. 
This enables us to keep the radio de- 
partment open every night after the 
store proper is closed. The room was 
formerly used as a stockroom. We 
remodeled it at small expense to re- 
semble a living room and tried to 
make it as homelike as possible. Easy 
chairs make the selection of a radio 
set a pleasant and easy task. More- 
over, there is nothing to detract the 
prospect’s attention from the sales 
demonstration, which makes it easier 
to consummate a sale.” 
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“And They’re Licensed Under 


the General Electric Patents” 





That Nilco is one of the few makers of 


S*r so—when you sell Nilco Lamps. 


lamps whom General Electric has licensed — 


pany. No wonder G. E. okays the Nilco 
product. 


And the big Nilco plant that has grown in 











under its patents. 


place of the little one of 1902 is today pro- 
ducing lamps that deserve all your buying 


And here’s something else you can tell your and selling confidence. 


customers—that this twenty-five-years-experi- 
enced lamp factory, twenty-seven years ago 
was started by the General Electric Com- 


Say so to your customers. And tell them 
why. 















Ask your Nilco Jobber 
for the Nilco business story 
or send the coupon 









Nilco Lamp 
Works, Inc. 


Emporium, Pa. NILCO LAMP WORKS, INC. 


I’d like to get . 
eens ar ae Se Emporium, Penna. 
story — prices and ‘ 
literature about Nilco 
Lamps. 
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Advertise 
Electrical 


pliances 


at the | ime 


When It Will 
Do the Most 
Good 


OTWITHSTANDING the fact that most hard- 
N ware merchants know from actual experience 

what the most: active seasons are for each kind 
of electrical appliance, it is doubtful that many dealers 
have really kept an accurate record which would enable 
them to ascertain at a glance the logical time to feature 
each type of appliance. How many hardware merchants 
can, for instance, name the most active month for elec- 
tric heating pads? A recent articie in the N. E. L. A. 
Bulletin reveals that three times as many heating pads 
are sold during the month of December than in any 
other month of the year. The results were compiled 
by Keo Currie and Ray Warren in a survey which cov- 
ered several retail establishments over a three-year pe- 
riod. The average sales of heating pads per month 
were as follows: January, 140; February, 145; March, 
140; April, 100; May, 85; June, 70; July, 50; August, 
60; September, 90; October, 135, November, 150; and 
December, 485. 


It is natural to assume that the merchant will find ad- 
vertising and other means of exploitation more advan- 
tageous and productive when it is used to stimulate a 
natural but dormant demand. While the figures may 
vary in individual instances, the five best selling appli- 
ances, based on the dollar value of appliances sold for 
each month in the year, in the order of their relative 
importance as disclosed by the study were: January, 
washers, cleaners, flat irons, refrigerators and ranges: 
February, washers, cleaners, refrigerators, flat irons and 
kitchen units; March, refrigerators, washers, cleaners, 
ranges and ironers; April, refrigerators, cleaners, wash- 
ers, ranges and flat irons; May, refrigerators, cleaners, 
ranges, flatirons and washers; June, refrigerators, clean- 
ers, ranges, flatirons and washers; July, refrigerators, 
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desk fans, ranges, washers and cleaners. August, re- 
frigerators, ranges, flatirons, washers and cleaners; 
September, refrigerators, flatirons, ranges, cleaners and 
washers; October, cleaners, flatirons, refrigerators, 
ranges and toasters; November, flatirons, cleaners, re- 
frigerators, ranges and toasters; December, cleaners, 
flatirons, toasters, waffle irons and percolators. 

It is interesting to note that electric irons are among 
the five best sellers in all but two months. Dealers who 
realize the value of going after the business at the logical 
and opportune’time should find the above information of 
value when they are making plans for the future. 

Basing their rank on the annual contribution each 
kind of appliance makes to the yearly sales volume, 
twenty of the most lucrative appliances, assume the 
following order: refrigerators, cleaners, irons, washers, 
ranges, toasters, ironers, waffle irons, desk fans, per- 
colators, kitchen units, sewing machines, heating pads, 
space heaters, ventilating fans, water heaters, hair 
dryers, curling irons, sewing motors and cookers. 

In suming up the facts brought out by the survey, it 
was apparent that certain appliances should be advertised 
at certain periods of the year to assure most efficient 
results. The advertising appropriation for electrical 
merchandise should be disbursed among the appliances 
in keeping with the part each contributes to the total 
electrical volume. The most feasible time to advertise 
heating pads, irons, hair dryers, kitchen units, lamps, 
ranges and space heaters is during the month of Janu- 
ary. Whereas during the month of February, heating 
pads, irons, hair dryers, kitchen units, lamps, ranges, 
sewing machines, refrigerators, percolators, toasters, 
vacuum cleaners and waffle irons should be especially 
stressed in advertisements. 














ECORATIVE electric lamps, for 
some time past, have been produc- 
ing a nice revenue for many hard- 
Dealers in the line declare 
that lamps are quite active at all seasons 
of the year, but particularly so at Christ- 


D 


ware stores. 


Few homes are equipped with 
good looking lamps and in most 
an additional floor lamp of the 
standard, junior or bridge type, would be 
most welcome. Table and radio lamps, 
as well as others for special purposes, also 
offer excellent sales possibilities. More 
acceptable gifts, suitable for every household, are not 
readily procurable. A gift of a lamp is a constant re- 
minder of the friendship and thoughtfulness of the giver 
and in addition, such a gift serves a useful and decora- 
tive purpose. 

Another factor which should be taken into considera- 
tion by hardware dealers who debating the advisability 
of adding a lamp department to their stores is that lamps 
are veritable magnets for attracting women into the 
store, which is often considered one of the important 
problems confronting the hardware merchant today. A 
display of beautiful lighted lamps in the show window 
is bound to catch the eye of anyone as the eye is un- 
consciously attracted to a source of light. As a usual 
thing, women will become interested enough in a lamp 
window display to enter the store in order to inspect 
and admire the balance of the lamp stock on display 
within the store. They may have no intention of buy- 
ing at the time, but the temptation to look is too strong 
an urge for feminine minds to resist as a general thing. 
Then of course, after women have entered the store it 
is up to the merchant to interest them in the goods h: 
has for sale. 

A representative stock of lamps does not necessarily 
require a large investment nor are duplications as a rule 
advisable, especially in higher priced lamps. Women 


mas time. 
too many 
instances 


who purchase lamps are usually influenced by unusual 
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LAMPS 


Light the Way 


ncrease Holiday 





Patronage 


or odd designs. If any appreciable 
number of one type of lamps are pur- 
chased, the edge is taken off their 
appeal, as they then become common- 
place in the stores locality. For this 
reason difficulty is sometimes en- 
countered in disposing of duplicates. 
As a general rule, purchasing only a 
few of each kind is the best policy 
and no two lamps which are alike 
should be shown together as a gen- 
eral thing. 

During the holiday season, a lady’s 
desk can be provided in some corner of the store, and 
equipped with writing accessories, including plain en- 
velopes and gift cards for the convenience of customers. 
One of the most attractive table lamps in stock should 
be connected and used upon the desk. Then when a 
woman patron sits down to write a gift card to be sent 
with some unrelated purchase the lamp on the desk 
before her will naturally arouse her admiration. Sales 
resistance is at a low ebb at this opportune moment and 
she may quickly decide that the lamp is a most suitable 
gift for one of her friends. 


Electric Fans Have Many Winter Uses 


With the coming of winter it is the general custom to 
put the electric fan on the shelf. This is a mistake, for 
the electric fan has many winter uses. It will, for 
example: Dry wet shoes and stockings quickly; cool 
fresh cakes and pies; dehydrate vegetables and fruits 
for preserving; remove dampness from clothes after 
washing ; ventilate stuffy rooms; blow air into closets to 
prevent dampness and moths; hasten drying of new 
paint on furniture or floors; dry hair after washing, and 
dry kodak films. 




















HARDWARE AGE for DECEMBER 5, 1929 





ASSOCIATED 
FACTORY 





(DISTRIBUTORS @@@ 





A New Day Dawns in Merchandising History 











commercial compass, today are enlisted in a common purpose—to raise 
the character of business helpfulness to jobbers and dealers to such a 
plane as has been wished for, but never before achieved. 


J penne distributing organizations, at twelve important points of the 


There has been good merchandising thought before now. There have been 
excellent ideas, rich in business value to retailer and wholesaler. But tragi- 
cally many of them have borne pitifully little fruit for those in whose name 
they were conceived because no personal tracer saw them properly delivered. 


“ASSOCIATED FACTORY DISTRIBUTORS” plans to bring this about— 
for a long time in separate effort has brought it about. The future holds only 
this difference—that what these individual distributing companies have achieved 
in the past is made their future purpose as a unit. 


“ASSOCIATED FACTORY DISTRIBUTORS” is not merely twelve manu- 
facturers’ agents. 


It is virtually twelve factory branches, each warehousing and financing the 
resale of many products, giving jobber and jobber’s salesman and dealer the 
intimate business assistance that so long has been talked about and so seldom 
has been crystallized in fact. 


And the purpose of this advertised announcement is swiftly to acquaint those 
dealers and jobbers and jobbers’ salesmen with a new emblem, that assures 
a new day in Merchandising History. 








At Albany At Boston At Chicago At Indianapolis At New York 
WM. J. KATTREIN TUNG-SOL SALES CO., INC. THE EKKO COMPANY H. J. ARENS CO., INC.. WIEDENBACH-BROWN CO., INC. ERSKINE-HEALY, INC. 
1031 Broadway 221 Columbus Avenue 111 West Monroe Street 202-4 S. Pennsylvania St. 118 E. 25th Street 
At Baltimore At Charlotte TUNG-SOL SALES CO, _ At Minneapolis At Philadelphia 
W. B. MASLAND CO. S$. L. BAGBY OF MICHIGAN A. A. HUME COMPANY A. HOPKIN JR. COMPANY 
105 East Franklin Street 219 W. First Street 4612 Woodward Ave. 104 N. Third Street 235 S. 8th Street 
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THE FOLSOM CO. 
1410 Paterson Avenue 








The Benefits Children 


’ 


Derive from a T, 
lectrical oys 


Are Worth Thinking About 


I N recent years remarkable progress has been made in 
the design and manufacture of toys, especially those 
of electrical nature. Two substantial reasons make 
this development of more than ordinary interest to the 
hardware dealer who has found the toy line a profit- 
able adjunct to his orthodox stock of hardware. The 
fact that present toy favorites of the children have a 
greatly increased unit value is probably the most im- 
portant factor, as it allows the merchant to make a 
correspondingly larger profit. Children no longer go 
into raptures over a non-mechanical toy at a popular 
price. The popular toy of today must provide action 
to intrigue their interest. The toys of today are better 
toys than were procurable in the old days; people have 
more money to spend for them, and as the modern toy 
is of an educational nature they do not hesitate to pur- 
chase what would formerly have been considered expen- 
sive toys. 

It is the latter factor—the educational value of modern 
toys—that is next in importance to the dealer and is 
deserving of special emphasis. Electrical toys are a 
valuable factor in educating the children. They 
familiarize the child with the elemental rudiments of 
electricity which is rapidly becoming a greater factor 
in the life of the people. As they also combine me- 
chanical features with the electrical, and 
this is the day of electrically driven or 
operated mechanics, they are doubly 





educational. Regardless of what. occupation the child 
may follow in later life the information he has absorbed 
from playing with electrical toys will prove of value. 

Electric trains, which are a great favorite at present, 
not only teach the elements of mechanics but also pro- 
vide a pleasant and amusing lesson in practical trans- 
portation which is one of the greatest problems con- 
fronting the world today. 

Then, too, the initial purchase of a toy electric train 
is only the beginning of a highly profitable transaction 
as the original outfit will be enlarged by the purchase 
of extra accessories at frequent intervals. Tunnels, 
switches, signals, stations, bridges, additional lengths 
of track and different types of cars all offer further 
opportunity for a growing chain of sales. This feature 
has a tendency to extend the toy season throughout the 
year. Instead of 80 per cent of the toy business being 
confined to the Christmas season, toys that encourage 
additional sales of accessories all year. 












Electric train display of 
Mohr-Jones Hardware Co., 
Racine, Wis. 
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New Goods to Sell 


New Spic-Span Attachments 


The Premier Spic-Span hand-type elec- 
tric cleaner can now be used with a de- 
odorizer attachment and a blower attach- 
ment. Both of these attachments have 





many uses around the house. The blow- 
ing of dust from radiators, pianos, etc., is 
now possible. It is also now possible to 





deodorize closets, kitchens and chase 
moths. Full information can be obtained 
from Electric Vacuum Cleaner Co., Inc., 
Cleveland, Ohio. 





Adds an Ultra-Violet Ray Lamp 


Superior Electric Products Corporation, 
St. Louis, is placing on the market the 


By means of an adjustment hinge the re- 
flector bowl can be tilted at any desired 
angle. The lamp has a convenient handle. 
The heavy aluminum reflector bowl is 11% 
in. in diameter, with an over-all depth of 
934 in. It is highly polished outside and 
brush-finished inside. Vent holes in the 
protection shield permit the escape of car- 
bon vapor and a guard in front catches all 
carbon dust. Ultra-Violet Ray, Infra Red 
or Sunlight carbons can be used. A full- 
length No. 16 heater cord set is provided. 
The carbon adjusting device is both simple 
and positive; operating resistance, 550 to 
750 watts. The outfit weighs 14 pounds 





The Useful Tuec Sanitator 


The Tuec Sanitator has many different 
uses. It is essentially a vacuum cleaner, 
weighing 3% Ib. However, it can be used 
as a hair dryer, to destroy moths, clean 
merchandise or as a paint sprayer. 





motor is located at the top of this product, 
leaving the nozzle light in weight, so that 
it can reach unusual places, etc. There’ 
are many other uses and features for this 
product, which is produced by The United 
Electric Co., Canton, Ohio. 





“Super-Lectric” Waffle Iron 


A new electric waffle iron enters the 
hardware market from the plant of the 
Superior Electric Products Corp., St. 
Louis, Mo. 


cast aluminum, 6 in. in diameter. The 
element is of nickel chromium. A _ full 
length No. 18 heater cord set comes with 
the assembly. The feet of the appliance 


are of black fiber and the handles are 








Ultra-Violet Ray Lamp No. 425. 

This appliance has a non-tip base with 
a spread of 19% in. The tubular stand- 
ard telescopes, permitting adjustment for 
height. 
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octagonal. 
polished. Expansion hinges of good design 
are a feature of the unit. 


| 5 Ib. 





—— 


ow iene 
It is well nickeled and hand 





Weight, packed, 


This iron has greaseless grids of die- 


The | 


Radio Receiver-Phonograph 


Grigsby-Grunow Co., 5801 Dickens Ave- 
nue, Chicago, IIl., has placed before the 
trade a combination radio receiver and 
electric pick-up phonograph. The phono- 








graph has an electric motor with variable 
speed adjuster, new type starting device, 
automatic stop, and a scientific pick-up 
unit. 

The radio receiver is essentially that 
included in Majestic’s Models No. 91 and 
92. The cabinet is of a butt burl walnut 
design. 





Premier Floor Polisher Unit 


The floor polisher accessory illustrated 
has been designed to be attached to the 
Premier Duplex, Model No. 53, electric 
cleaner, which is also manufactured by 








Premier Vacuum Cleaner Co., 1734 Ivan- 
hoe Road, Cleveland, Ohio. 
This accessory is easily attached and has 


| a durable rubber belt which connects with 
| the armature shaft of the motor, driving 


the polisher at a high rate of speed. It 
is said that this item will wax and polish 
all types of floors. It is also made for the 


| Premier Junior Model cleaner. 
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New Goods to Sell 


A Reversible Toaster 


It is said that this toaster prepares two 
extra large slices of toast at one time, 
quickly and easily, without handling. The 
ventilated top keeps the surplus toast warm 
and crisp. The element is insulated with 
. mica. 

This No. 229 reversible toaster has a 
push-through switch, four cushioned legs, 





and a highly polished finish, with stand- 
ard length heater cord and attachment. The 
National Stamping & Electric Works, 3212 
West Lake Street, Chicago, III. 


The Master Healthizer 





A powerful master repulsion induction | 


will not stall, needs 
oiling, and has an 


which no 


or 


motor 
anchorage 


easy | 


stroke adjustment are some of the fea- | 





tures claimed for the new Master Health- 
izer No. 400. It sells for a very low price. 
It is compact in construction and can be 
supplied for either D. C. or A. C. cur- 
rent. This item has one speed and weighs 
94 lb. The applicators are of close-grained 


approximating that of a gas burner in boil- 





canvas with hand grips sewn on and 
heavy leather loops. The machine is very 
well finished and stands 40 in in. height. 
The Master Electric Co., Dayton, Ohio. 





Super-Chef Electric Plates 


Serelco, Inc., 420 Lexington Avenue, 
New York City, announces a new one- 
burner and a new two-burner Super-Chef 
electric plate which introduces several new 
and novel features. Concentrated heat by 
patented methods produces a heating speed | 




















ing. It has a protected electric plate giv- 
ing maximum speed, maximum economy, 
maximum safety. The entire stove is of 
rugged construction, sanitary because very 

















easy to clean and instantly serviceable with- 
out the use of tools for replacement. The 
finish is in white enamel or Lustro-Chrome. 
It has three heats, and each burner oper- 
ates on 660 watts. The list prices are 
$11.75 and $18.75. 





Cabinet for Radio Tubes 


This pressed steel merchandising cabinet, 
lithographed in colors, holds and displays 
a complete assortment of popular type 
radio tubes. Compartments at each end 





contain supplies of instruction sheets and 
explanatory literature. Marvin Radio Tube 
Corp., 225 Broadway, New York, N. Y. 





An Improved Duo-Dise Washer 


One of the features claimed for the 
Improved Model No. 22, Automatic Duo- 
Disc Washer, is that it has an invertible 








agitator. This can be used at the bottom 
of the vitreous enamel tub when wash- 
ing a few pieces, or reversed and used at 
the top when washing a tubful. 

Automatic Washer Co., Newton, Iowa, 
its manufacturer, states that the worm 
gear and cable drive are very quiet, the 
entire unit running in oil. A %%4-hp. 
Westinghouse motor operates washer and 
wringer, which are mounted on a steel base 
with graceful and sturdy legs. 





Royalette Hand Cleaner 


The outstanding feature claimed for this 
new model hand type vacuum cleaner is 
a self-adjusting nozzle within which is a 
floating rubber whisk. This is said to 





gently brush the surface being cleaned, 
greatly increasing the efficiency of the 
machine. An external nozzle brush is also 
provided for surfaces where dirt is en- 
crusted. 

The lightness of the Royalette makes it 
convenient for use in many places, while 
its ample power and sturdy construction 
insure speed and effective cleaning. The 
Royalette is finished in polished aluminum 
and has a specially woven dust bag. 

The P. A. Geier Co., 540 East 105th 
Street, Cleveland, Ohio. 
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Last call on BEEVAC 
free attachment offer! 


No further announcement 
of it will be made 
(offer explained below) 


































Free 
Attachments 


In only a few days we must withdraw our 
SPECIAL ANNIVERSARY OFFER of free 
attachments on three outstanding BEE-VACS. 


On orders of one of each or more (at least 
three), we give you a full $5 (G-12) Standard Set . 
of BEE-VAC attachments FREE for a limited Pee + 


time only. 





We allow also 40% discount when you order one of each or more of 
the BEE-VAC Electric Cleaners illustrated here—or 35% on fewer 
than three. 







BEE-VAC Bronze 
Bearing Model ‘‘G’’ 
Electric Cleaner, con- 
sumer price, 


$29.50 


These, remember, are our 20th Anniversary Special Offers of which 
dealers everywhere have taken quick advantage. Have you ac- 
cepted them? é 


This is your one opportunity (no other announcement of free at- 
tachments is forthcoming) to break all previous records for the 


holidays on electric cleaner sales and profits with our free attach- 
Attachments 


ment offer. 
Free 


More than half a million women use BEE-VACS every day. They 
have given BEE-VAC Cleaners widespread national advertising by 
word of mouth alone. 25,000 dealers now sell BEE-VACS like 


staples—over the counter, without home demonstrations, costly 






BEE-VAC Ball-Bear- 
ing DeLuxe Electric 
Cleaner, consumer 
price, 


service attention or comebacks of any kind. 


Take this way today to beat all competition during the holidays. $39.75 
Get the 40% discount according to our specific offers explained 
above, and the free attachments. Also, beautiful free BEE-VAC 
display material to help you sell out your entire 


stock during the Christmas trade. 








Write for all the details of these special offers 
now, or order your requirements direct from this 
advertisement through your jobber. Do it now 
and be sure of your supply. Birtman Electric 
Company, Dept. D373, 4140 Fullerton Ave., 
Chicago. 





BEE-VAC Motor 
Brush Model Electric 
Cleaner, consumer 
price, 


$37.50 
Free 
Attachments 








BEE-VAC Electric 
Washer, consumer 
price (East of 
Rockies), 


$99.50 
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Make it Easy to Buy Electrical Christmas Gifts - 


(Continued from page 112) 


should set forth the price range of articles displayed in 
each section and section boundaries should be readily 
discernible. Merchandise thus displayed should be 
within easy reach of customers to encourage handling 
for closer inspection. Christmas designed price tags 
should make the price of each article readily apparent. 
Unless handling leaves tell-tale marks and the article 
becomes shop worn through it, one type of each gift on 
display can be wrapped in holiday attire and held in 
readiness for the first hurried shopper desiring a like 
article. The slogan: “Give Something Electrical,” 
which came into general use a few years ago, is a good 
one and should be impressed on the minds of prospects 
at every turn. This can be accomplished through the 
mediums of the local newspapers; show cards in display 
windows and throughout the store proper, 

Grouping as to price in electrical window displays is 
more difficult and often impractical. However, every 
item can and should bear a price card which will estab- 
lish its value at a glance. Such window cards will be 
more effective if they also carry suggestions of the 
articles’ appropriateness for specific recipients. The 
card appearing in conjunction with an electric marcel 
iron, could as an example worded to the effect that, 
‘Sister would appreciate this electric marcel iron $5.” 
Other articles could carry similar cards, appropriately 


phrased in a like manner. Several electrical gifts neatly 


wrapped in red or white tissue paper and tied with a 
contrasting white or red silk ribbon, should be featured 
in the window display. The use of gummed Xmas seals, 
a small sprig of holly and a suitable Christmas gift card 
will further enhance the attractiveness of the completed 
packages. A neat card should state: “‘we are prepared 
to suitably wrap Christmas gifts purchased here at no 
additional charge.” This feature will serve to demon- 
strate that your store is prepared to perform this ser- 
vice in such a tasteful and thorough manner, that further 
attention to this small but important detail is unneces- 
sary on the part of the purchaser. Attention to this 
point will prove a greater asset than you. may readily 
concede, for women consider it highly important and 
they control the purse strings, for the most part at the 
present time. 

Enterprising hardware merchants will also make ar- 
rangements to use the windows of vacant stores in their 
city for special displays of electrical gift suggestions. 
Very often permission to use such windows can be 
secured for the asking. In other instances the slight 
expense involved i: inconsequential when resultant in- 
creased sales are considered. A window card should be 
always used in connection with such displays to inform 
the passers-by that, ‘Merchandise displayed in this win- 
dow may be obtained from The Blank Hardware Com- 
pany, 150 Main Street.” In connection with the latter 





Fastest Seller in the Field! 


Automatic 
Electric 
Percolator 





No levers, clock 


new design, new appeal! 
or timing mechanism to set—when coffee is done current is automatically 


New principle of cperation, 


Makes delicious French ‘“‘Drip’’ coffee. Base with heating 
separate from pot. Pot can be washed in water. Stock this 
List price $14.75 with liberal discount—g¢ 


shut off. 
element 
leader for Christmas. 
profit, quick turnover. 


THE ARMSTRONG ELECTRIC & MANUFACTURING 
- CORPORATION 
Sales Offices 


522 Fifth Ave., New York City 





Factory 
Huntington, W. Va. 




















Confidence in PAampion, 


Brand 


Tungsten Lamps is shown by 20,000 
retailers and 500 jobbers who sell them. 





“Licensed under the General Elee- 
tric Company’s Incandescent Lamp 
Patents.” 


























1-ROTOMATIC 

2—COLOR 

Color clinches the sale that the 

exclusive Rotomatic Switch starts. 

Order from your jobber today. 
At all dealers 

FRENCH BATTERY COMPANY 


Factory: Madison, Wis. 
Sales Office: ee N. ~ ri Ave., 


ROTOMATIC 









SEARCHLIGHT 





DESTINED to LEAD 


all WASHERS in its elass 
Never before 
such QUALITY at a MODERATE PRICE 


APPLICATIONS for DEALERSHIP should be made prompt iy 
to THE hg CO., 100 West Monroe Bldg., Chicago, Il 


Frederick 


A Boer Se Product 
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plan some merchants located in cities where they were 
harassed with stores of temporary and competitive nature, 
opening up in vacant buildings at holiday time report 
that this idea offers a solution to this problem. Business 
or civic organizations in cities who were troubled with 
a situation of this kind enrolled the aid and sympathy 
of real estate agencies who controlled the vacant store 
buildings. In most cases, the real estate agents, who 
were more or less directly dependent upon the local 
merchants for their livelihood, were quick to see the 
“light” when the merchants pointed out the unfairness 


OU. McINTYRE, who runs a widely read column 
e in the New York American, says that the richest 
New Yorkers are often the slowest pay. Tradesmen, he 
says are often jockeyed into positions where a refusal to 
extend further credit may jeopardize the chances of col- 
lecting at all, so they stand the gaff. It is significant, 
he adds, that many rich people rarely patronize cash 
institutions. Astute credit men, according to Mr. Mc- 
Intyre, prefer to extend credit to people of the so-called 
middle class, as they are the promptest pay of all. 
*k * x 
Credit is the loaning of money in the form of mer- 
chandise. Handle it as the bank handles its loans. 


of renting the vacant buildings to outside interests for 
a few days during the busy holiday season, and imme- 
diately agreed to abstain from the unscrupulous prac- 
tice. Failing in this move, the local merchants would 
agree to pay the same nominal fee usually advanced for 
temporary store privileges by “outside’’ competition. 
This enabled the local merchants to use the vacant store 
windows for special displays of their own holiday mer- 
chandise, eliminated unethical competition at its source 
and stimulated sales in local stores to a considerable 
extent. 


Tom Witten of Trenton, Mo., is known as the origi- 
nator of the “Trenton Idea.” In the main, the Trenton 
Idea is one of regarding the people of a district in a 
community sense, rather than drawing an imaginary 
line between “city folks’ and farmers. It emphasizes 
the fact that folks are folks regardless of where they 
live; that they have similar emotions and ambitions; 
that they all respond to the friendly interest of others. 
Tom says: “Some business men skim all the cream off 
the milk of human kindness before they begin to ped- 
dle it.” 

x * Ok 


A crab is an obstacle in the path of good-will. 





The Newest Vogue in Holiday Decoration 








Same Price as 
old-fashioned 
outside colored 
lamps 


Coloring INSIDE the bulb 


PROMPT DELIVERIES GUARANTEED 


A large stock ready for immediate shipment 


will not fade 

flake or scratch. 
Easy to keep clean. 
Not affected by weather 











HYGRADE LAMP Co 


Genera Orrice anv Factory 
SALEM Mass 
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DIXONS 


GRAPHITE 
PRODUCTS 










In its place, and using the right compound in 
the right place, Graphite has no equal. 


It has been the accepted privilege of the Joseph 
Dixon Organization to spread the gospel of the 
proper use of Graphite and Graphite Com- 
pounds, to the end that maintenance cost may 
be held at a minimum thru the better operation 
and longer service that each Graphite protected 
part must render. 


Dealers will find in Dixon's Line products of 
unusual merit. The carefully graded Flake 
Graphites—each with its special uses; the ex- 
actly compounded Graphite Greases, each with 
its place in every scheme of better lubrication; 
the Boiler Graphites for cleaning steam boilers; 
the Graphite Pipe Joint Compound; the Silica- 
Graphite Paint with years of 
service on so many thousands 


Also of jobs; and Dixon's Belt 





Belt Dressing, a  non-gtaphite 
DIXON’S product which prevents belt 
Solid slippage and increases power 
Dressing thru its use on_ leather, 


rubber, and fabric bolts. 





Dixon’s engineers and research men have a 
background of 100 years of continuous service 
to draw from. They are at your service to give 
you the benefit of our wide and varied ex- 


perience. 


Joseph Dixon Crucible Company 


New Jersey 


Jersey City Dass 


Established 1827 








C] 


Yee oe eyo 


a 


There Are Many 
Ways To Gain 
The Women’s Trade 


ND this trade is 

well worth hav- 
ing! Do you know 
that in some sections 
49% of the customers 
are women? How 
many of your custom- 
ers are women ? 


Items such as paint, 
varnish, lacquer, 
housefurnishings, 
kitchenware, electri- 
cal supplies, etc., all 
lend themselves to 
displays and sales 
ideas that willattract 
women to your store. 


Read the accounts 
that appear in Hard- 
ware Age telling how 
merchants every- 
where are gaining 
this desirable trade. 


Hardware Age 


239 West 39th St. New York City 
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RUST-PROOF and LEAK-PROOF 
| 


When you sell a_ | 




















Made of 

Heavy SHERMAN Dia- 
Wrought mond Nozzle, you | 
Brass can look your cus- | 


| 
tomer straight in | 
the face and say: 
“This nozzle can- 


not rust and can- | 
not leak and the | 
SHERMAN will | 


back you up every | 7’ ‘Ss 
Spray ? | 


time. 
or | 


Stream ( alt onda | zo 
The reason the HOUSE FURNISHING : 
¢ SHERMAN i ow ANOFACTORE 


Association | 





4 P as Py eralion w 
4%,” Size Only NOZZLE Z. Endre by ot me] Kelle Club 
2 alt 


cannot rust is because it is made entirely of | 3% Wy 49)),- 29!) 
Heavy Wrought Brass. The reason it cannot | % JANUAR 
leak is because it is packed with a special gasket <3 (Inclusive ) 


} AY 
of selected quality, impregnated to preserve and | <@ R HOUSE 
lubricate and. make the nozzle absolutely water- | ae PALME 
a Go 
| ane 
. CHICASY 
oe + 


tight. 


No sand holes—no flaws-——no imperfections in 


the SHERMAN Diamond Nozzle. 
00 leading manufacturers 


No merchant should 


al railroad rates. 


- Over 1 
will exhibit. 
Spect 


Tested under heavy water pressure and unquali- 
fiedly guaranteed. 


miss it: 


Sold through Jobbers 







One Each 
Dozen Nozzle 
in Wrapped 
Each in 
Counter Tarnish 
Carton Proof 
Paper 


: “05 Most Adams 5 ; 


Phicago- 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 








Le Sal ’ 
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Which Hod Would You 
Rather Carry? 


If you had to haul mortar for a living, you cer- 
tainly wouldn’t want to carry a hod that dripped 
water all over your shoulder. 


You would choose a Never Drip Steel Hod with 
its one-piece ends. You would go whistling on your 
way while the other fellow sulked. 

There are lots of hod carriers in your town who 
are bearing the discomforts of carrying leaky hods 
simply because they have not been shown the 
_sensible and better kind. 


This open field of profit is yours for the 
asking. Write us at once for details. 


The Cleveland Wire Spring Co. 











Cleveland Ohio 














) PLYMOUTH 


@ PRODUCTS 


for the Shoe Repairer 


The complete and old reliable line that has 
served the trade for years. 
LASTS AND STANDS 
COMBINATION LASTS 
RIVETING MACHINES 


§ LAP LASTS—REPAIR JACKS—NAIL 
CUPS—FOOT RESTS —HEEL STIFFEN.- 
é ¢é 


ERS—HEEL PLATES 


HIO” Shoe Lasts, shown at right, are 

absolutely guaranteed against breakage. 
Lock bearing, strong and 
rigid. Latest shapes for both 
men and women’s shoes. 
Extra heel piece included 
for all sizes of heels. Stands 
finished in Red Enamel and 
Gold—Lasts finished in Black 
Enamel. They sell on sight. 
Write for prices. 


The Fate-Root-Heath Co. 
901 Riggs St. 
PLYMOUTH, OHIO 


‘ N. ¥. 4 Os W. B’way 


. Winner, Mgr. 





The netting 
with the Roos- 
ter label—Supe- 
rior Brand — is 
always a qual- 
ity product. 
Straight selvage. 
Evenly woven 
mesh. Bright 
heavy galvaniz- 
ing. 

Superior Brand 
costs no more. 


G. F. Wright Steel 
& Wire Co 


Worcester, Mass. 


SUPERIOR 











3 
The suggestions offered 


in this issue of Hardware Age for 
merchandising Electrical Goods. 


The live dealer can amplify his sales 
by prominently displaying these ar- 
ticles. 

Step up your sales by reading the 
electrical merchandising articles in 
the Electrical Goods Section of 


Hardware Age 
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“4 1 , Sevmoue Smin 
T{SIFY P OFFERS:— 


A Full Line of 


"= FORGED STEEL 


















PRUNING SHEARS ' 4 ) Tool Stet, 


ished and 
AT POPULAR 


Oranged Ename! 











USE THIS $15,000,000 PLANT TO MAKE PRICES wr ej A Hucky and 
PROFIT FOR YOUR STORE -_ pcre 
é / A full line for your 
Ina plant covering more than o/ spring requirements :— 


seventeen acres, the originators 
and world’s largest manufactu- 
rers of Bottle Caps are turning 
out millions of gross of Caps in 
sealed, sanitary packages espe- 
cially for your 
trade. Stores 
everyen ere Bea a 
Cc.C. & S. Bot- 
tle Caps an 


Pruning shears, hedge 
shears, tree pruners, loppine 
shears, and : _ 


HANDY GRASS SHEARS 


FIT-THE-HAND 





Length—13 in. 
Blades—6 in. 
No. 117 





“PYRAMID” BRAND 








The *‘Cushion Seal’’ easily handled, ’ 
Grp quick- moving Fast selling, efficient shear for trimming grass. A big improve- 
item that brings steady, profitable ment over the old style shears at no additional cost. Attractive 
sales finishes. 
o Send us your orders or inquiries for these profitable tools. 
Before buying elsewhere, be sure Clean and Sanitary 
and write or wire for our latest SEYMOUR SMITH & SON, Inc. 


quotations. You can’t afford to “HOME USE’ BRAND ICUT, U. S. A 
overlook the Crown Cork & Seal The Standard Quality ees ees See er 


proposition on Bottle Caps. Cap Sales Representatives 
cs JOHN H. GRAHAM & CO., Inc. 
CROWN CORK & SEAL CO., Baltimore, Md. 113 CHAMBERS STREET, NEW YORK CITY 


The World’s Largest Bottle Cap Makers 




















, —— 


THE HELLER WAY 












OF grooves on 
mar or scratch a Red Devil means 
Straight edge Glass Insurance 





7ts all in ® 
Cie New Style Glass Cutter 
Pull RED DEVIL No. 555 


Out a USH the STICK PIN WHEEL into 
Dull the Head, where it wedges solidly 
W heel into position—instantly ready for cutting. 


Thrust Refi'l Wheels are furnished mounted on 





Make New Profits 


Next Year — 





Ina hardened Stick Pin Axles. Wheels are ho, Accel cer eeaag fp sen) = 
Sharp new Red Devil Long Life type. Cutter | of other. hardware men 7A 
has a Long Reach Head and Easy Fin- | oo Po ental ena 
One ger Rest Handle. Order a supply from tables aud Gaxtures le 
your Jobber. e Heller tables are money 
makers—they’ll pay for 


themselves in a_ short 


pP , ‘i Sy — Let us show you 
lantton TS, with, Frc, | | to your letterhead “and 
1165 SPRINGFIELD AVENUE | ‘ce asiciieiictillatin cue H E LLE IR 


IRVINGTON, N.J.. U.S.A. 700 Bryant St. BUSINESS BUILDING 
eee ee STORE EQUIPMENT 
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1, 








Place two EASY HANGERS on 


Display and 


Watch _, 
Sales Jump! 





If your Jobber can- 
not supply you send 
trial order for one 
dozen and _ prove 
our claim of the fast- 
est selling specialty 
on the market. Trial 
dozen shipped at 
once with usual dis- 


~—- . ioe . 
‘COMPACT HANGER 


| is strongly built of steel, finely finished 

aN in Japan and will last a lifetime. Will 
AALS i not rust. A dozen or more garments 
can be hung on this popular priced 
HANGER, yet when not in use it 
folds to less than 5” of space. Can 
| i) be attached anywhere, creating a dozen 
6 i ; times more storage space. Invaluable 





of Ho] He) He He! fel 





in Home, Office or Club. 
Retail Price $1.00 














a Manufactured by 

TH 

(| EASY HONE COMPANY 
( 16 West 22nd Street, New York, N. Y. 


| AO AY j 

hl { 

Ml | Distributors wanted for this fast selling 
’ specialty. Write for territory and prices. 


We specialize on Counter-sunk 
washers in all sizes 


FORMED of 
SOLID STEEL or Brass 


Made in steel or brass, both solid and hollow. 


Massachusetts Machitie Shop, Inc. 
817 Albany Street Boston, Mass. 








Robertson “Horseshoe Magnet” Hammer 
THE HAMMER 
THE TACK 




















The best permanent magnet hammer on the market. 
A PRACTICAL, AND SUPERIOR TACK HAMMER 
FOR USH IN MANY TRADES AND IN THE HOMB. 


Awarded Silver Medal Panama-Pacific Exposition 
Name and design trade marks registered U. 8. Pat. Of. 


ARTHUR R. ROBERTSON 596 Atlantic Ave., Boston, Mass. 


Sole Manufacturer 








JUST A REMINDER 


Have you sent for your copy of the new Millers 
Falls Hand Tool Catalog? 

Illustrating and describing the new line of Planes 
as well as the balance of the twelve major tool 
lines, this valuable book should have a permanent 
place on your desk. 


MILLERS FALLS COMPANY 


Millers Falls, Mass. 


New York: 28 Warren St. Chicago: 9 So. Clinton St. 
Cable Address: MILLERFALL NEW YORK 


CLOTH 
W is AND WIRE 
PRODUCTS 


“Buffalo” Quality Standard Galvanized 
Hardware Grade backed by 58 years’ ex- 

; perience in wire cloth manufacturing. It 
gives the kind of service to your custom- 

ers that means more sales to you. Com- 
plete information and prices on request. 


Write for Folder 83-B 
BUFFALO WIRE WORKS CO., Inc. 


(Formerly Scheeler’s Sons) Est. 1869 
518 Terrace Buffalo, N. Y. 














Rubyfluid is a combination Soldering and Tinning 
Flux which best meets ALL the requirements of all 


metals. 


Very economical because a small quantity makes a 
very tight joint. No washing or buffing required. 
It contains no poisonous fumes and never corrodes 


metals. 
We'll gladly send a Free Sample and quote prices 
to any Dealer. 


RUBY CHEMICAL Co. 
68 McDOWELL STREET COLUMBUS, OHIO 











For Easy Selling 


AT POPULAR PRICES 
_ prenatal packaged, drop forged, 





Reg. U.S. Pat. Off. 


carefully tempered and highly finished. 
Priced for. resale to build volume for you. Ask 
your jobber or us. 


BERGMAN TOOL MFG. CO. 


Buffalo New York 
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HOUZEX PUSH PINS 


Beautiful Glass Heads 


in 4 delicate 
shades— 
sharp steel points 


Brand new—made by 
Houze—Glass headed push 
pins in these four attrac- 
tive colors, La _ Rink, 
Rose, Co-Blue, Chro- 
Green and Glo-Amber. 
fll strikingly decorated 
with inlaid gold design. 
They.sell_on sight when 
offered in our eye-com- 
pelling 


&-2.ouze Convex Gtass ce. cert. 


Se os 








Large—3 to Card 


Heads are 34 inch across top. 
Pin—overall— 4 inches long. 


Counter Display 


Assortment A—48 _ 10- 
cent cards—sixteen cards 
of each size. Three sizes 
of each of four different 
colors. Size of display 
carton is 12''x814"'x134". 
Retail value $4.80; Price 
to you $3.00. 





Medium—4 to Card 


Heads are 5% inch across top. 
Pins—overall— 34 inches long. 


Write for samples. 


L. J. Houze 


Convex Glass Co. 
POINT MARION, PA. 
Glass Specialties of Merit 
New York: 110 W. 40th St. 
Chicago: 536 S. Clark St. 


t.J.Houze Convex Glass Co. ree. 
CS eee iJ + & bine 


“F 





Small—6 to Card 


Heads are 34 inch across top. 
Pins—overall— *4 inches long. 














WHEN CUSTOMERS 


BUY 
ATLAS TACKS 
€ SMALL NAILS 


THEY REMEMBER 
WHERE THEY BOUGHT 
THEM~~~~~~ EVERY 
TIME THEY USE THEM 








ATLAS TACK CORPORATION 


Fairhaven, Mass., and St. Louis, Mo. 


























Sell Them 
by the set 





Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the users. 





It isn’t hard. Every mechanic needs the entire set in his work, and it 
resolves itself to a question of selling him once or seven’ times. 
out the value of the case, its use in keeping the bits in order and near et 
hand, preventing loss, etc. Try it. 

Forstner Bits are the only bits that are not dependent on a center or « 
level to guide them. They cut from the outer rim. The entire surface is 


E 


Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 


TORRINGTON, CONN., U. S. A. 




















Crashing 

through on the 

trail of hack saw 
profits “—~ — 


Backed by a sales plan that as- 
sures you of steadily increasing 
hack saw business from your 
own customers and prospects. 
Eager to drive in greater hack 
saw profits—these rangy Wolves 
of Lenox are attractively pack- 
aged in plaid. 

Get the details of this sales plan 

to-day. 
“The Tools in the Plaid Box.’’ 


American Saw & Mfg. Co. 
Springfield, Mass. 
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“IVES” Patent Ventilating Lock 





Showing Window 
Closed. 


“Quality Hardware Since 1876” 
Window and Door Specialties 


TueE H. B. Ives Co. 
New Haven, Conn., U. S. A. 


Improved ‘‘Barnes’’ Type Pipe Cutter 
from the ARMSTRONG BROS. 


¢ Line of Better Pipe Tools 
This 3-wheel Barnes type is especially 
adapted to work where the cut- 
ter cannot be revolved en- 


tirely around the 
pipe. 














Bodies of Certified Malle- 
able Iron—Pins of carefully 
hardened tool steel. Wheels 
of special Alloy Tool Steel 
—Improved Knife Blade 
Design —Cut faster, last 
longer. 





Write for ARMSTRONG BROS. TOOL CO. 
gy “The Tool Holder People” 


314 N. Francisco Ave., Chicago, U. S. A. 











Make your custom- 
ers your friends 
also; sell them 


IVER JOHNSON 


Shot Guns. 





It’s good business. 


Iver Johnson’s Arms & Cycle Works 
Fitchburg, Mass. 


Chicago 
108 W. Lake St. 


New York 
151 Chambers St. 


San Francisco 
717 Market St. 











CLOTHES 
WRINGERS 


with the features of the latest 
washing machine wringers. 


LOVELL MANUFACTURING CO. 
ERIE, PA., U.S. A. 














BETHLEHEM PRODUCTS 


of interest to the Hardware Dealer 


CAMBRIA FENCE and Steel Fence Posts 


WIRE: Barbed, Barbless and Twisted, 
Processed, Bright and Galvanized. 


NAILS: Cement-Coated, Bright, 
* Blued and Galvanized. 


WIRE RODS STAPLES BALE TIES 
BOLTS NUTS RIVETS 












Bethlehem Steel Company 
General Offices: Bethlehem, Pa. 


BETHLEHEM 















This Small Display Case 
Makes Sales Quickly 


Contains 
Two Sizes 


Moore Push-Pins 
Three Sizes 


Moore 
Picture Hangers 





Four Colors 











Decorative 
Moore Order a Style “S” from 
Push-Pins your jobber today. 


MOORE PUSH-PIN COMPANY 


Wayne Junction, Philadelphia 





se 
AN 
(.& 
ral 


TRADE-MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS » COTTON TWINES 











Want a Customer 
For Your Hardware Business ? 


Tell your story in the paper that most hard- 
ware men read. 


Your message, giving the main facts, will find 
a quick buyer when inserted in Hardware Age. 


Hardware Age, 239 West 39th St., 
“Classified Opportunities 


Address: 
New York City, 
Section”’ 
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PAINE Give Them PHENIX QUALITY 
SPRING WING TOGGLES 


Screen Hangers and Fasteners 
Phenix Storm Sash Hangers and 
are used for attaching any ob- 
ject to a hollow wall or ceil- 


Fasteners are simplest, handiest, eas- 
ing. 


jest applied, most 
They work instantly in any 


efficient—that’s why 
they sell best. New 

position in any hollow ma- 

terial. 


improvements put 
The SPRING Does It 


them in a_ class 
of theirown. Write 
to-day for Catalog 
showing full 

Catalogued and stocked by a 

majority of the Hardware, 

Electrical and Plumbing 

Jobbers of the country. 


iis 


Phenix line. 
Samples free. 








Sold by all leading 





Samples and prices on re- jobbers. 
quest. No. 115 ebam 
The Paine Company fy. st. mee vat uv. PHENIX MFG. CO., 032 Center St., Milwaukee, Wis. 

















ALLEN SODERING PASTE ! 
| The Improved 


This popular brand gives. unfailing | 


satisfaction and is always a good seller. | : 
Makes soder _ self-fluxing, adheres } 
readily to the surface, and assures 
secure electrical and mechanical joints. 
| 


Never corrodes work. 


Sizes: 2 oz., 4 oz., % 1b., 1 1b., and 5 Ib. 

tins. Also 2 oz. tubes and in bulk sizes. | S W E E P E R 
: Approved by National Board of Under- } 

Plus +} writers. Keep stocked. Sold through 


| 
pus “OSS 4, Jobbers. Send for samples and trade- | i. {9 @ A 99 
Deyn uh Scoer seve FLUX b —e aes . | With Hi-Lo Brush Control 


FFING VINTOALLEN?ASTS prices. 


“Full size can FREE on REQUEST” Twice the brush action with half the effort 


L. B. ALLEN COMPANY, INC. Bissell Carpet Sweeper Co. .. Grand Rapids, Michigan 
6734 Bryn Mawr Ave., Chicago, Illinois 


[2 S cusion TIRE Osborne High Grade Punches 


=ASTORE LADDERS 1} /O) 


J Insure perfect shelf service for any A 
line of merchandise. Deep tread steps, Belt Punches Arch Punches 
























Saat 
HANNA) 
N 
| 












































= properly spaced, with convenient full ° . 
=SS SSpy,length handholds on both sides of Spring Punches Revolving Punches 
e mit i i ~ 
"I ee SO eS Sees A varied and attractive ‘line for the Hardware Trade. Also: 


with ease. Both hands free to remove 

or replace sto k without danger of fall- 

Ing. Cushioned Tired Trolley wnd Truck Wheels elim- /jy 

inate noise and prevent vibration. Erection as simple / 

as A,B,C. Utilize small space. Make top shelves 
Safely available for stock purposes. One style— 

neat of design—nicely finished —any height ceil- 

ing. Thousands in use. Circular on request. Es 

We stand back of every tool we make. Try us. 


x 
mE REMYERS & 3RO.Cco. Write for Catalog. 


» ASHLAND, OHIO. ' 
PUMPS-WATER SYSTEMS- HAY TOOLS - DOOR HANGERS 0. 8. OSBONTABLISHHD 126” 


— Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
8. 







The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 
































ANCHOR BRAND 


CHISELS 


made in 


Eskilstuna 


SWEDEN 

Zome of the Worlds Finest Steel 
A AA 
Sponsored by 

JOHANESON, WALES 
& SPARRE, INC. 


A\\\\\ 


u\\ Importers 






’E.G.Washburne & Co., 206 Fulton St.,New York 


(ata 

















tt 
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Classified Opportunities 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 


Classified Advertising Rates 
Opportunity Exchange Section 





BOXED DISPLAY RATES 
RE Shao seu cee Se eee . - $5.00 


Each additional inch 


Positions Wanted Advertisements 
50% off rates quoted 





Addrese your advertisements and replies te 





Bet Solid, Minimum of 5 lines... .$3. 
Each additional line... 60 
All Capitais, Minimum of 5 lines.. 4.00 
Each additional line.... 80 
Average 10 words to a line 
Allow One Line for Keyed Address 





Hardware Age, Classified copes. 
ranities, —, ag ee St.. New 


Discounts for Classified Advertising ork 
4 insertions, 10% | 8 insertions, 15% Hagpware Ags is published each Thursday. 





Forme close ‘ine “Days previous to date ef 





Remittance Must Accompany Order publication. 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should sot 
be addressed to box numbers. 

















AAT Sie 





BUSINESS OPPORTUNITIES 


POSITIONS WANTED 








VACUUM CLEANER PARTS 


Attachments, brushes, belts, bearings, wheels, assembly and motor 
parts and all else. Largest line. Highest quality. Lowest prices. 
Rebuilt cleaners. All makes. Any quantity. All fully guaranteed 
for one year. Equal in action and appearance to the new. 


UNITED ENTERPRISES, INC. 
13047 Athens Ave., Cleveland, Ohio. 

















FOR SALE—A $20,000.00 Stock of Hardware and Paint in Dayton, 
Ohio—Everybody knows of Dayton’s expansion and progress. A money 
maker, Established 20 years, Rare opportunity, Ill health. Address owners, 
Chas. H. Brower & Son, 624 Wayne Ave., Dayton, Ohio. 





* FOR SALE—Nice retail hardware business in Piedmont, North Carolina. 
Moderate stock, splendid agricultural section, considerable manufacturing 
in the town, about 10,000 population. Address Box I-619, care of HARDWARE 


HELP SPECIALISTS 


FOR THE HARDWARE INDUSTRY IN NEW YORK 
STATE 


MALE AND FEMALE 


BVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMES THE WEEKLY SALARY INVOLVED 


ABBYE EMPLOYMENT AGENCY, INC. 
112 W. 42nd Street Bryant 7374-5-6 














Ace, New York. 
HELP WANTED 


WANTED Experienced Hardware man selling to Jobber & Chain Stores. 
If proven business getter will have chance to become partner in organiza- 
tion. State experience and references. Address Box I-601, care of 
Harpware AcE, New York. 








WANTED—Builders’ Hardware Man, splendid opportunity. Give ex- 
perience and reference. Address Box 1-616, care of Harpware Ace, New 


York. 





POSITIONS WANTED 





MANAGER OR A-1 SALESMAN—Twenty years’ experience Buying 
and Selling, General Hardware, Builders’ Supplies, ieossinceliiien, Elec- 
tric Appliances and Supplies, Seeds, Fertilizers, Farm Implements. Capable 
taking responsible position as experience ccvers bookkeeping and business 
detail. Position desired in New Jersey so one can commute on Central 
Railroad of New Jersey or downtown New York. E. E. Gayle, 1152 
Stilford Ave., Plainfield, N. J. 


KNOWLEDGE AND EXPERIENCE FOR SALE—Advertising man 





with wide experience in builders’ and general hardware will be available 
January Ist. ea thorough knowledge of consumer, trade and professional 
journals, printing and engraving processes, display material and catalogue 
preparation and publication. Address R. I. T., Box 1-612, care of Harp- 


WARE AGE, New York. 


_ SALES EXECUTIVE with fourteen years’ hardware experience selling 
in every State in the United States and entire Canada. The past five 
years in charge of advertising, export and domestic sales of a hardware 
manufacturer showing a profit to stockholders having reached the limit of 
possibilities. He is leaving present firm and will be open for a connection 
with wider scope January first. Address Box I-613, care HARDWARE AGE, 
New York. 











EXPERIENCED SALESMAN knowing wholesale and retail hardware 
trade in Metropolitan New York intimately. Seeks position either salary 
or commission with drawing; accustomed to five thousand annual earnings; 
now employed; good appearance, capable, dependable; age thirty-five, 
drives good car, Christian, married, references. Address Box I-583, care 
of Harpware Ace, New York. 





MAN with Sales Experience in general Hardware lines seeking connection 
with representative manufacturer. Best of references—personal interview 
desired. Address Box 1-605, care of Harpware AGE, New York City. 





POSITION with hardware manufacturer selling jobbers and depart- 
ment stores in Eastern and Middle West States. Experienced, single. Avail- 
able Jan. Ist. Address Box I-607, care of Harpware Acre, New York City. 








POSITION SEI.LING JOBBERS, dealers and department stores in 
Pennsylvania, Ohio and West Virginia. Experienced. Best of references. 
Address Box I-606, care of Harpware Ace, New York City. 








SALES ACCOUNTS WANTED 








SOUTHERN REPRESENTATION 


Salesman having visited the wholesale hardware, 
Drug and Notion trade, also department stores 
and large retail hardware stores in the principal 
Southern Cities, for the past twenty-five years, 
and a member of the Old Guard Southern Hard- 
ware Salesmen’s Association, can add one more 
representative line. 


Address Box 1604, care of Hardware Age, 
New York City 

















MANUFACTURERS’ REPRESENTATIVE, Young man, capable, 
experienced salesman 10 years with nationally known manufacturer, past 
two years as Assistant Sales Manager. Desires one or two lines of merit 
to hardware and sporting goods jobbers. Illinois, Wisconsin, Minn., Iowa, 
Nebraska, Kansas, and Missouri. Thoroughly ——— with trade. Best 
references. Address J. Boyd Johnson, 2114 Carroll Avenue, Chicago, 
Illinois. 


MANUFACTURERS’ REPRESENTATIVE seeks one additional line 
suitable for the Hardware, Woodenware or Janitor Supply Jobbers in the 
New York Metropolitan District. One line now being carried which is 
well known and handled by every reputable jobber in this territory. Have 
office and warehouse in the Hardware District, commercial and banking 
references. Address Box I-614, care of HarpwAre AGE, New York. 








SALESMAN—business producer; large following among hardware job- 
bers, dealers, department stores; also acquainted with woodenware, house- 
furnishing, electrical appliance trades. Selling past sven years in New 
England States, New York, New Jersey. Territory covered thoroughly 
by car. Now employed. Salary or commission drawing or will represent 
factories direct on straight commission. Address Box I-618, care of 
Harpware Ace, New York. 








CONNECTION DESIRED WITH MANUFACTURER of Hardware. 
Household, or Fireplace Goods. _Experienced in Southeast. Age 45 and 
available January. Address Box 1-615, care of HarpwAre Acg, New York. 
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Classified Opportunities 





SALES REPRESENTATIVES WANTED 


SALES REPRESENTATIVES WANTED 








SALESMEN WANTED 


Old established hand tool manufacturer desires five direct 
full time representatives in the following territories: 


New England States 

Western Pennsylvania and Eastern Ohio 
Michigan and Indiana 

Northern Illinois, Wisconsin, Minnesota 


Southern Illinois, Missouri, Iowa 
All replies held confidential. 


Give experience, references. 


Adress Box 1617, care of Hardware Age, New York City 


OPPORTUNITY for commission salesmen calling on 
electrical and plumbing supply jobbers and mill supply 
a quality line of Hack Saw Blades at a better price 
New York 


EXCELLENT 
the hardware, 
houses to handle 
Address Box 1-620, care of HarpwAre AGE, 





SALESMAN WANTED—Screw-holding screw driver! New patented 
invention! Removes, inserts screws inaccessible places. Factories, garages, 
electricians, mechanics, auto, radio owners buy on sight! Two sizes. Your 
profit 75 cents each. Exclusive territory. FREE trial offer. Jiffy, 1313, 
Winthrop Building, Boston. 





REPRESENTATIVES calling on hardware jobbers and furniture 
manuufacturers to handle our line of Soss Invisible Hinges. Following 
territories open—Pennsylvania, Ohio, Indiana, also Southeastern and 
middle western states. Soss Mfg. Company, Roselle, N. J. 

















ROPE SALESMEN WANTED in all territories—100 per cent pure 
Manila rope 17c. lb. basis. Fast selling side line. five per cent commis- 
sion. UNITED FIBRE COMPANY, 82 South Street, New York City 
(Foot of Wall St., and East River). 





COMMISSION SALESMEN IN EACH STATE for manufacturer of 
band tools and hardware specialties. Advise territory covered and houses 
represented. Address Box H-638, care of Hanpware Acr. New York City 


WANTED—salesmer calling on first class retail hardware stores by 
manufacturer of high grade tool chests. Must have good referefices. 
Address Box 7352-A, care of HArpware AcE, 1507 Otis Building, Chicago, 
Ill. 








WANTED—One of the large manufacturers of Builders’) Hardware 
making a complete line, desires sales representative on a commission basis 
for the territories now open, being States of North Dakota and South 
Dakota, States of Missouri, Arkansas: States of Nebraska and Kansas 
and the State of Iowa. Address Box 1-594, 
New York City. 


care of Harpware AGE, 








tunities. 


Try it and see. 





Sales Representatives Wanted 


In a recent issue of this paper under the classification of 
“Sales Representatives Wanted,” were twelve different adver- 
tisements for salesmen calling on the retail hardware trade. 


It looks as if hardware concerns knew where to “go” for 
hardware salesmen, doesn’t it? 


And by this same reasoning it looks as if these concerns 


reckon that men know where to “go” to find these oppor- 


It’s a good paper that serves the trade “both ways,” isn’t it? 
Address— 


Hardware Age, 239 West 39th St.,New York 


‘‘Classified Opportunities Section’’ 
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Drills that WILL 
Cut that Concrete 


N O matter how hard the drilling—the 
flintiest concrete or toughest granite 
— ‘GREEN LINE’’ Star Drills will walk 
through it. They’re made for the job— 
Special Aloy DROP FORGED 


KILBORN STEEL 


No tougher or more durable steel is 
known. You can guarantee these drills 
to give the highest satisfaction. 


Stone, Tile and TWISTAR Drills of 
the same unsurpassed steel. 


“GREEN LINE’ TOOLS 


all made of Kilborn Steel, include Cold 
Chisels, Punches, Drills, Screw Drivers, 
Box Hooks and many others. Famous 
for best service. 














KILBORN & BISHOP 








Please write for Complete Catalog. 


The Kilborn& BishopCo. 
196 Chapel Street, New Haven, Conn. 
Manufacturers of the 


“GREEN LINE” TOOLS 


Reg. U. S. Pat. Office 
















Big Sales 


In industrial and power -plants, marine 
and automotive fields—that’s where mil- 
lions of pounds of Albany Grease is used 


each year. It is a lubricant of the high- 
est quality. Advertised consistently for 
61 years. Sold in cans and barrels. Al- 


bany Grease is a profitable line to sell. 


Your jobber can supply you. If not, write us. 


ADAM COOK’S SONS, Inc. 


MANUFACTURERS OF QUALITY LUBRICANTS 
LINDEN, NEW JERSEY 


Export Department, 6 Varick St., New York 














DOMES of SILENCE 


Customers gladly invest Ten Cents for a set 
of Domes of Silence which often save many 
dollars in replacement of fine furniture. They 
let a chair slide—in any direction—at a mere 
touch. They give furniture 
three times the life. 


And the convenient little 
package helps the sales. 





If Your Jobber Cannot Supply 
You—Write Us Direct 


We also make all grades of Sliding Casters, Pin 
Slides, Felt Slides, etc. 


DOMES OF SILENCE, INC. 
21 Pearl Street New York City 











Bommer 
Spring 




















Sp DOr Oo 
ie) 
are 0 co are 
the best Ay the best 














Millions 
and Millions 


of People are Pushing 


Them 


whenever they open a door 
Follow the line of least resistance 


use BOMIMEP aiways 
They are the best 
Bommer Spring Hinge Co., Brooklyn, N. Y. 
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Eclipse offers everything—Performance—Value—Quality—Appearance 
—Price—A service-giving, fast selling lawn mower line that is taking 
the country by storm. 


ADER IN 
“RY PRICE 
RANGE 


With the Super-Five— 
Model “B”’—Model “H”— 
Prophet — Elmco— Lady — 
Ace—and Mid-West—The 

£ Eclipse Machine Line is 
ener ee eee eae ee aI comette with = mower fo 
by accident, however, but peor po the remit a our anes ling th lene every purpose and every 
of the times accurately and building accordingly. purse. 


















On every side we hear the same story—The Eclipse Line for 1930, 
a knockout—It leads the way—It sets the pace. 


























Eclipse offers a real opportunity for dealers who are weary of fighting#éales re- 
sistance—dealers who appreciate the advantages of an exclusive fragthise and 
who desire to be identified with a fast moving organization. There argjstill a few 
good territories open. We invite you to swing into step with Eclips@ popularity. 
Write and tell us you want the details and we will do the rest. 


Eclipse Machine Company 
Prophe 





Department (HA) Btown, Illinois « 





The Eclipse Model “H” 
is quality built with pat- 
ented “Goose Neck” bar 
adjustment, heat treated 
tool steel blades, ad- 
justable ball bearing 
reel, self sharpening de- 
vice, ten inch wheels, 
hard maple roller, pro- 
tected gearing and a 
beautiful finish A 
mower that sells and 
satisfies. 
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A FEW OF THE VERY BEST POCKET KNIVES 


IN SHAPLEIG 


Pt buss 


EIGHS Diimovb EpGE LINE 











Brass Lining; Nickel Silver Bolsters; Length, 3 inches; 
Large ye 2 ~ Small Pen Blades; Half cane and 
84C—Celluloid Handle.......... 
No. 286 '2334ST—Bone Stag Handle........ 
No. o36234 CP—Celluloid Pearl Handle. . $16. 00 
Half Dosen i in a Box; Weight per Dozen, 14 Ibs. 








_ Lining; Nickel Silver eg Poised 3% inches; 
rge Clip and Small Pen Blades, Ha! and Pines; 


Xi el Silver Shield. 
"$16.00 


jo. 2558624C—Celluloid Handle......... ; 
Ne. 2$58634ST—Bone Stag Handle......... 
Half n in a Box; Weight per Dozen, 114 Ibs. 








POCKET KNIVES 
5 DIAMOND EDGE 
Brass Lining; Nickel Silver Bolsters; Length 33% inches; 
Large Spee and Small Pen Blades, Half ae and 
—_ eer rhe tery " PER DOZEN 
—Celluloid Handle............. 
Ne. e5e7eP Callaiid Pear! Handle....... } $16.00 
Half Dozen in a Box; Weight per Dozen, 1% lbs. 
POCKET KNIVES 


SHAPLEKHS Dyamovd EDGE 











‘ 


( 


> Brass Lining; Nickel Silver Ti 











td 


| No More Aieunvitiin. Gift 
| Than One of these Beauties | 





Bis inches; Large Spear, Two Small Pen and F exible File 
Blades; Half Polished and Etched; Nickel sf omen 


basi 4S519S—Bone Stag Handle............. .00 
Half Dozen in a Box; Weight per isc 30 









» POCKET 
KNIVES 


SHAPLEIGHS 
DIAMOND EDGE 


Nickel Silver Lining; Nickel Silver Bolsters; Length, 
27% inches: Large Spear, Two Small Pen and Flexible File 
Blades; Half Polished and Etched; Nickel ae? Ly 

30-00 
No. 4S519CP—Celluloid od DS couse ae ‘$30.00 
3 








; Length, aa inches; 
Large Spear, Two Smal! Pen and 1 ile Blades, Full — 


oad Etched; Nickel Silver 5! sie of 
ndle 438. 


4$520GS$—Genuine Stag 
No. 48520P—Pear! Han 
One Dozen in a Box; Weight per Dozen, 11% | 














Brass Lining; Nickel Silvet Tips; Length, 3 inches; 
} Large Picked Small Pen and File Blades, Half Polished 


Nickel Silver Shield. PER DOZEN 





aes 


} and Etched 

3$629CP—Celluloid Pear! Handle... 4 

No, 3S629ST—Stag Handle.............. - }$30. 00 
Half Dozen in a Box; Weight per | Dozen, 7% |b. 





. 4 
Nickel Silver Lining; Nickel Silver Boleters; Length 


























SHAPLEIGHS 
DIAMOND EDGE 

Nickel Silver Lining; Length, 244 poe Sonne Spear and 
Nail File Blades; Half Polished and E 








PER DOZEN 
No. Seat Pest Handle shunka ek oe eho ee $3888 
No. 2S634P—Pearl Handle ................. 
Half Dozen in a Box; Weight per Dozen, 5% Ibs. 
g7 § 
POCKET A “ HAPLENGHS 
KNIVES NAMOND EDGE 












Brass Lining; Nickel Silver Tip Teneth, 2 2% inches; 
al 





Large Spear and Nail File Blades; f — aod Etch- 
ed; Nickel Silver Shield. DOZz Ary 
No. 2S635CP— Celluloid Pearl Handle....... 18.00 

Half Dozen in a Box; Weight per met, % I 
sma SHAPLEKGHS 
KNIVES DIAMOND EDGE 






Press Button 
Brass Lining; Length, 334 inches; Large Spear and Small 
Pen Blades ; Half Polished and Etched. PER DOZEN 
No. Sine Stag Handle............. 
No. $1C—Cocobolo Celluloid Handle...... } $24 .00 


Ha!f Dozen in a Box; Weight per Dozen, 11% Ibs. 








POCKET KNIVES 
SHAPLEIGHS D, EDGE 
Brass Lining; Nickel Silver Bolsters; Length, 4% inches; 
Large Spear, Punch, Can Opener and Screw Driver with 
Combination Cap Lifter and Can Opener Blades; Half 
Polished and Etched; Nickel Silver Shield. 









No. 4S517S— Stag Handl Ge 8.00 
0. 1 Bone Stag Handle ............. J 
Half Dozen in a Box; Weight per Dozen, $7 2 
SHAPLEIGHS 

POCKET DIAMOND EDGE 


KNIVES 








Brass Lining; Length, 33% inches; Large Ink Eraser 
and Small Pen Blades, Half Polished and Etched. 


PER DOZEN 


No. 2S377W—Celluloid Handle........ $16.00 
Half Dozen in a Box; Weight per Dozen, 7% Ib. 








Perfection 
in Art 





L 


iA ESTAB: EL 1843 
INTERNATIONAL DISTRIBUTORS 
DIAMOND EbGEt 









MAMond Epi 








TOOLS CUTLERY 
THE THE 
CHOICE Best For 
Or Experts Tut Home 


“DIAMOND EDGE 1S_A QUALITY PLEDGE 





Pra Lining; Nickel Silver Tips; Length, 3 inches; 
Large Spear and Small Pen Blades; Hal: {Polished and 
Ne oet0sT. Bone Stag Handl > an 

0. —Bone Stag Handle....... 

No. 2S40C—Fancy Celluloid Handle... } $1 6. 00 

Half Dozen in a Box; Weight per Dozen, % |b. 








Perfection in 
Quality 








Dealers Price 50% from Above Lists. 


If Your Dealer Does Not Carry These Knives, Mail Your 


Order to Us Direct at the Above List Prices With Cash to Cover. 








